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BRODIMATIC PRINTING QUANTROLS 


To increase customer confidence, and reduce delivery 
costs requires a fully automatic method of recording 
and verifying each gallon of heating oil delivered. 
Through the use of Brodie Meters equipped with 
Brodimatic Printing Quantrols, the exact preset num- 
ber of gallons is discharged into customer tanks... and 
this quantity is then meter-printed on delivery receipts, 
one copy of which is left under your customer's door. 
Even though no one is home when the delivery is made, 
your customer is assured of the complete accuracy of 
each transaction. Thus, all chance of errors, disputes 
and costly adjustments is eliminated. Likewise, tank 
trucks can be routed to take full advantage of each mile 
and each minute of daily delivery schedules. For full 


details, write, today. 
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RALPH N. BRODIE CO., Inc., 953 61st ST., OAKLAND 8, CALIF. © Division Offices: CHRYSLER BLDG., NEW YORK CITY 
59 E. VAN BUREN, CHICAGO 5 @ 302 SOUTH PEARL ST., DALLAS 1, TEXAS © 221 9th AVE. NORTH, SEATTLE 9, WASH. 


2101 S. SAN PEDRO, LOS ANGELES 11, CALIFORNIA 


@ REPRESENTATIVES AND STOCKS IN ALL PRINCIPAL CITIES 
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Names in the News GO: ee ee ee 


| Norman F. Heym has been appointed sa cane seirsun sienna 
| manager of vaporizing burner production The New Man 55 VERNON E. VINING 
bce Silene Glow ©F Natural Gas Faces East 57 a. E. COBURN 
Burner Corp., Hart- New Technique for Heavy Oil 59 Max SELTZER 
ford, Conn., accord- Ending Radio Interference 63 
ing to R. M. Sher- Improving Winter Air Conditioning 64 J. w. SCHULZ 
man, president. In } We Get More than Our Money’s Worth 66 HAROLD M. MOTTRAM 
addition to supervi- Forum Questions and Answers 67 
sory duties at the 
plant, Mr. Heym will NEWS DEPARTMENTS 





RngAaE in: NE we Commercial Oilheating in California 61 
to acquaint dealers 5 


ee ee eee Ray range beet OHI Convention Plans Are Complete 62 

er. He joins Silent Glow after ten years -: Wikensad Tasks 
as chief engineer for Renown Stove, 
Owasso, Mich. 


Names in the News 


Canadian Shortage Continues 70 
10 Oilheating Trends 
Distribution Changes 70 
78 Industry Groups 
No Extras on Home Price 126 
86 Readers’ Forum 
Sees 1947 Oil Volume Up 126 





H. B. Hastings, Jr. has been appointed 
eastern representative of the Industrial 
Division of Webster 
Electric Co., Racine, 
Wis. He will work 





et ed 








out of the New York , 88 The Book Shelf 
area, serving oilburn- November Fueloil Prices 133 
er manufacturers on 92 Mfrs. Activities 
the line of fuel units, Show Fuel Preferences 133 
transformers and ia 100 New Products 
a eae Housing Starts Top Million 135 
ble speed blower con- 114 Readers’ Problems 
trol. Prior to Navy service, Mr. Hastings Burners Lead Durables Gains 135 
was in a similar capacity with General 128 Everyday Snags 
Electric. Indirect Heaters Economical 140 
| 143 Degree Day Tables 
Dwight N. Grotenhouse has been ap- Change to Oil in Gas Shortage 142 
pointed to supervise sales for the domestic COPYRIGHT 1947, HEATING PUBLISHERS, INC. ALL RIGHTS RESERVED. NO 
heating equipment PART MAY BE REPRINTED IN ANY FORM WITHOUT WRITTEN PERMISSION. 


p Ce Acceptance under the Act of June 5, 1934, at Baltimore, Maryland, authorized February 7, 1946. 






line for the Silent 
Sioux Oil Burner 
Corp., Orange City, 
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try Equipment Divi- § ** N° 3)» MARCH, 1947. Yearly: 
sicn. W. A. Eding- { HEATING PUBLISHERS, INC., 232 Madison Ave., New York 16 $3.00 
. - Phone: LExington 2-4566 & 4567 
| ton, formerly in LEOD D. BECKER, Chairman, Board of Directors Canadian: 
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IT WILL PAY Yo 


U TO DECIDE THis 
QUESTION Now 


INSTEAD OF LATER 




















or else 
tion against them. Present 
H. C. Little dealers tell us the odds favor the H. C. Little 
franchise holder. Here's why. 

The great majority of American home owners who 
want automatic oil heat have small homes and need a 
unit which burns less than three quarts of oil per hour. 
Since pressure type oil-burning equipment is nat Satis. 
factory in these small Capaci 


ties, the demand will be for 
vaporizing type oil-burning units , . - AND 


LITTLE teavs THE FIELD 


WITH THE ONLY AUTOMATIC VAPORIZING 
TYPE OIL BURNER EMPLOYING ELECTRIC 
IGNITION, For Conversion Burners, Furnaces, 
Space Heaters, Etc. 


That is why, after the war, 
again have the competitive ady 
more than 75% of all 
equipment designed espec 
6-room house, These H. C, 
furnaces, wall furnaces, 


H. C. Little dealers will 
antage — be selling what 
me owners want — heating 
jally for the typical 5- to 
Little units: oil-burning floor 
console heaters, hot water 
heaters and small winter air conditioning furnaces, will 

€asy to sell, bur mighty tough competition to sell 
against. Since you'll most likely be doing one or the 
other, why not investigate 


dea thoroughly NOW. 


4 copy of “How to Get 


Real Profits in Post. 
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ian Burner Co. 
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Branches in Principal Cities 


War Heating,” 


Our compliments, 























W. W. Timmis has been — 
gene nr sales manager of eo we 
: dustries, Inc., Latay 
ette, Ind. For twenty 
years before the war 
Mr. Timmis was in 
the heating business 
with various large 
companies. He was 
director of the 
Plumbing and Heat: 
ing Division ol 
WPB, and the Metal os i a. 

“A National Housing: gency; , 
itn to take a erga = ee. 
mander in charge of premuet con 
Naval torpedo station at Alexandria, 





_F. Cotes has been elected executive 
Fannin of Motor Wheel Corp., 
Lansing, Mich. He 
formerly was vice- 
president in charge 
of the Duo-Therm 
Division, and is pres 
ident of the Institute 
of Cooking and 
Heating Appliance 
Manufacturers. Mr. 
Cotes joined Motor 


in 1937. 


ns. secretary and director 
chard Rollins, secre - 
f pare relations for the Atlantic Re 
) 














‘ng Co., Philadelphia, has been 7 
iii f an Industry Special ve : 
ona e tee. Mr. Rollins, with t e 
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eaten: ill name will study specta 
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pen of the progressive nature 0 
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district manager 
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he will supervise all factory sales ¢ 
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resident in charge 
of sales. Mr. Hill, 
who has been with 
Gar Wood - since 
1925, was formerly 
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Smoke Doctors, using scales like this, are able to measure the soot con- 
tent of samples of combustion gases ... their aim—correct combustion. 


TO MEASURE 


MOKE-from the smoke ring you idly blow, to the 
S cloud begriming a city—is unburned fuel. It’s waste 
...An efficient flame burns smokeless, sootless. That’s 
why engineers hate smoke. 


At the Shell Oil Burner Testing Laboratories, in 
Sewaren, New Jersey, are a group of “Smoke Doctors”— 
scientists who fight smoke and soots. 

When the “Smoke Doctors” began their work 17 years 
ago, domestic heating oil was “something left over” when 
gasoline was refined. But these doctors took a different 
view: Their job was to get heating oil made with the 
same care and precision as motor fuel . . . and to help 
burner manufacturers improve their equipment. 


fue/oif 
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Their spotless laboratory building is the center of home 
heating oil research. Many of their findings have been 
made available to all refiners of heating oil. All makers 
of oil burners have been invited to share, 


As a result of their work, the consumer has received 
substantial bonuses, year after year, in the form of low- 
ered costs and improved heating efficiency. 


LA 7 ry 


This is but one of the many ways the “Smoke Doctors” 
at Sewaren are serving consumer, 
dealer and manufacturer alike. 














Editorial Leaks 


Gas shortages, which recently have had 
many utility companies in hot water while 
their customers stayed cold, were slightly 
reminiscent of the war winters when fuel- 
oil users were being kidded by their gas- 
using neighbors. In a few communities it 
has been necessary to make arrangements 
for gas-burning families to spend a part 
of the day in oilheated homes and public 
buildings. 

This turn of affairs is a little puzzling 
to those of the oilheating industry who 
have been in the business for twenty years 
or more. Back in the middle twenties the 
utility officials used to swear that they 
never would sell more than 20% of their 
capacity for house heating. They claimed 
that the load factor was wrong, and that 
there was no way to carry their capacity 
in the summer at a profitable level. Gas 
heating peaks each day, they pointed out, 
came between 6 and 8 in the morning 
when the cooking and water heating load 
was greatest, and again in the late after- 
noon just when Mama was starting to get 
dinner. Gas utilities could, officials of that 
day said, take about 20% of their capacity 
in house heating without serious trouble. 
Now the sky seems to be the limit—or just 
beyond the limit. Why the change? 

Discussing this state of affairs with a 
gas man recently brought out an explana- 
tion that is interesting, whether it is right 
or wrong. Gas utility officials of twenty 
years ago, he said, were almost always 
plant men who had worked their way up 
through the company. Being plant men, 
they were conscious of the generating ca- 
pacity of their equipment, the limitations 
of the distributing system and the other 
physical equipment with which they had 
to work. Being familiar with the plant, 
they were conscious of its limitations and 
the problems that overloading would 
bring. Further, they were more sensitive 
to public opinion in their communities. 

Many of these older men had started 
with the Citizens’ Gas Light Company 
shoveling coke into retorts. Having be- 





come chairman, president or general man- 
ager they remembered the hard climb up, 
and were not likely to hazard criticism 
either from the citizens or from the direc- 
tors of Citizens’. 

Officials of most present day gas com- 
panies, this gas man pointed out, are more 
familiar with the cost of the plant than 
with its operation. The Citizens’ Gas 
Light Company has been bought out, and 
now is a link in the Amalgamated Utili- 
ties chain. Policy no longer is made in the 
Citizens Gas building downtown, but on 
the 24th floor of the Amalgamated Gas 
building in the nearest metropolis. The 
local manager is expecting to become dis- 
trict manager, if he can maintain the 
present steep angle of his gas sales curve. 
Top management is more concerned with 
finance than with load factors, and is di- 
rectly responsible to an investment bank- 
ing firm, instead of the gas-using direc- 
tors and stockholders who directed and 
owned Citizens’ Gas Light. 

The reasons this man gives for the pres- 
ent predicament of the gas companies and 
their heating customers may be exagger- 
ated, or it may be entirely wrong. It is 
certain that too many of the utilities’ lines 
are overloaded, and all the problems the 
old timers feared have come to pass. The 
old policy has been abandoned, and it 
would be interesting to know the reason 
why. 

One thing is inescapable: it is going to 
take a long time to correct the trouble 
overloading already has created, and more 
load is waiting—sometimes not too long— 
to be connected to the lines. Some gas 
users are sure to have cold homes for the 
next two or three winters, at least. 


'd 


Unshipped orders on the books of oil- 
burner manufacturers are currently run- 
ning at about two years production at 
present rates. A number of these manu- 
facturers have recently attempted to 
squeeze out the air from their order piles 
by getting fresh commitments, sometimes 
with teeth, such as insisting on signed un- 
cancellable orders with specified shipping 
dates. 

One fairly large Eastern burner manu- 
facturer, feeling. that his backlog was ob- 
viously top heavy, notified all dealers that 
all orders on his books would be considered 
washed out within two weeks if they were 
not reconfirmed in an uncancellable man- 








ner within that time. The fresh, firm com- 
mitments that came in equalled 48% of 
the old orders, showing that dealers are 
willing to obligate themselves on a firm 
basis for about a year’s supply of burners 
at the rate of last year’s sales. 
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Creation of good-will for a business or 
an industry is a serious and important ac- 
tivity. Nobody does business voluntarily 
with a firm or an industry that is suspected 
of unfair dealing, and all of us spend some 
part of our daily effort to create a favor- 
able opinion among our customers and 
prospects. 

It was something of a shock to many 
in the oil business to find recently from 
a national survey that few people know 
very much about the petroleum industry, 
and still fewer have a positive or a favor- 
able opinion of it. Since all of us in oil- 
heating are dependent on a favorable 
opinion of oil for our present and future 
business, this survey is of as much impor- 
tance to us as to the men who manage 
major oil companies. 

There are, for instance, 3 million peo- 
ple in the country who still believe we will 
run out of oil in 15 years. There are 28 
million people who think the oil industry 
is a monopoly; 16 million think there is 
very little competition in the business, and 
10 million think there are fewer than 10 
companies in the oil business. Forty-eight 
million say that oil companies get together 
and set prices. 

Few fueloil dealers will agree that there 
is no competition in the business, but what 
the fueloil dealers believe is less important 
than what their customers believe. In the 
months and years ahead while we are bat’ 
tling with competitive fuels for the mar 
ket, the public’s opinion of us is going to 
be important. There is need for some vig’ 
orous good-will building in our business. 


© 


Estimators are placing the 1950 oil re 
quirements at 2.6 billion barrels, com: 
pared with total requirements of 1.7 bil 
lion barrels in the previous peak year of 
1945. This increase of nearly 53% in de 
mand is ammunition for those who see 
serious oil shortages in the future, but 
none of them are selling their cars, or p!an’ 
ning to adjust their lives to an oilless 
world. 
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7| THE WHISTLING SALESMAN SIGNS ’EM UP! 
> 1S 

nd BEFORE: This your driver? Chances are his irritated customer will think 

10 * twice before signing next winter's heating contract. She'll be a 

ght likely candidate for the first smart salesman who can offer her the VENT- 

her ALARM* whistling fuel tank fill signal. She's a set-up for VENTALARM conven- 


ience and freedom from interruption, for VENTALARM's simplified "keep- 


ere fill" service! 


= AFTER: Contracts come from contented customers. This lady is assured 
i * nuisance-free service with VENTALARM—and each VENT- 


aa ALARM.-aided drop cuts your delivery cost. VENTALARM saves 5 to 7 min- 
alk utes per stop, eliminates non-deliveries, saves you 3 to 4 dollars per installa- 
¥ tion annually. 


rig’ Why not key your entire spring campaign for fuel oil contracts to 

- VENTALARM installation! You will insure customer satisfaction 
and your entire organization will perform more efficiently, more 
economically. 


ym NOW AVAILABLE! Your salesmen 

bil- will find the VENTALARM booklet V 5 N TA L A R M 
f series valuable for both information ye ov To REG. US. Pat. a 

0 and for customer-distribution. VENT- ~ Whistling” TANK FILL SIGNAL 


de- ALARM costs little—LC Model is 






easily installed on old tanks in 15-20 
see minutes. No pipe threading. — 
but *T.M. Reg. U. S. Patent Office 
an MANUFACTURED IN CANADA BY EMPIRE BRASS MFG. CO. LTD., LONDON, ONTARIO 
i SCULLY SIGNAL COMPANY, ss First stREET., CAMBRIDGE 41, MASS. 
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FACTORY SHIPMENTS, in Thousands of 
Domestic Oilburners & Units ———— 
Domestic Stokers ------ - 


Shipments of Oilburners and Units 


Adjusted to include manufacturers other than the 124 reporting to 
Census Bureau, FuELoi, & Ort HEat’s estimates of shipments are: 





90 Stocks oF DoMESTIC OILBURNERS AND UNITS 
(in Thousands) End of Month Shown 
80 Factory Stocks 
Dealer Stocks ------ 


18 
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1942 1943 1944 1945 1946 


WHOLESALE 
January 165.3 Six monthsago 123.6 January 
December 163.1 Yearago 123.1 December 


INDEX OF BuRNER Permits 
in 43 Cities 
(Average of 1936-7-8 = 100) 


INDEX OF New Home Permits 


in 35 Cities ------- 
(Average of 1936-7-8 = 100) 
Both indexes adjusted for 
seasonal variation 


1944 1945 1946 
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January Minimum Retail Prices: Key Dealer 





DEC. APR AUG DEC APR AUG DEC APR AUG DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 
1943 1944 1945 1946 


DECEMBER TWELVE MONTHS 
Percent Percent 
1946 1945 Change 1946 1945 Change 
Conversion 58,995 18,030 ss et A fy 468,974 119,663 +292.0 
Boiler units 4,537 604 + 651.1 27,503 7,695 +257.4 
Furnace units 8,731 1,333 + 555.0 40,836 14,555 +181.0 
All domestic 72,263 19,967 +261.9 537.313 141,913 +279.0 
Commercial 4,827 1,934 + 150.0 40,676 33,077 + 23.0 
Total 77,090 21,901 +252.0 577,989 174,990 -230:2 
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FURNACE-BURNERS 


RETAIL 


Pits 


CONVERSION BURNERS BOILER-BURNERS 
Top price* Low price Top price* Low price Top price* Low price 
Highest $455 a $925 Ries $800 
Lowest 220 68 550 405 
Jan. Aver. 342 Ae 665 593 
Dec. Aver. 340 oe 662 581 


*Top price key dealers for conversion burners are those whose minimum 
retail prices are $200 or more; for boiler-burner and furnace-burner 
units (exclusive of ductwork) those whose minimum are $400 or over. 


Price Index: Conversion Burners: January 1940 is 100% 


147.9 Six monthsago 135.3 


148.3 
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Yearago 124.1 


0 0 
DEC APR AUG DEC APR AUG DEC APR AUG DEC JAN FEB MAR APRMAY JUN JUL AUG SEP OCT NOV DEC 





Oilheating Trends 


INSTALLATIONS of domestic oilburners and 
units in January are estimated at 59,090, 
or a little more than double the previous 
January, showing that burners are flowing 
to most dealers in sufficient numbers to 
let them eat into their long standing back- 
logs. The backlogs will melt rather fast 
unless new orders show more vitality than 
represented by January results. New or- 
ders booked by dealers during the month 
for domestic burners and units were ap- 
proximately 18,990, compared with 27,- 
716 new orders in January 1946, It is sig- 
nificant to notice the trend of the past six 
months on installations vs. orders. Of 
course, it has been repeatedly mentioned 
that many dealers have not wanted new 
orders with their attendant headaches in 
a short product period. 


Installations vs. New Orders 


Orders as 
Installa- New % of In 
tions Orders _ stallations 


August 38,627 44,644 116% 
September 46,363 43,763 94 

October 64,480 38,690 60 
November 450,991 39,220 oi 
December 54,893 33,449 61 

January 59,090 18,990 32 








Six months 314,444 218,756 710% 


Nonetheless, the comparisons are sig: 
nificant, showing at least that the public 
has stopped trying to force orders on re- 
luctant dealers. Some dealers in January 
had very little success in trying to get new 
orders, largely because people are bored 
with constantly rising prices and are be 
coming content to wait a bit. Several other 
industries are having like experiences. 

If it is going to take price improvement 
to get orders rolling again, dealers are in 
a bad spot until they can get some outside 
relief. In the January issue of FUELOIL & 
Om Heat it was shown that while the 
average retail price of conversion burners 
was up in the five years 1941-1946 by 
48%, the dealers’ primary costs (burner, 
installation materials and labor) were up 
53%. It was also shown that dealers’ gross 
margin, to cover overhead expenses, sales 
expenses and profit, was only 27% of the 
retail price in 1946, compared to 30% in 
1941. So the sound, established dealers 
(we're not thinking of the hit-and-run 
fly-by-nights) are finding downward price 
pressure from the public, with little op’ 
portunity to meet it. 
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It is interesting to notice in the price 
index that factory prices for conversion 
burners are at 165.9, related to January 
1940, while the retail index is only 147.9. 
It is questionable whether factories can do 
very much to reduce burner prices for 
some time, since their component parts 
costs are strongly up, and factory labor 
rates have skyrocketed during the war 
years, considerably more than outside la- 
bor rates. 

A better solution at the moment would 
seem to lie in stronger sales effort. All in- 
dustries got soft in recent years, but those 
that get going first on real promotion and 
merchandising work have the best chance 
to corral the consumers’ dollars. Oilheat- 
ing is one industry that was not exces- 
sively inflated, and so does not have much 
waste to squeeze out. 


BURNER STOCKS: Dealer stocks of do- 
mestic oilburners and units on January 
31 were approximately 18,202, compared 
with 6,579 on the same date a year pre- 
vious. Factory stocks on December 31, 
the latest available figures, were 5,576. 

SERVICE INCOME: Service department 
income in January of reporting dealers 
averaged $2,945, compared with $3,260 
for the identical group of dealers in Janu- 
ary 1946, down 10%. 


HOLDING BURNER ORDERS: A month ago 
we checked the reporting group on how 
many of the purchasers with orders on 
their books were backing out of the deals, 
now that burners were available to in- 
stall. The composite figure was that 18% 
turned into cancellations when notified 
that the burner was now ready. To see 
what trend there might be on this, the 
dealers were asked the same question this 
month, and the answer was the same. 
Weighted average of all dealers showed 
again 18% of back outs. 

One of the reasons given last month for 
not taking the burner when offered was 
that the prospect had coal in the bin and 
decided to wait until summer. That 
brought to mind the question of whether 
dealers had resumed the common prewar 
practice of taking coal off the hands of 
burner buyers, so the list was asked this 
month about it. Only 24% of the dealers 
say that they will take the coal; 76% 
don’t yet feel it necessary to go to that 
trouble. That just about reverses the pre- 
war figure, and of course shows that we 
haven't gone far into real selling yet. Per- 
haps we won't until we get the backlog 
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Oilburner* and Building Permits 


OILBURNERS DWELLINGS 
January 12 MONTHS January 12 MONTHS 
1947 1946 1946 1945 1947 1946 1946 1945 
ee: ae ce ag Baltimore, Maryland 136 162 4477 561 
a we Binghamton, New York 1 2 120 ‘ 37 
626 210 a ne Boston, Massachusetts 11 24 221 wi 
130 41 834 430 Bridgeport, Conn. we re Pe os 
a ya ath Me Buffalo, New York 8 6 252 63 
“P i Des Moines, Iowa 32 23 1192 110 
371 99 a a Detroit, Michigan 328 737 8037 3341 
16 22 766 171 Elizabeth, N. J. 1 0 22 13 
27 20 492 162 Freeport, New York es ; ee Sa 
ae aca > Sy Greenwich, Conn. 7 5 194 52 
AP +; Pe a Hackensack, N. J. 0 2 114 70 
139 10 1085 655 Hartford, Conn. “4 i as <4 
19 17 520 120 Irvington, N. J. 1 0 21 3 
og me Re as Lynn, Massachusetts as 0 64 8 
32 14 244 71 Meriden, Conn. — of. re aa 
144 82 1304 304 Milwaukee, Wisc. 25 49 1510 538 
139 50 772 729 Minneapolis, Minn. 62 84 1531 728 
12 18 454 114 Montclair, N. J. oe ie a os 
25 40 597 268 Mt. Vernon, New York 
70 42 511 373 New Bedford, Mass. 
66 28 538 206 New Haven, Conn. 
0 0 0 0 New Orleans, La. re a a ea 
23 33 457 207 New Rochelle, N. Y. 8 1 131 15 
783 388 §=6.:'7131 1971 Manhattan, Bronx, Rchd Ke er Ess a 
103 28 621 205 Norfolk, Virginia 24 11 238 69 
1 0 7 3 Oakland, Calif. ie ne ai iz 
97 66 986 259 Omaha, Nebraska 20 37 805 292 
8 10 283 96 Orange, New Jersey 0 2 5 12 
24 28 939 251 Paterson, N. J. 1 1 71 5 
559 302 8283 §=1458 Philadelphia, Pa. ee res ad 
- ne ig ate Plainfield, N. J. 6 12 16 19 
91 27 548 267 Portland, Maine 0 1 104 6 
336 241 ‘ 1687 Portland, Oregon 85 200 ~=1901 596 
174 53 958 200 Providence, R. I. 4 1 138 20 
oF ae is ae Reading, Penna. 1 1 88 y 
34 17 382 99 Richmond, Virginia 27 56 ae 598 
116 36 Se a3 Rochester, N. Y. od a ta a 
18 13 ne 109 Rockville Center, N. Y. 5 4 89 41 
18 9 251 70 Salem, Massachusetts 0 1 18 4 
117 50 1010 206 St. Louis, Missouri 15 14 316 47 
142 LE 1544 458 St. Paul, Minn. 24 57 1140 527 
52 34 262 251 Schenectady, N. Y. bre m3 RP “a 
a xs ws a Seattle, Washington 126 181 2520 1364 
ae a2 ae ie Springfield, Mass. 11 5 584 182 
23 23 381 156 Stamford, Conn. 4 wa ae bis 
i a nF ~ Syracuse, New York 0 6 $c 107 
Trenton, New Jersey 0 0 15 > 
vf a oud a Utica, New York 1 ag a Sa 
277 136 036.2711 595 Washington, D. C. . ee ea 
es Da ae ie West Orange, N. J. 3 1 110 17 
19 24 352 221 White Plains, N. Y. - 0 30 6 
82 45 740 176 Wilmington, Delaware 0 0 194 34 
114 43 898 357 Worcester, Mass. re ne 
47 36 759 167 Yonkers, New York ea a Pe a 
5054 2392 37,620 11,276 Totals 981 1686 26,047 8807 
+111.3 +233.6 Percent Change —41.8 +195.7 


*Permits are not total sales in each market since none are reported from suburban areas, 
which normally account for 20% to 60% of total sales in each market; nor are they an accu 
rate index where enforcement is lax. Rightly used, however, they are a useful working index. 


pretty well installed, for while dealers may 
be unhappy over the few new orders they 
are getting, yet their rate of installations 
continues high, with the result that there 
is still considerable money coming in. 
SALES TERMS: To further measure the 
degree of return to selling conditions like 
we had before the war, dealers were asked 
about terms on burner sales. While most 
deals are still for cash, as has long been 
the case, terms for those who prefer in- 
stallments are becoming fairly liberal on 
the whole. 26% of the dealers will take 
orders with no down payments; 43% of 





them require a minimum of 10% down; 
9% require a 20% minimum payment; 
10% of dealers must have at least 25% 
down; and the remaining 12% of dealers 
ask from 33-1/3 to 50%. 

Then in the matter of months for pay- 
ment, 61% of the dealers allow 36 
months; 9% allow 24 months; 8% allow 
18 months; the other 22% of dealers limit 
such deals to 12 months. 

FUTURE PRICING: Recognizing the 
growing price resistance discussed in a 
previous section, dealers were asked what 

(Continued on page 136) 
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The New Man 


Training an Oilheating Salesman is Important Business 


by 


Vernon E. “Sam” Vining* 


This is the second of three articles by 
“Sam” Vining on selling and salesmen. 
Mr. Vining, well known in the electric ap- 
pliance business for his sales work, is an 
ex-oilburner salesman. His first article on 
hiring salesmen appeared in the February 
issue, and the final instalment of the series 
on sales management is scheduled for 


April. 


1, ISN’T REALLY a hard job to train a 
new salesman if you go at it simply and 
work toa plan. 

Let’s analyze. 

Here comes the man in the front door 
now, all dolled up for his first day’s work. 
It’s a big day for him. A new life is start- 
ing. 

He got up early this morning, took ex- 
tra pains in shaving, whistled during his 
shower, put on his best suit of clothes, 
his best pair of shoes, his newest necktie, 
had his breakfast, kissed a proud and en- 
couraging wife goodbye, and then stepped 
out to face a brand new world. 

He is full of hope, ambition, determina- 
tion—and just a touch of anxiety. He 
wants to make good so badly it hurts. 

This is your new man. 

What are you going to do with him? 

Did you remember he was coming in? 
Did you have a program for him? What 
are you going to start him at and when— 
right now, or sometime when you get 
around to it? 

You say, “Gosh! Is a new man I’ve hired 
so important that I have to change all my 
plans just because he’s coming to work? 
I had the idea he was coming to work for 
me—not me for him.” 

Sure he’s that important—get out the 


*Merchandising Consultant, Westinghouse 
Electric Corporation. 
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band. Just think, if you can build that 
man up to a point where you can make an 
extra hundred a month through his sales 
efforts, and if he stays with you ten years, 
he will make you $12,000 profit—extra 
profit. There’s even a chance he may be 
able to double that figure—nearly $25,- 
000 extra profit. What then, may I ask, is 
more important than getting that man 
started right? What other sale you hope 
to close today will run into that kind of 
money? 

So—let’s sit down and give some seri- 
ous thought’as to what we are going to do 
with this young potential fortune who 
promised to come in Monday. 

There are certain rules. Let’s look at 
some of them. 

First and foremost, we have got to put 
him to work right now. 

Get this. Assigning him to a chair be- 
hind a desk and telling him to read a lot 
of price sheets, literature and business 
journals is not “putting him to work.” He 
came ready to “really work’”—don’t 
dampen his enthusiasm by covering him 
with wet blankets. 


Be fair. It takes an experienced man to 
get much worth while out of magazine 
articles or sales literature. This type of 
material has a tendency to confuse a new 
man. He just sees too much all at once. 


So I suggest he be put to work with 
merchandise—in his first hour. Get him 
familiar with seeing this merchandise— 
handling it. Give him a chance to become 
friends with the gadgets he is going to 
live with. 

What can he do? 

Ask him to help change a window dis- 
play. Get him to re-arrange stock. Give 
him a dust cloth and a pan of water and 
set him to cleaning merchandise on the 
floor, on the shelves and in the display 
cases. He can uncrate new merchandise 
—anything that will lead to familiarity 
with the things you sell. 


Suppose he does get tired. He asked 
for work, didn’t he? And you promised 
on your word of honor to give it to him. 
In fact, you’re paying him real money. 

Be sure and send him out with the truck 
to help make a few deliveries. Let him see 
and feel the thrill each new installation 
gives the new user. Let the new user tell 
why the purchase was made. Send him 
with the service manager on a few calls, 





"Sam" Vining 


so that he can find out from the families 
themselves the satisfaction they feel. 

Let him hear you make a few sales on 
the floor. While he listens, however, he 
must be busy at something else. Don’t let 
him stand around getting in the way, with 
his mouth open. The customer may not 
like kibitzers. 

Take him with you on some outside 
calls. He can carry your portfolio, the 
slide rule, the tape measure, but should be 
told in advance to keep his mouth shut 
and his ears open. If the prospect you are 
working on needs more than one call, be 
sure to take him with you on all of them. 
Let him see completed deals, not just calls 
that fail to get action. 

One word of caution. During all this 
period the man must understand what 
you are doing and why you are doing it. 
He shouldn’t get the impression you just 
can’t find anything else for him to do. 

All that sounds like a big day’s work. 
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It is. In fact, it’s a week’s work, maybe 
two—maybe more. But when it is done, 
think how easy it will be to start your ac- 
tual sales training. 

Before long he will begin to ask a mil- 
lion questions. He will start reading litera- 
ture and other material—a lot of it at 
home. What is more important, he will 
be able to understand what he is reading 
and hearing. 

Now your man is ready for real mer- 
chandise training. He has a background. 
Get out your big guns. Give him the 
works. Skip nothing. Throw the book at 
him. 

Then some day when you think he is 
nearly ready, let him take his turn with a 
prospect who comes into the store. Stick 
by him—then when he needs help, jump 
in. Don’t let him fail. No salesman in the 
world is on the way to success until he 
can say to his next prospect, “Yesterday 
I sold the Joneses.” 


Teach Selling 


During this training period don’t fail 
to remember teaching a man about mer- 
chandise won't teach him how to sell it. 
Selling is a separate subject. 

In fact, it might be a smart deal to put 
up a big sign somewhere in the back room 
reading 

“We don’t sell merchandise—we sell 
people.” 

Knowledge of merchandise is important 
but it’s only a tool. 

The important part of any sale is the 
customer—not the merchandise. It takes 
more than mere knowledge of merchan- 
dise to sell a customer. 

Some man may want to argue about 
that statement, so I remind him he never 
has, as yet, seen a piece of mechandise 
with money in its pocket. 

I might also remind him that nearly 
every sizable sales organization has at least 
one man who knows more about the mer- 
chandise than a sea lawyer, and yet never 
seems to get around to making any sales. 

So—you'’re going to teach selling as 
well as mechanics and uses. 

Teaching selling isn’t as hard as it 
sounds. There are plenty of textbooks on 
the subject, but since we are seeing the 
young man every day we can give him a 
large part of his training by example. 

Let him see with his own eyes how you 
and I treat a big shot with money enough 
in his pocket to buy what we sell when he 
does us the honor of coming into our store 
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or permitting us to talk to him in his home. 

Let him understand that any man with 
a need for what we sell and the money 
to pay for it is a big shot in our book. He 
makes the mare go. Without him we are 
out of business. 

The man with the need and the money 
has our pay and our profit in his pocket. 
He is the boss of our joint regardless of 
whose name is over the front door. 

That’s important because failure to 
realize that the man with money to spend 
is the real boss in every store in America 
is the death warrant of thousands of sales- 
men and merchants who are now looking 





“Give me a steam shovel and a vacant 
lot and I can hold a sales meeting any 
hour of the day or night. Three-fourths 
of the men who lean on fences and help 
dig holes in the ground will be carrying 
little black portfolios— 

“And—any sales manager who can’t 
draw a morning shot from that doesn’t 
deserve to have his men stay awake. 

“Tve slept so hard through many meet- 
ings myself that I was hardly drowsy in 
the picture show in the afternoon.” 

—'‘‘SAM” VINING 





on themselves as supermen. The man with 
money is a nice guy. He is even patient, 
but sooner or later even a rich little worm 
will turn. 

While we are at it, let’s be sure that 
our new man finds out selling is fun. It 
can’t help but be fun if we keep our mind 
on people. I blame no one for being bored 
handling the same merchandise over and 
over every day, but people are ever-chang- 
ing. Every prospect offers a new interest, 
a new opportunity. 

My own pet definition of selling is 
“Having fun helping the other fellow 
have fun getting what he needs.” 

You can tell your salesman right now 
that if he doesn’t think he is going to find 
it fun to help other people he had better 
hunt another business. 

Don’t be shocked, but I also think we 
should tell our new man selling is easy. 

I have grown very tired of hearing that 
selling is a mysterious business, so tough 
only a few of us can learn it. If this were 


true, half the merchants in America would - 


be out of business and half the salesmen 
would starve to death. 

Rules of successful selling are the com- 
mon sense rules of everyday living. Treat- 








ing prospects with the same courteous 
consideration we use in everyday life, 
backed up with an ability and a desire to 
be helpful in our contact with them is the 
real selling success formula. 


Add that statement to this next one 
and you will have the whole ball of wax. 

Some mythical 98 per cent of all sales 
depend on “being there.” 

“You gotta be there.” You can’t sell a 
man you aren’t talking to, and you can’t 
talk to him until you find him. That’s a 
tough one, too, because we have just gone 
through a period when our prospects have 
hunted us up. 

Sometimes I pity young men who have 
had their sales training in the past year or 
two. Nearly everything they have learned 
is wrong. What a shock is coming to them. 
I also pity the man who has forgotten how 
to sell. The shock may ruin him. 

Of course “being there” involves weed- 
ing out the real prospects from the chaff. 
We aren't “being there” if we are talking 
to a man who can’t use our gadget or can't 
pay for it. 

Finding the prospect isn’t as hard as it 
sounds, either. If he comes into the store 
or phones, the problem is settled. Even if 
we have to hunt him up it’s fairly simple 
if we have the guts to doit. 

The way to find a man who will listen 
to our story is “Ask everybody.” If you 
are selling shoe laces, it’s easy to find the 
man with the broken pair. All you have 
to do is ask everybody you meet about 
their shoe laces. The man who needs a new 
pair will say “Yes.” 

In searching for a prospect never be 
discouraged by the people who say “No.” 
Worry about the people who might have 
said ““Yes” had you asked them. 

Every successful old timer knows that 
formula. It’s only the inexperienced young 
man or the partially successful salesman 
of the past who believes he can guess who 
his prospects may be. Naturally there 
must be an element of common sense. You 
wouldn’t try to sell coal shovels to mer 
maids and call it solicitation. 

What I am trying to say is: your new 
man will reflect your attitude. He will 
probably grow up to be a “little you"— 
because you trained him. Definitely, how 
ever, he will be a liability unless you train 
him right. 

Training takes time—takes a lot of 
trouble, but it’s worth it. Remember the 
$25,000 profit. 
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Natural Gas Faces East. 


Pipelines Sale Leaves Many Problems Still to Be Solved 


by 
A. E. Coburn 





War-Built Pipelines 
Sold to Texas Firm 


WASHINGTON, Feb. 14—The gov- 
ernment today sold the Big Inch and 
Little Inch Pipelines to the Texas East- 
ern Transmission Co., Houston, Texas, 
for $143,127,000. They will be used to 
carry natural gas. 

The sale is subject to approval of the 
Attorney General and to the issuance 
of a certificate of convenience and 
necessity by the Federal Power Com- 
mission. 

If the federal agencies approve, the 
sale will end the controversy over oil 
versus gas that has raged almost since 
the wartime oil carriers were closed 
down soon after V-J Day. 


—United Press 

















Didi oilheating men read the Val- 
entine above with mixed feelings last 
month. Many felt that officials had se- 
lected a poor day to send a death warrant 
wreathed with hearts and explanations 
that the bid was less than $3,000,000 short 
of the cost of the lines, and therefore a 
cause for rejoicing. Others saw it as a 
Valentine from an outsider to their mar- 
ket, and therefore a challenge to fight. 
About six-sevenths of all oilheating in 
this country has been installed in the area 
affected by this pipeline sale. Oil wooed 
and won the gal from coal, and now notice 
has been served that a new boy is moving 
into the neighborhood after a terrific 
build-up and a lot of fanfare. Our Miss 
Market seems interested, though she does 
not know that this new Johnnie limps 
badly in cold weather, and is likely to 
stand her up when she needs him most. 
He has other short-comings that Miss 
Market does not understand, but if we 
wait for her to find out about them, we 
may be too late. The Valentine was a 
timely warning. If we want to keep our 
sweetie, now is the time to get serious. 
Informed sources, such as the Department 
of the Interior, estimate that it will take 
about three years for the new boy to move, 


and get settled before he is in position to 
pitch any heavy woo. 

As was clearly stated in the Valentine, 
now that the War Assets Administration 
has approved the sale, it is necessary to get 
the approval of the Federal Power Com- 
mission. Though there is some talk of an 
immediate OK, it is believed that this may 
take about nine months. It must be certi- 
fied that there is some need and a clear 
market for the gas after it is sent east. 
Then the Department of Justice will have 
to give its blessing to the deal. It is law 
that all war assets sales of more than $1,- 
000,000 must have the approval of the 
Attorney General, and the owners will 
want to be assured that they will not come 
in conflict with the Justice Department as 
a monopoly. Nobody would pay more 
than $143,000,000 for the lines if they 
were buying endless court battles. So it is 
estimated that Texas Eastern will not be 
legally in the clear for about a year. 

In the meantime the Tennessee Gas & 
Transmission Company is putting gas 
through the lines to Middle Western 
points under its own pressure. This in- 
terim lease runs to the end of April, and 
Texas Eastern cannot move in until this 
lease is terminated. After that there is a 
renovation job to be done that is estimated 
to cost $40,000,000. 

Under the terms of the sale it is re- 
quired that the lines be kept in condition 
to be reconverted to carry oil at any time. 
This means that present oil pumping sta- 
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tions and equipment must be maintained 
for instant reconversion. Gas pumping 
equipment must be bought and installed 
on the lines without disturbing the present 
oil pumping facilities. Apart from the cost 
and physical aspects of this job, it also 
presents some interesting economic prob- 
lems. 

Because the lines might be required to 
convert to oil in any national emergency, 
it will hardly be feasible to create a large 
demand for straight natural gas at the 
northeastern end of the lines. Homes and 
industry so dependent might be left with- 
out fuel in any such emergency, so the 
most logical use for the gas will be for en- 
riching manufactured gas. Equipment de- 
signed to burn artificial gas could be sup- 
plied, at least in part, in case the supply 
of enriching gas were cut off. If the nat- 
ural gas were used for enrichment, pres- 
ent equipment would not have to be re- 
placed, and would be available for burn- 
ing a lower Btu gas with simple adjust- 
ment. 

It is not at all likely that any large part 
of the capacity of the lines will be deliv- 
ered to the East Coast in the near future. 
It is estimated that the peak capacity of 
the two lines will be about 425,000,000 
cubic feet a day when all compressor 
equipment has been bought and installed. 
At present Tennessee Gas is operating the 
lines for gas, carrying something less than 
150,000,000 cubic feet a day from Louisi- 
ana to South Central Ohio, from which 











point it is distributed through existing 
pipelines to Middle West utilities. This 
supply to the Middle West has been help- 
ful, though inadequate, as shown by the 
number of closed industrial plants and 
cold gasheated homes this winter. The gas 
now is flowing under its own natural pres- 
sure, entering the lines at 650 lbs. per 
cubic inch, and coming out at 50 Ibs. With 
booster stations along the lines, this flow 
can be increased considerably, and the 
need apparently is great, but all that is 
taken off the lines to supplement the pres- 
ent Middlewestern supply will not be 
available for delivery to the eastern area. 
Ratios have not yet been worked out, but 
it believed that the demand west of the 
Allegheny Mountains, if supplied com- 
pletely, would take more than the capac- 
ity of the present lines. 

Any hope of an abundant supply of 
natural gas in the territory from Boston 
to Baltimore is extremely thin, so long as 
there is so large an unsatisfied demand 
nearer to the southern end of the lines. 
Even Kansas City, relatively close to-the 
huge Hugoton gas field of Kansas, has ex- 
perienced difficulty in keeping gasheated 
homes warm in cold weather. Gasheated 
homes 1800 miles from the fields stand a 
proportionally small chance of complete 
heating comfort, and particularly when 
their supply pipe runs through gas-hungry 
territory. 

As pointed out in these pages before, 
the two big pipes themselves are only a 
relatively small part of the present deal. 
This sale constitutes one of the largest 


real estate transactions since the railroads 
were given rights-of-way across the con- 
tinent: a 75-foot right-of-way 1,800 miles 
long from Texas to the North Atlantic 
Seaboard. This tract was assembled under 
the pressure of a war emergency with the 
understanding that it was to be used to 
carry oil to supply a war economy. There 
still are conditions of sale that must be 
overcome before gas can be pumped 
through the lines. In Louisiana the rights- 
of-way on which the pipes were laid are 
tied to a prohibition against carrying 
Louisiana-produced gas without state ap- 
proval. Coal-producing Pennsylvania pro- 
vided by law that nothing but “petroleum 
or its by-products” could be moved across 
the state in the lines. These restrictions 
probably can be cleared without too much 
difficulty. 

Faced with the possibility of losing the 
use of the present lines in times of na- 
tional emergency, it would be natural that 
the owners make some provision for addi- 
tional capacity on their right-of-way. 
Logically, we may expect that other lines 
may be built parallel to the present pipes, 
if and when materials are readily avail- 
able and costs are reasonable. 

Present gas capacity of the two “Inch” 
lines is estimated at 425,000,000 cubic 
feet a day. An additional 30-inch line, 
which has been mentioned, would double 
the capacity, and nearly double the in- 
vestment. In order to carry such an in- 
vestment, now or in the future, it will be 
necessary to operate the lines day and 
night the year around. Obviously the heat- 
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ing load will not be sufficient to create a 
market for so much gas in the summer 
months, so most of the gas will have to 
be dumped on industry, with stand-by fa- 
cilities for the winter months when the 
heating demand is greatest. This may, or 
may not, be attractive to industry, de- 
pending on the price and the reliability 





BROOKLYN, N. Y., Feb. 26—Brook. 
lyn Union Gas Company today filed 
an application with the Public Serv. 
ice Commission to raise its rates by 
$1,900,000 annually. The proposed 
rate increase is the first sought by the 
company in 25 years and is attrib. 
uted to sharply rising labor and ma- 
terial costs. 

In asking for the rate increase the 
company pointed out that net income 
in 1946 declined by $452,928 despite 
a $1,394,705 gain in total income over 


1945. 





of supply. It is significant that no enthusi- 
asm has been evident on the part of east: 
ern gas distributing companies during the 
discussion of the sale of the pipelines for 
gas, though it is understood that some of 
the larger companies have indicated their 
willingness to buy natural gas for enrich 
ing, if and when available. 

One factor that may make the new gas 
attractive to eastern gas companies is the 
possibility of increasing rates. The compa’ 
nies have been faced with rising costs and 
increased demand in recent years with 
little chance to increase rates. Rate 
changes are subject to approval by state 
Public Service Commissions, and most of 
these commissions are not receptive to 
rate changes simply because the traffic 
will bear them. Gas utilities have econo 
mized in various ways, as evidenced by 
the growing trend away from free service 
on gasheating equipment. Most utilities 
already have gone to paid service or are in 
the process. There also is a notable lack 
of money-losing guarantees of fuel cost 
on gas conversions. 

A change in gas specifications would 
open up the rate subject and make in 
creases easier than at present. This is not 
pure conjecture, for an example of what 
may be expected is available in Washing’ 
ton, D. C. Natural gas from the Tennes 
see lines recently has been made available 
to the people of Washington. Users 1n the 
city formerly paid 10.4 cents per therm 
(Continued on page 141) 
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by 
Max Seltzer* 


- PAPER DESCRIBES A NEW and revo- 
lutionary technique for the successful 
combustion of heavy oils (No. 5 and No. 
6) particularly applicable to the Hori- 
zontal Rotary Cup Type oilburners. 
These residual oils vary in their viscos- 
ity from that of molasses or tar, almost to 
that of water. In the early days of using 
these crude oils the burners were operated 
manually. In most cases steam heaters 
were used to warm the oil to the point 
where it was easy to pump and atomize it. 
It was necessary for the operator to ad- 
just the burner by hand until the oil was 
heated: once steam was generated the 
heating of oil could be regulated auto- 
matically. This warm-up period necessi- 
tated considerable skill and attention in 
adjusting the flow of oil properly. 


The next development was the electric 
heater installed in the oil feed line to assist 
the oilburner engineer during this start 
from a cold to hot boiler. Despite this im- 
provement the burner remained manual 
in the operation and required considerable 
manipulation to get it going each time it 
was started. 


About fifteen to twenty years ago auto- 
matic heavy oilburners started to appear 
on the market, all of them of the Hori- 
zontal Rotary Cup Type in design. These 
burners had gas-eleéctric ignition systems 
to light the oil on each start-up period 
ind were equipped with automatic con- 
trols to operate in a manner similar in 
principle but somewhat more complicated 
in design to the popular automatic light 
oilburner. The preparation of the oil so 
that it would pump and atomize easily 
Was accomplished through a combination 





f an electric heater in the oil feed to the 
urner and a second fueloil heater warmed 
y the steam or water of the boiler. 


This latter heat exchanger was some- 
imes placed in the oil suction line, other 
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President, Seltzer & Co., substantial Boston 
ealers in heavy oil equipment. 
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New Technique For Heavy Oil 


Varying Characteristics of Postwar Residuals Call for Changes 


times between the oil pump and the burn- 
er, and again in the return line from the 
burner to the oil tank. The electric heat- 
ers prevented the burner from operating 
until a minimum temperature was reached 
within it and then automatically heated 
the oil within fixed lower and higher tem- 


perature settings prior to delivering the © 


oil to the burner cup. 

In present-day practice the electric oil 
heaters are set at the lowest temperature 
settings possible to reduce to a minimum 
the electric current costs, as well as to 
eliminate the possibility of coking the oil 
due to local overheating by the high tem- 
perature of the electric heating elements. 
The heating load of the oil is usually 
taken over by the submerged type fueloil 
heater (heated by boiler water and in- 
stalled below the water line of the low 
pressure heating boiler). When the boiler 
is cold the electric heater does all the work. 
If the oil is at all viscous it is necessary to 
adjust manually the flow of the oil to the 
cup until the boiler becomes heated. Ade- 
quate heating by the fueloil heater makes 
the oil liquid;—a state of equilibrium is 
reached yielding a steady clean and efh- 
cient fire without further adjustments as 
long as the oilburner continues to operate. 
Often after a burner has shut down on 
pressure—and there is no flow of oil 
through the fueloil heat exchanger—the 
temperature of oil contained in it would 
rise as high as 200°F. If the burner starts 
again under this condition the oil in the 
heater becomes so thin that too much of 
it is discharged through the burner valve 
settings until fresh oil from the tank has 
replaced that in the heater. During this 
interval, this abnormally large flow of oil 
causes a very smoky fire until normal op- 
eration is again realized. On the other 
hand if the burner is shut down after cut- 
ting off on pressure for a longer period 
(such as overnight) the boiler would cool 
down to as low as 80°F, during which 
period the oil in the oil heater and lines 
becomes more and more viscous. Under 
these conditions it is difficult for the oil to 
move through the valve settings of the 
burner, resulting in smaller and smaller 


fires. In many cases the fire becomes so 
small that the operation of burner ceases 
because the combustion controls go into 
the safety position. 

Attempts to eliminate the fluctuating 
fires resulting from rapid change in the 
consistency of oil with temperature have 
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been made through the introduction of re- 
lief valves, viscosity valves and viscosity 
compensators. These devices give some re- 
lief within small limits but none have been 
developed which function over the entire 
viscosity range from that of water to mo- 
lasses. In the New England area—and 
this writer particularly has reference to 
conditions in the Metropolitan Boston 
District—the situation during and since 
World War II, as compared to pre-war 
has emphasized the need for a new tech- 
nique in burning heavy fueloil auto- 
matically. Pre-war No. 6 oils averaged 
for the era 1930-1940, 35 seconds Say- 
bold 122°F, with a fluctuation of 5 sec- ° 
onds—a product so uniform and so free 
flowing, that the minimum of heating and 
viscosity correction was required to burn 
it automatically. Since 1941 the oils sup- 
plied have varied from 25 to 200 seconds 
Saybold at 122°F, and therefore present 
new problems to be solved for the full 
automatic operation of heavy oilburners. 

The accompanying chart shows a typi- 
cal viscosity temperature curve for Bunk- 
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er C Oil. It will be observed first that the 
viscosity is much greater at low compared 
to high temperatures. These additional 
facts must be taken into consideration: 
(a) that oil pumps on the suction lines 
may vapor lock at temperatures above 
120°F due to gas coming out of the oil 
under vacuum and therefore fail to pump 
properly, and (b) temperature in excess 
of 160°F to 180°F (depending on the 
oil) may cause partial distillation of the 
volatile fraction, thus delivering a mix- 
ture of gas and liquid to the nozzle which 
results in faulty atomization and poor 
combustion. 

Heating the oil to high temperatures 
will yield a product with negligible change 
in viscosity. It is necessary, however, to 
make a compromise with this optimum 
fluidity as follows for the best practical 
operating conditions: The oil should be 
delivered to the oil pump between 90° to 
110°F, (so that it pumps easily and does 
not vapor lock), then heated to highest 
temperature without forming oil vapor 
(usually between 140° to 160°F), then 
finally maintained as close to this tem- 
perature setting as possible (within 5°F 
plus and minus). This procedure will keep 
the fluctuation in its viscosity to a mini- 
mum, resulting in a steady unvarying fire. 
The high temperature of oil will make it 
atomize easily because of the low viscos- 
ity. In addition at higher temperatures 
the oil vaporizes and burns more efficient 
ly within the combustion chamber. 

It will also be observed that in a total 
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10°F change in temperature of oil at 
150°F, the viscosity change is small com- 
pared with that at 120°F, (many burn- 
ers have been installed with heaters so 
inadequate that they will not heat the oil 
to even 120°F at the atomizer cup). 


The Method—No. 6 Oil 


The accompanying sketch shows by 
diagram the arrangement of the equip- 
ment required to follow the theory out- 
lined above. 

Oil is drawn from the oil tank to the 
pump of the burner and then delivered 
to a conventional below-the-water-line 
heater on a low pressure heating: boiler. 
It is then discharged from this heater to 
a flow-regulating valve and divided into 
two streams, one to the burner cup and 
the second through the return-line to the 
oil tank. This return-line is extended so 
that it ends within three or four inches 
of the suction stub. 

The boiler water is returned from the 
oil heater to the boiler through a circulator 
and a flow valve. An aquastat in the hot- 
oil discharge from the heater controls the 
circulator, and so supplies boiler water to 
the oil heater when the oil temperature 
drops, and automatically shuts off the flow 
of boiler water when the oil temperature 
rises. By this means it is possible to main- 
tain the oil temperature between close 
limits and in turn keep the viscosity fluc- 
tuation extremely small. There is little 
work for a viscosity compensator to do 
and therefore it is not needed. 
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A further consideration of what hap- 
pens to the heavy oil indicates one more 


requirement for burning it fully auto. ] 


matically. Long shut down periods (a) 
result in the boiler cooling so that its tem- 
perature is too low to maintain the oil 
heater at its aquastat setting and (b) cools 
the oil in the lines to the point where it 
cannot be pumped easily. It, therefore, is 
essential for successful fully automatic op- 
eration, to maintain the boiler up to 
180°F through the use of a summer aqua- 
stat which usually satisfies both require. 
ments enumerated above. In some excep. 
tional cases where the boiler is so well in- 
sulated that aquastat operation is abnor: 
mally infrequent it may be necessary to 
use a time-cycling device to give a mini 
mum operation of the burner once an 
hour. It is good practice to cover oil lines 
with insulation for best results. 

Most Horizontal Rotary Cup Type oil 
burners pump twice the amount of fuelail 
delivered to the spinner cup. Naturally 
the oil returned from the oil heater at 
about 140°F will mix with the fresh cold 
oil in the tank, resulting in a warmed oil 
delivery to the pump of 90° to 110°F. It 
is necessary to prevent building up pres 
sure in the return line to vent or nick it 
just inside the oil tank. Best results are 
obtained by operating the burner at as low 
pressure as possible, since the valve ports 
will be open to the maximum and there 
fore less apt to clog with dirt, or similar 
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it may be necessary in exceptional cas exchar 
to adjust the oil aquastat. In many cases f line. T 
however, the burner will operate with 0 ff can be 
adjustment of the oil aquastat through tl f to the 
entire year despite considerable fluctu: § mix w 
tion in the quality of the oil from delivery and yi 
to delivery. It will be noted that this met J pump 


od of heating the oil minimizes the use of 
the electric heater. During the war yeats 
when electric heaters burned out and te 
placements were not available, a number 
of installations operated without the us 
of electric heaters with complete success 
The below-the-water-line oil heater should} 
be installed as close to the burner as possi’ 


ble. 
The Method—No. 5 Oil 


Most No. 5 oils in the New England 
area are blended from No. 6 and No.? 
oils. The pre-war product was sO free 
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flowing as to burn without the applica- 
tion of heat—since the No. 5 oil was uni- 
form and low in viscosity. During the war 
and post-war the No. 5 oil showed the 
effect of the varying and poor quality of 
the No. 6 ingredient with the result their 
deliveries became fluctuating in viscosity 
—some of them being too heavy to burn 
cold. 

The system described for handling No. 
6 oil is the best way to take care of the 
No. 5 oil with the aquastat set lower (say 
100° to 120°F) depending on the quality 
or characteristic of the oil itself. An alter- 
nate method which has been used success- 
fully is as follows: 


The accompanying diagram shows an 
exchange heater installed on the return 
line. The valves on the boiler water side 
can be adjusted so that the oil is delivered 
to the tank at about 140°F. It will then 
mix with the cold oil contained therein 
and yield a supply to suction line and 
pump at 90° to 110°F (below the vola- 
tilization point). In most cases, once the 
valves between the boiler and oil heater 
have been set, the oil temperature remains 
teasonably uniform, resulting in a lower 
Viscosity and easy pumping of the oil. 
Under these conditions the atomization is 
good, assisting in high combustion efhi- 
ciency. It is, of course, recommended that 
the boiler be operated so that it is kept 
Up to 180°F at all times, as noted pre- 
viously with the No. 6 oil. 

The fact that the oil industry is now 
considering two No. 5 oils—one to be 
burned cold and one hot, is emphatic and 





dramatic evidence to the need of some 
preheating of today’s No. 5 oil. 


Summary 


The author wishes to emphasize that a 
new approach is required to the success- 
ful automatic combustion of heavy oil. 
We must advance beyond the stage of 
heating the oil to the minimum tempera- 
ture for pumping it and then rely on me- 
chanical devices to compensate for large 
changes in the viscosity. 


What is needed is a realization that the 
oil must be properly prepared for its 
atomization, that heating the oil to the 
highest practical operating temperatures 
is the ideal method in accomplishing this 
requirement, that new standards, particu- 
larly for post-war conditions, necessitate 
that the oils be heated within close limits 
in the low viscosity range, and that the 
automatic control system be coordinated 
through periodic operation to keep avail- 
able oil properly prepared for fully auto- 
matic combustion at high efficiency. 


Southern California Strong 
on Commercial Oilheating 


SO AND APARTMENT oilheat- 
ing continue to grow in Southern Cali- 
fornia as gas becomes more and more re- 
stricted. In early years of the development 
of that palm and sunbeam region, gas had 
monopolized virtually every heating ap- 
plication, principally because it was dirt 
cheap, but today it is rapidly giving 
ground, and willingly, on everything ex- 
cept the private residential load. 

Oilburners of the horizontal rotary type 
are going in by the hundreds, or perhaps 
better to say that they are going in as fast 
as factories deliver them to local distribu- 
tors and dealers. In nearly every instance 
the burner is a combination fuel device, 
built to burn either oil or gas. 

Before the war these combination burn- 
ers were installed primarily to burn gas, 
but the gas utility insisted on the right to 
cut them off for a brief period at mid- 
winter if an unusual cold spell came. The 
new jobs put in'since the war burn oil the 
year round, because the gas company 
won't take them on. But still the buyers 
want combination burners, feeling that 
the picture may again shift. A burner 
strictly for oil that would cost installed 
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around $2,200 can be built to handle 
either oil or gas at about $2,500 installed. 

Some of the large Los Angeles buildings 
made long time contracts with the gas 
company many years ago, when the fuel 
was going begging for buyers, with the re- 
sult that some spots like, for example, the 
Biltmore Hotel are said to pay only 12¢a 
thousand for 1,100 Btu gas. 

The gas company does still want the 
private residence heating business, how- 
ever, because the individual load is small 
and there is a strong public relations fac- 
tor in home heating, political public ser- 
vice commissions being what they are. 


Low Cost Domestic Gas 


Home heating gas costs about five cents 
a therm; Btu’s of load are relatively few 
and bills of little import. Many of the 
good homes in Southern California have 
forced air gas jobs that operate without 
thermostats. During winter months there 
are a half dozen mornings a month when 
heat is needed. 

The man rolls out of bed, pushes a 
switch to turn on the gas furnace burner, 
and by the time he’s ready to shave the 
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warm air has filled the bathroom. In a 
six or seven room house, gas for cooking, 
water heating and house heating will not 
cost more than six dollars in a winter 
month. That’s why the region has never 
been considered a domestic oilburner mar- 
ket. 

Yet there is a fair number of domestic 
burners installed each year. Most of these 
go into the smaller, more remote towns 
away from the gas mains. A town of 3,000 
in the desert section of the state will get 
perhaps a half dozen domestic oilburners 
a year. 

Rarely are these conversion burners; 
they are more often complete units, since 
there has never been any coal for heating 
in Southern California. Even where peo- 
ple decide to change from gas to oilheat- 
ing, which does sometimes happen, a com- 
plete new heating plant is needed because 
the gas units are much too light in weight 
to handle oilfiring. They are, in fact, so 
light weight that a complete gas heating 
unit for a five-room house sells installed 
at around $225. 


Possible Future Market 


Some of the larger and more fore- 
sighted heating equipment distributors in 
the area believe that they can see ahead a 
growing market for small capacity oilheat- 
ing units. They believe this even though 
they know that a new 30” gas pipeline is 
being built into Southern California all 
the way from the Texas panhandle. 

They have noticed that the Pacific 
Coast states are not producing all of the 
oil that their growth requires, and they 
have been told on good authority that a 
lot of California gas has got to stop leav- 
ing the oil fields . . . that it is needed there 
for repressuring the older oil wells as a 
secondary recovery method to raise their 
output. Thus, they believe that the big 
new pipe from Texas will add little extra 
gas to the present amount available for 
homes. 

This brings them to the viewpoint that 
the time is relatively near when a lot of 
persons wanting automatic heat will be 
unable to get gas and will buy oilheating 
units. These companies are interested, nat- 
urally, in seeing further development of 
low capacity oilheating equipment that 
will handle the heavier distillate fuels, for 
the diesel demand on the Coast is progres- 
sively robbing the heating oil market of 
the lighter products. 
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Plans Are Completed for 
Record OHI Conventionin March 


Deca: PLANS have been com- 
pleted for what promises to be one of the 
most important meetings of the oilheating 
industry ever held, according to A. E. 
Hess, managing director of Oil Heat In- 
stitute, New York, sponsor of the conven- 
tion at Atlantic City, N. J., March 24, 
25, and 26. The Traymore Hotel, conven- 
tion headquarters, has reservations for 300 
double rooms, and total attendance is ex- 
pected to exceed 800 industry representa- 
tives from all the oilburning states. Reser- 
vations are continuing to be received at 
the hotel, and early estimates may be too 
conservative, officials indicate. 

Divisional and other business meetings 
of the Institute will be held Monday, 
March 24, with election of Division ofh- 
cers for the ensuing year. The officers and 
directors of the Institute will be elected 
on March 25. 

The Institute has mailed nationally a 
second ten thousand Convention bulletin 
issue with complete information on all 
meetings. Speakers announced for the In- 
dustry Engineering Session, on Tuesday, 
March 25, are Professor W. J. King of 
Cornell University; John A. Hayes, Asst. 
General Manager, Combustion Equip- 
ment Division of Todd Shipyards Corpo- 
ration; H. M. Hancock, Supt. Inspection 
Department, Atlantic Refining Company 
and G. T. Kaufman, Technical Secretary 
of the Institute. F. H. Faust, Chairman 
of the O.H.I. Engineering Committee and 
a member of the engineering staff of Gen- 
eral Electric Company, Bloomfield, N. J. 
will be the chairman of the meeting. 


Merchandising Session 


At the Industry Merchandising Ses- 
sion, Wednesday, March 26, the Institute 
will present as speakers, A. T. Atwill, 
president, Quaker Manufacturing Co., 
Chicago; F. W. Hainer, Vice President, 
Cleaver - Brooks, Milwaukee; Robert 
Gray, vice-president, FuELoi & OI 
HEAT magazine, New York and W. A. 
Matheson, vice-president, Eureka Wil- 
liams Corporation, Williams Oil-O-Matic 
Division, Bloomington, Ill. Mr. Matheson 
has been president of the Institute for two 
terms. C. R. Jonswold, vice-president, Ar- 


row Petroleum Co., Chicago and chair- 
man of the Distribution Division of the 
Institute will be meeting chairman. 

An Industry Luncheon has been ar 
ranged, also for Wednesday, under the 
Chairmanship of W. A. Kemp, Sales 
Manager of the Pump Division, Sund- 
strand Machine Tool Co., Rockford, Ill, 
and chairman of the Accessory Division 
of the Institute. He will introduce J. W. 
Connolly, vice-president, Standard Oil 
Company (New Jersey), who will discuss 
the subject of burning oils. 


Annual Banquet Wednesday 


On Wednesday afternoon there will ke 
an Industry Forum under the Chairman 
ship of President Matheson. The chair 
men and the speakers, together with some 
guests, will sit as a panel to answer ques 
tions developed as a result of all previous 
sessions. The convention will conclude 
with an Industry Banquet Wednesday 
evening with R. M. Sherman, president, 
The Silent Glow Oil Burner Co., Hart 
ford, as toastmaster. The new officers of 
the institute, for the ensuing fiscal year, 
will be presented. Two after dinner speak 
ers will be introduced. The toastmaster 
will first present William Hazlett Upson 
who wrote the Alexander Botts Earth 
worm Tractor series for Saturday Eve 
ning Post. Mr. Upson has gained a repv 
tation as a humorist with a sales slant in 
his talks to business groups. He will be 
followed by the featured speaker, Senator 
Raymond E. Baldwin of Connecticut, 4 
board member of several well known com 
panies in his home state and highly te 
garded after two successful terms as Gov 
ernor. He was elected to the Senate last 
November and is expected to bring to the 
convention the story of the senatorial view 
of the present day needs of business men. 

Special attention is being given to at’ 
rangements for entertaining the ladies at 
the convention. There will be a reception 
and tea on Monday afternoon which will 
be in charge of a reception committee con’ 
sisting of Mrs. W. A. Matheson, Chait’ 
man; Mrs. W. A. Kemp and Mrs. Carl 
Jonswold. The better part of Tuesday will 

(Continued on page 143) 
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Ending Radio Interference 









fueloil € oil heat 
Short Short Article 
on Burner Service 


» properly-equipped service expert 
can end a typical radio interference com- 
plaint in 20 minutes. The steps he takes 
are positive; they end the trouble once and 
for all. When he arrives on the job the 
radio tells loudly of the oilburner’s going 
to work, and when he leaves the radio 
program is absolutely free of interfer- 
ence. 

An expert steers clear of trying out 
mild palliatives whose use might result in 
his finally saying to the burner owner, 
“Don’t you think that now there is a little 
less noise on the radio when the burner 
starts than there was when I arrived?” 

The service man who might run into 
radio interference complaints is not prop- 
erly equipped unless he can place his 
hands on a radio interference filter suit- 
able for connection to an ignition trans- 
former. Every well-equipped oilburner 
dealer who receives radio complaints has 
such filters in his stock room. If possible, 
a dealer should keep in stock the make 
and model filter which is supplied or rec- 
ommended by the manufacturer of the 
burner on which the filter will be used. 
For one thing, probably that particular 
filter can be applied to the oilburner easily 
and quickly, whereas it might take con- 
siderable time to adapt a makeshift filter. 
Also, many well-known oilburner manu- 
facturers have tested different filters with 
their burners in order to be able to tell 
their dealers which model they have found 
most inexpensive, fool-proof, and effec- 
tive. It’s wise to discuss radio filters with 
the manufacturers of the oil burners for 
which they are needed. 

Radio interference filters are obtainable 
ilso from supply houses which specialize 
in oilburner parts, radio supply compa- 
nies, and manufacturers of capacitors and 
tondensers. Buy only from a reputable 
company, if you choose to obtain filters 
from one of these ‘sources of supply. 
Specify that you want a filter good for 
110 or 220 volts. Describe the problem in 
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detail and explain how you intend to con- 
nect the filter. If possible, name the makes 
and models of burners to which you prob- 
ably will connect the filters. Aim to ob- 
tain filters which will fit in the junction 
boxes of the transformers or motors on 
these burners, since you must avoid cre- 
ating wiring “violations” when you in- 
stall the filters in the 110-volt circuits of 
the oilburners. 

Diag. 1 shows a typical cylindrical fil- 
ter connected across the 110-volt input 
wires to an ignition transformer in the 
manner employed usually. A highly effec- 
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tive filter might be, for example, 34” to 
144” in diameter and 2” to 3” long. Un- 
less you manage to obtain an exceptional- 
ly effective filter of smaller size, you can 
anticipate that one of about the described 
size may be needed for an installation 
which gives really bad radio interference. 
Recently after several dealers had re- 
ported poor success at ending radio inter- 
ference through installing filters, check- 
ups proved that for extremely stubborn 


interference they were applying filters en- 
tirely too small to produce good results. 
Switching to filters two to four times as 
big ended every case of interference. 

Wires A and B, in Diag. 1, connect in 
parallel with the primary winding of the 
ignition transformer. These wires should 
be short and the filter should be located 
close as feasible to the ignition transform- 
er. Wire C-D places a ground connection 
on the case of the filter and need not be 
insulated. Of course, the oilburner itself 
and the case of the ignition transformer 
must be grounded in a positive manner. 
Connect them to a ground clamp properly 
installed on a nearby cold water pipe, if 
you have any doubts about proper ground- 
ing being needed for the burner and trans- 
former. A ground pipe driven into the 
basement floor close to the burner pro- 
vides more effective grounding, since it 
eliminates the aerial effect of. a long 
ground wire, but in actual practice is 
found to be needed very seldom when 
large enough filters are used. 

Two condensers, wired as Diag. 2 indi- 
cates, form the basis of many filters. The 
letters of Diags. 1 and 2 correspond. If 
he usually installs a filter of common- 
sense, happy medium ability and cost, for 
the one job in twenty which gives stub- 
born interference a service man may con- 
nect two filters in parallel as Diag. 3 
shows. Often the ground wire to the igni- 
tion transformer needs no filter; tests 
made quickly on the job show that only 
the live wire is responsible for interfer- 
ence. In such a case, to use a filter at 
maximum advantage connect it as Diag. 4 
shows. Wires A and B of the filter (and 
this refers to Diag. 1 as well) are both 
connected to the live wire of the 110-volt 
circuit which gives current to the trans- 
former. 
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Improving Winter Air Conditioning 


Four Steps for Comfort and Economy with Forced-Circulation 


_ by 
J. W. Schulz 


i isicvet: he installs furnaces and duct 
sytems or not, an oilheating equipment 
dealer needs knowledge of modern warm- 
air heating. Without this knowledge, he 
can’t make his burners perform well in 
furnace-heated homes. If the oilburner 
installer does not provide the furnace and 
ducts for a particular house, he still has 
to answer service calls related to bumpy 
heating, noise, cold drafts, excessive elec- 
tric bills, and high oil consumption. Par- 
ticularly with forced-air heating, an ex- 
asperated home owner is not easily con- 
vinced that the heating plant, not the 
oilburner, is causing these troubles. After 
all, he reasons, didn’t he buy the oilburner 
to obtain economical, quiet, dependable, 
comfortable heating? He may realize that 
complicated heating troubles never will 
be ended unless the burner expert attacks 
them; a well-qualified oilburner dealer has 
the technical knowledge and the special 
instruments needed to diagnose the ail- 
ments and measure the results of at- 
tempted remedies. 


When he sold the conversion oilburner, 
the burner installer did not dream that he 
would become intimately acquainted with 
the problems of heating the 18’ by 38’ 
living room shown in Diag. 1. He was 
simply to fire the new warm-air furnace 
which the owner was buying from the 
sheetmetal man who had the job of reno- 
vating the entire distribution system so 
that it would give modern winter air- 
conditioning. The oilburner man thought 
at the start that he was playing safe 
enough, for he even steered clear of heat- 
ing complications related to the electric 
control that started and stopped the cir- 
culating blower. He told the sheetmetal 
contractor to install this control and keep 
it clear of the burner circuit. 

The day the burner was started, the 
dealer himself was on the job supervising 
his service man and making certain every- 
thing related to the burner was all right. 
Firing 3.0 gph, the burner soon warmed 
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the furnace so that the circulating blower 
started. Every room received heat with 
the burner and blower running. Then the 
room thermostat stopped the burner and 
in ten minutes the circulating blower 
stopped. Seemingly everything worked 
well. 

The first complaint came within a week. 
Incidentally, following this the owner tele- 
phoned for service 28 times in three 
months. To start out, he merely said some- 
thing was wrong with the oilburner, as 
the living room became cool before the 
burner would start. Answering the call, 
the service man simply adjusted the room 
thermostat for maximum sensitivity. For 
several weeks following this, in answer 
to service calls that came in almost every 
other day, he tried different sensitivity ad- 
justments and calibration adjustments, 
two other thermostat locations, and one 
other thermostat. 


More Service Calls 


Complaints continued that on cold eve- 
nings the living room could not be used 
because the heat was unbearable—there 
was nothing smooth about it. With the 
blower control set to stop the blower when 
the bonnet temperature dropped to 125°, 
as the sheetmetal man had left the control 
adjusted, the owner complained that cold 
air blew from the living room warm-air 
registers before the blower stopped. Called 
in by the oilburner service man to hear 
this complaint, the sheetmetal man smiled 
blandly, quickly set the blower control 
25° higher, and said that any further trou- 
ble would be with the burner or its con- 
trols, not in the blower control or the heat- 
ing system. Within three days the owner 
called back the sheetmetal man—to set 
the bonnet control back in its first posi- 
tion. With the control set high, the blow- 
er operated less than before and the liv- 
ing room received less heat while the 
rooms closer to the furnace, receiving 
warm-air by gravity circulation with the 
blower idle, received more heat. As he 
left the job this time, the sheetmetal man 
explained to the oilburner service man 
that more heat is needed in a furnace if 
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the warm-air registers pour out cold air 
with the blower running. Obliging and 
eager to learn about warm-air heating, the 
service man increased the firing rate from 
3.0 gph to 3.5 gph, regretting he could 
not fire the furnace with the 4.0 or,4.5 gph 
nozzle which the sheetmetal contractor 
said would be better for the job. Follow. 
ing this, the sheetmetal man would not 
come to the house any more in answer 
to telephone calls and letters from the 
owner. His bills had been paid. The own 
er declared him a good-for-nothing, know. 
nothing scoundrel and concentrated on 
telephoning for oilburner service. Inward- 
ly admiring the position of the sheetmetal 
man, the oilburner dealer decided that 
he could not disregard complaints because 
his contract called for servicing the burner 
for one year; in addition he has several 
good fueloil accounts which he could keep 
only by acting agreeable to the owner. He 
hoped the owner would tire soon of call 
ing for a service man and would learn to 
tolerate a poor heating plant if that was 
what he had. But making 29 telephone 
calls for service in three months (not one 
caused by oilburner trouble) seemed to 
stimulate rather than wear down the home 
owner. One day at the end of the three 
months he steamed into the burner deal: 
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er’s office, grabbed the dealer by the am, 
and declared that both of them would 
spend the evening in the troublesome liv 
ing room so the dealer would learn about 
oilheating at its worst. 


Whole Room Uncomfortable 


“If we could not sit near the windows 
or outside walls on cold nights, that would 
be all right,” exploded the home owner 
as he and the burner dealer sat in the 
living room, “but when the oilburner is 
idle we can’t even sit in the middle of the 
room because of the cold drafts! 

“Just try sitting where that rug is i0 
the middle of the room!” he ordered the 
burner dealer, pointing out a rug in the 
position shown by the shading in Diag. 1 

During this experiment, the outdoor 
temperature was about 20°. Listening and 
keeping an eye. on his watch, the dealer 
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learned that the oilburner ran 17 minutes 
then stayed idle 40 minutes; the blower 
started five minutes after the oilburner, 
and ran for 25 minutes at a time. 

To check on the owner’s comment that 
air which was but slightly warm came 
from the registers while the burner was 
running, the dealer stuck his pocket room 
temperature thermometer in the center of 
a warm air register. He obtained a reading 
of 115° and vaguely remembered some- 
thing about 135° or 145° being good in 


period, the room was like an ice-house. 
The dealer gauged that its “rate of chill” 
was three to four times the “rate of chill” 
of the other important rooms on the first 
floor; if the other rooms dropped tempera- 
ture one and one-half degrees because of 
an oilburner “off” period, the living room 
would chill more than five degrees. Cer- 
tain other rooms were very comfortable 
because warm air continued to flow from 
the warm-air registers in them while the 
circulating blower was idle, as the result 
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certain cases. He noticed that a great vol- 
ume of air blew out of each of the five 
warm-air registers in the room (see Diag. 
1), and that this gave drafts in the room 
even with the burner running. Not one 
to complain about slight drafts when he 
had much greater troubles, the home own- 
er had said nothing about this. At the 
moment he was giving a short talk to the 
effect that he understood the room could 
not be perfectly heated because of its big 
windows and three exposed sides, but that 
it should be heated well enough for people 
to sit in the middle of it on a cold night 
without getting pneumonia. 

After the oilburner and blower stopped, 
the dealer learned, cold currents of air 
started flowing from the many big win- 
dows and swept over the floor, sweeping 
out any notion that the room was tolera- 
bly comfortable for an Eskimo. At the 
end of the 40-minute oil burner “off” 





of chimney effect of the ducts and stacks 
supplying these registers. But no warm 
air flowed from the living room supply 
registers with the blower idle. 

The oilburner dealer said little that 
evening except for admitting that he could 
understand what the home owner was 
driving at—the living room was no hot- 
house. He reasoned inwardly that just as 
special steps are needed for best results 
from other types of heating plants, spe- 
cial steps probably are needed to eliminate 
the troubles of a poorly-planned forced- 
air system. He told the home owner he 
would return in two weeks with plans for 
correcting the trouble. But he warned that 
changes to the heating plant would not 
be made at no charge, for such changes 
were not included in servicing the oil- 
burner. 

Few men have learned as much in two 
weeks about forced-air heating as that 


dealer learned. He spent full time study- 
ing and obtaining information. He shud- 
ders now to think of what might have 
been the results of trying some of the in- 
spirations that came into his head the 
first week, but by the end of the second 
week his ideas had been double-checked 
with the best authorities, and his planned 
improvements were on a decidedly solid 
footing. 

‘“Here’s what will happen on a cold 
night after I’ve improved the system,” he 
told the home owner at their next meeting. 
“First, much smaller amounts of air will 
come from the registers, and the tempera- 
ture of this air will be decidedly higher. 
In the first place, in order to have the air- 
streams hotter without overheating the 
room, I'll have to cut down greatly on the 
amount of air given by each register. De- 
livering less air into the room while the 
blower operates will eliminate the exces- 
sive air movement we now get in this 
room with the blower running. 

“Second, and also a reason for cutting 
down greatly on the amount of air given 
the room by each register, I will arrange 
for the blower to run continuously for 
most of the really cold days of the heat- 
ing season, that is, the days when heating 
the living room properly is a problem. 
You can understand how this also calls 
for reducing the amount of air from each 
register, because the continuous delivery 
of large amounts of really warm air, from 
each register, would overheat the room in 
short order. 

“Third, the oilburner will be adjusted 
to give a much smaller fire so that the 
house temperature does not increase about 
two degrees in 20-minutes of burner op- 
eration. Steadier running of the burner 
with a smaller flame will heat the furnace 
more steadily, even with the oilburner 
‘on’ periods the same length as they are 
now. The ‘off’ periods will be shorter, 
therefore there will be less chilling of the 
furnace. The heating of the rooms, like 
the heating of the furnace, will be de- 
cidedly smoother and steadier.” 


Changes to Heating Plant 


To live up to his promises, the dealer 
made four changes to the heating plant: 
1. Using different arrangements for 
the different registers, he reduced the free- 
air opening of every warm-air register in 
the house to one-half or less of what it was 
(Continued on page 134) 
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We Get More Than Our Money’s Worthr 


An Analysis of the Dues Situation in Local O. H. I. Chapters 


by 
Harold M. Mottram* 


D URING THE PERIOD when our Free 
Enterprise has been at the crossroads, our 
trade associations, such as the Oil-Heat 
Institutes, have been the democratic con- 
trol boards that have united for coopera- 
tive effort toward a common goal. 

There are still members in these asso- 
ciations, and others on the outside who 
should be members, who negate their ob- 
jectives by dilatory tactics of one kind or 
another, and at this time, continuance of 
such practice is a fiddle for another Nero. 

On the other hand, if members cooper- 
ate, if they will work together to establish 
a high degree of ethics and integrity in the 
industry and a high degree of business efh- 
ciency and craftsmanship in their own 
businesses, their association can replace 





*Executive Secretary, Wisconsin Oil-Heat 
Association, Inc. Chairman, Advertising Com- 
mittee, Distribution Division, O. H. I. 


government controls at no cost to the tax- 
payers, without socialistic legislation. 

“In unity there is power-plus,” is of 
paramount importance today and must be 
the foundation upon which all sound as- 
sociations are based. 

Our associations—the Oil-Heat insti- 
tutes or chapters—must continue to be so 
well solidified that if our Free Enterprise 
ever gets the business jitters, we can bring 
stability quickly about, maintain a high 
level of employment, and keep OPA from 
crashing the gate again. 

But how can this be accomplished? 

My answer is, you must have a strong 
association and that association must have 
a purpose for its existence. My answer 
may sound like the frequent schoolboy 
query, “Which comes first, the chicken 
or the egg?” 

True, you cannot have an association 
unless you have a purpose for organizing 
one. Naturally, in our industry, the pur- 
pose is to promote and increase the use of 
Oil Heat; to bring about a more prosper- 
ous industry; to develop, strengthen, and 


improve the businesses of the individual 
members; to promote a high degree of efhi- 
ciency, integrity and a high standard of 
quality in the industry; and to get public 
acceptance for our products and services 
and to keep them enthusiastically inter 
ested in it. 

If this premise has been established, the 
membership in your association comes 
next. You must have members to put the 
purposes into operation, because member: 
mean dues and dues are necessary to carry 
out a program. 


If the program is principally to promot: f 


and increase the use of Oil Heat, then the 
dues income must be sufficient to carry 
out that program, however limited or ex 
tensive the program may be. 

How to raise that income presents ar 
other problem. One thing is certain, the 
dues must not be so high that they will k 
inconsistent with good economics in rela 
tion to the ability of individual member 
to pay. On the other hand, the program 
must be sufficiently worthwhile so that 

(Continued on page 137) 




































































































































































SURVEY OF O. H. |. CHAPTER DUES 

CHAPTER STATE- | MEMBER: | DUES ANNUAL ANNUAL EXPENDITURE MEETINGS FULL TIME} MAINTAIN 
WIDE | SHIP | MAX. | MIN. INCOME ADV. | ADM. | OTHER HELD SECRETARY OFFICE 
i | No | 43 | $300 |$ 45 | $ 7,670 No | $ 6,000 | $1,500 Monthly Yes Yeon 
ae eS “Se oe | 600 180 | 14,000 | Limited | 14,000 | — Monthly | Yes Yes 
3 |e | | 0 | 2s. | 31600 | No | 2600 | — | Quareedy | Part | Bhat] 
pee es | 68 | 360 | 60 9,000 | Limited | 9,000 | — When Needed | Yes | Yes _ 

5 No -- 25 | 25 1,350 —- | — | = Monthly Part No 
6 ie ti | ae | 80 700 No 700 | — ju: | te |. Rom 
pre cr as genet 60 | 18 1,600 Yes Yes Soe Quarterly Yes Ts 
ier ss ‘Yes. a a 15 250 ~- Yes | _ Seldom No No a 
oF a Se ee 270 am eae a Monthly No eo 
Sag. 1 Kes | eo] eae 650 -_ (¢ «| — Monthly No No ‘al 
ee 4 -aie 1. $2 («d|:«C as |S 800 | Limited | Limited ee Monthly No No | 
| Me s | sel 2. 390 aes Limited i Monthly No No | 
aes aes Yes oe ox Ts 10 150 -- ~- ~- Annually No "No a 
ive Mo ~- 140 20 1,000 Yes Yes — Monthly Part No ED 
15 Yes + 300 60 30 12,000 — — — Quarterly Yes Bes : 
1 Me | ae 50 | 10 300 aie a a a No No | 
at. |' No 11 —| — | 7900 | %-a00-| & 30d 400 | Biweekly | No | No __ 
Monthly Sh 
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Forum Question and Answers 






Audience Questions Asked of the Oilheating Panel at API 


hs THE DECEMBER issue were five papers 
presented at the anual meeting of the 
American Petroleum Institute at Chi- 
cago by a special forum group of oilheat- 
ing men. As often happens in such meet- 
ings, the question and answer period 
served to clarify or bring more detail to 
some of the papers. Some of the more in- 
teresting queries and the replies they 
brought follow. The five panel members 


; | were L. B. Fox, Socony-Vacuum, New 
rote f 


York, John R. Sherwood, Sherwood Bros., 
Baltimore, J. L. Minner, Shell Oil, New 


~’ B York, W. A. Matheson, Eureka Williams 
™ i Corp., Bloomington, and Robert Gray, 
} Futon & Or Heat, New York. 


, al & 


Answers by Fox 


Q. There are thousands of oil heating 
and fuel oil distributors today. Each suc- 
cessful distributor must have an excellent 
reputation in his community. What can 
a major refiner add by his brand? 

A. The answer to that question seems 
self-evident, if we first consider fuel oil as 
an important factor in automatic heating 
and something worthy of the consumer’s 
consideration. Certainly, fuel oil market- 
ing is important to most automatic oil 
heating merchants. It also represents a 


flarge item of the consumer’s purchases for 


his home. I see no reason why the con- 
sumer should change his normal buying 
habits when he purchases fuel oil. 


Most successful merchants, yes those 
with excellent reputations, have found 
from experience that it pays to handle 
branded goods whether they are grocer- 
es, radios, washing machines, gasoline or 
oil burners. 

Certainly the fuel oil brand ties the dis- 
ributor and his fuel oil supplier close to- 


'Pecther. It is not, however, the means, but 


is rather simply the outward sign of a rela- 
ionship between both that should be of 

utual assistance. It seems to me that the 
ombination of a well-known brand of 
uel oil and the local reputation of the dis- 
tibutor is the basis for sound marketing. 
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In addition, the branding of fuel oils 
provides the refiner with an excellent op- 
portunity to do his share in the promoting 
of automatic oil heating. 

Q. How can a consumer of fuel oil 
know that he is getting the branded prod- 
uct he thinks he is buying? 

A. Just the same as the signs and other 
brand identifications at a service station 
assure the buyer of the gasoline he is pur- 
chasing, so do the painting of the tank 
truck and the printing of invoices iden- 
tify the fuel oil delivered. I have no rea- 
son to question the integrity and reputa- 
tion of the local distributor. 


Answers by Gray 


Q. As the oilheating business grows 
will it follow about the same areas where 
it’s now strong? 

A. No, there will be something of a 
shift. Logically the New England and 
Middle Atlantic States will continue to 
be the most important area of that size 
for fueloil volume, although I don’t think 
theyll continue to have three-fifths of 
the new burner installations. The Pacific 
Northwest will at least double in signifi- 
cance, from 5% to 10% of the whole; 
Southern states, especially the South At- 
lantic group will become important oil- 
heating markets, first because their tradi- 
tional household help is no longer cheap 
and the Southern ladies who can’t now 
afford this help are not going to shovel 
coal, and second, because industry is 
bringing more prosperity to the South 
and more families can afford living com- 
forts, even though they refuse to pay $20 
a week for a furnace tender. 

For a few years the Midwest will grow 
faster in oilheating, since cheap natural 
gas has choked itself off from home heat- 
ing in many cities, and it will take time 
to get enough new pipelines to adjust this 
situation. Even the Mountain States are 
wanting oilburners in larger quantities, 
partly because their folks are tired of coal 
shoveling and also because some of the 
small refineries are building local fueloil 





markets rather than ship East at high 
freight rates. 


Q. What are the most important things 
that should be done to raise the standards 
of oilburner service? 

A. That’s a pretty broad assignment, 
but maybe we can hit a couple of high 
spots. 1) First it’s important to raise the 
level of our policy thinking about service 

. . it should never be an opportunity to 
gouge customers; it should never be 
looked on as a necessary evil, to be 
skimmed over lightly as possible; it should 
be thought of as an opportunity to work 
closely with customers, to build good will 
through superior oilheating. 2) In recent 
months some of us have given a lot of 
thought to some type of universal burner 
service, in which every customer would 
have a uniform charge, either so many 
dollars a year or so much a gallon added 
to fueloil, so that everybody could get 
near perfect oilheating without anyone 
being stuck for a high charge if he was 
unlucky enough to need a new tank. 
Around $15 a year seems to be the figure 
that would give everyone excellent serv- 
ice including all parts . . . if the whole 
thing were put on a sort of insurance basis. 


Q. What did you mean by saying that 
fueloil was subsidized? 

A. Simply that up until the past year 
or two, fueloil never sold for enough at 
the refinery to pay its rightful share of the 
cost of making all products. This was 
partly because we were competing with 
coal, a cheaper fuel, and oil refiners 
thought that people wouldn’t burn oil if 
it cost much more than coal. So they went 
on the theory of half a loaf is better than 
none, and were thankful for what they 
could get. Whatever they got for fueloil 
helped reduce the price of gasoline, their 
primary product. 


Answers by Minner 


Question—To your knowledge what 
progress has been made up to the present 
time by the burner manufacturers in 
changing the design of their equipment 
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to enable them to handle catalytically 
cracked fueloils? 

Answer—lI would rather an oilburner 
manufacturer answer that question. I can 
say, however, that several refiners have 
done considerable research work along 
this line and have come up with results 
which show conclusively that cat cracked 
fuels can be burned as efficiently or even 
more efficiently than was possible on fuels 
of prewar quality. 

Question—In what respects do the fuel- 
oil specifications for vaporizing pot-type 
burners as recently adopted by the Insti- 
tute of Cooking and Heating Appliance 
Manufacturers differ from those proposed 
by the ASTM Committee? 

Answer—The specifications are prac- 
tically identical to those proposed by the 
ASTM group for No. 1 fuel, but include 
a minimum viscosity specification of 2.3 
centistokes at 77° F. Such a requirement 
will definitely restrict the available sup- 
ply. As a matter of fact, it entirely ex- 
cludes kerosene and almost all range fuels 
which heretofore have been considered 
highly satisfactory for pot-type burners. 
This: may not be very popular with the 
pot-type manufacturers, but I feel it is 
essential to say again to them that if they 
continue to design their burners to op- 
erate on straight run fueloils a shortage of 
supply may develop rather suddenly. 

Q. Why is a viscosity max. specification 
necessary on No. 1 fuel? It is not now 
used in commercial standards. 

A. Serves no useful purpose from a 
practical standpoint, since no No. 1 fuels 
have viscosities anywhere near as high as 
max. specified. But in theory it is to avoid 
wide fluctuations in viscosity, and hence 
in burning rate at a particular valve set- 
ting. 


Answers by Sherwood 


Question 1. In your paper you quote a 
figure of only $7.50 per year for service 
on an oilburner. (1) Do you believe that 
service can be rendered for that figure? 
(2) You say nothing of the cost of parts 
—What about them? 

Answer. I fully realize that the figure 
of $7.50 per year to cover the service on 
an oilburner is, under today’s circum- 
stances, low. It is impossible, in my opin- 
ion, to service an oilburner at this figure 
in the cases of existing installations. I am 
very hopeful, however, that when burners 
are developed in the future, and our tech- 
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niques and engineering skill regarding in- 
stallations are improved we will be able 
to so well install oilheat as that the serv- 
ice cost might be done for $7.50, or at 
least not a great deal more. In using this 
figure I am trying to point out my opin- 
ion that we have got to render low cost 
service to the public in order to adequate- 
ly compete with gas. Even if we operate 
our Service Departments at a slight loss, 
subsidizing them from our fueloil margin, 
it might be desirable or even necessary 
that we do so in order to keep ourselves 
on a highly competitive basis. 


Engineer for Cost 


As to the cost of parts, I am assuming 
that while the cost of parts on a gas con- 
version burner is relatively low, we will 
be able in the future to so engineer our 
equipment as that the cost of parts on a 
burner installation will not exceed the 
cost of parts on a gas installation. 

Question 2. For a number of years be- 
fore the war, Baltimore was on a “free 
service” basis—burners were sold with 
five-year service and parts guarantees. Do 
you think this free service will return? 
Would you like to see it return? 

Answer. I do not believe it necessary 
to have a return of free service. Fre serv- 
ice accomplished its purpose when it was 
first inaugurated nearly 15 years ago in 
showing the public that the Oil Burner 
Industry had stability and confidence in 
what it was doing. The Oil Heating In- 
dustry has now grown to a point of relia- 
bility and acceptance. It is only fair that 
the public pay a reasonable cost of servic- 
ing their equipment, but this cost has got 
to be reasonable. I would not like to see 
free service return because it is, of course, 
costly, and it is, in my opinion, unneces- 
sary. 

Question 3. If we are selling a package 
of automatic oil heat, is the brand of oil 
important? 

Answer. It is my personal opinion that 
the package, which consists of three ele- 
ments—the burner, the oil, and service— 
should be under one name, provided that 
name can be given stature and public rec- 
ognition and acceptance. However, if no 
such name _is feasible or possible, that 
package should be composed of as good 
names as can be gotten together as ele- 
ments of the package. I personally believe 
in brand names, whether it be burner, 
service, or oil. Under these circumstances 
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I feel that the brand name of the oil jg 
important. By having proper quality 
merchandise and equipment and service, 
and then using a brand name or several 
brand names, the public comes to associate 
brand names with reliability and service, 
This, in my opinion, lends stature and dig. 
nity to our industry. 


Answers by Matheson 


Question No. 1: A number of oilburner 
manufacturers have indicated they have 
developed improved designs. How soon 
will such improved burners be on the mar- 
ket? 

Answer: I cannot answer that for the 
entire industry, but in our case new post: 
war burners will be marketed when the 
present demand for good operating equip. 
ment, regardless of postwar features, will 
permit of the necessary production hol 
day incident to getting under way in mak 
ing them. 

Question No. 2: What is the industry 
doing to meet the need of the small-home 
market? 

Answer: The industry has taken that 
first necessary step toward meeting the 
need of the small home market by rec 
ognizing the fact that the need can be met 
only through the production of equip 
ment, fully automatic in operation, capa 
ble of handling a universally available, 
low-cost fuel, which can be produced and 
sold at a low price. To further this, a 
Joint Oil Heating Committee consisting 








of representatives from six major oil com: 
panies, six manufacturers, and six fuleol 
and oilburner distributors has been 
formed. To this has been added a secre’ 
tary and an analyst. This committee 
actively engaged in seeking out ways and 
means to produce the kind of oilheatin’ 
equipment which the builder of a smal 
home can afford. 

Question No. 3: Why is gas getting 
better than 50% of the new small-home 
market? 

Answer: This question is closely tied 
in with No. 2 above. The low first cost 
of gas heating equipment is principally 
responsible for its popularity. The com 
tractor who is designing the home and itv 
stalling the equipment will pay none o 
the subsequent fuel bills. When cilheat 
ing equipment which can be installed até 
cost comparable with the cost of gas heat 
ing equipment becomes available this situ’ 
ation will change. 
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a Leading Position 
; Eo # 
... through merit! 
Be For many years “Detroit” Safety Float Valves have held 
mei a leading position through their exceptional merit. In 
lig- hundreds of thousands of homes, ‘Detroit’? CRC-239 
Float Valves are providing exact, dependable regulation 
/ \ of oil flow to space heaters, water heaters, ranges and 
furnaces. 
| These valves assure dependable heater operation. They 
:a are simple—seldom need servicing—easily cleaned. 
Ka A “Detroit” Float Valve on a heating device is evidence 
= of special care on the part of the manufacturer. 2557 
lar 
the 
ost: 
the 
uip- 
will 
oli 
ak 
stry 
ome 
that 
the 
rec’ 
met 
ip’ 
pa’ 
ble, 
and 
, a 
‘ing 
om 
eoil 
een 
cre’ 
2 {5 
and 
‘ing 
nall 
ring 
ome 
tied 
cost 
ally 
son 






Offices: 5900 TRUMBULL AVENUE 


| in’ DETROIT 8, MICHIGAN 


























Canadian Fueloil Shortage 
Continues; Protests Mount 


MILLIONS OF GALLONS of stove oil are be- 
ing poured into the storage tanks of the 
oil companies in Montreal East, in an ef- 
fort to meet the shortage created by the 
unprecedented demand for this fuel due 
to weather conditions. 

All stove oil is handled by jobbers, and 
in order to accommodate them the refiner- 
ies are being kept open night and day, 
but the shortage remains and will likely 
last until the weather moderates. 

The Imperial Oil Company, in addition 
to bringing in 12,800,000 gallons of the 
oil through the pipeline from Portland, 
Maine, has 468 tank cars operating to five 
supply points in the United States. 

W. T. A. Bell, provincial manager of 
Imperial Oil, said by the end of February 
the company hopes to have brought in by 
car from the United States 5,250,000 gal- 
lons, in addition to what is coming through 
the pipeline. 

“The consumption of stove oil in De- 
cember and January is about 211 per cent 
higher than what it was in the same 
months last year,” Mr. Bell said. 

“In December our sales were 8,996,715 
gallons as compared with 4,332,685 gal- 
lons in December, 1945, while in January 
the company sold 10,252,960 gallons as 
against 4,848,130 gallons in January, 


1946.” 
e i*-s 


A resolution demanding an immediate 
full inquiry into the fueloil shortage in 
the Quebec City area was adopted at a 
meeting on the general council of Catholic 
Syndicates and will be forwarded to the 
oil controller at Ottawa. 

It was charged that “certain companies 
were awaiting rises in fueloil prices al- 
ready announced by the Wartime Prices 
and Trade Board before putting their 
merchandise on the market.” 

By holding back their product and hav- 
ing their reserve tanks, “full to capacity” 
some companies were “attempting to 
eliminate smaller distributors with a view 
to gaining monopoly on the sale of this 
product.” 


a ae 

A conspicuous dearth of stove oil in 
Quebec is resulting from a “phenomenal” 
increase in sale of oil burners, officials of 
leading oil companies said following a 
statement of Mayor Lucien Borne, blam- 
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ing the shortage on a lack of cooperation 
between vendors of burners and various 
oil firms not notified of increased sales. 

Officials of Quebec Petrols, Imperial 
Oil, Limited, and Shell Oil said the short- 
age is caused by: 

1. Lack of oil trucks to transport fuel 
from other cities to Quebec and 
2. Ignorance of increased sales of burn- 
ers. 

Mayor Borne’s report to the city coun- 
cillors revealed that only four or five fuel- 
oil trucks arrive in Quebec each day, when 
there should be at least a dozen to assure 
a sufficient stock. Also detrimental, he 
explained, is an outstanding sale of burn- 
ers which drastically diminished Quebec’s 
stock of domestic oil. 

a 

Fire which followed a collision between 
two Canadian National Railways freight 
trains near Neuville, Quebec late Friday 
night, February 7, consumed approxi- 
mately 20,000 gallons of fueloil, it was 
stated at the Quebec office. 

The collision occurred during a snow- 
storm about 20 miles west of Quebec City, 
when one freight plunged into the rear 
of another stalled in heavy drifts. The 
locomotive and two cars of the moving 
train were heavily damaged, and an oil- 
filled tank car on the stopped train caught 
fire. 

 .. 

A telegram protesting the rise in cost 
of domestic fueloil since the decontrol on 
January 13 was sent, February 3, to the 
Minister of Finance, Hon. D. C. Abbott, 
by City Councillor Michael Buhay. The 
wire read: “The decontrol of domestic 
fueloil has caused great hardships for 
many families of my district. Prices have 
risen to 22 and 25 cents a gallon. Demand 
immediate action to revert to old prices 
with firm control.” Prices before decon- 
trol, Buhay declared, were 12 to 15 cents. 
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Peoria Market Test 


Results Are Aeinieimaedl 


WHAT IS THE DURATION of the flush buy- 
ing period in a postwar market that is 
stocked with ample quantities of a prod- 
uct to care for every prospective buyer? 
That question prompted the Silex Com- 
pany, manufacturer of coffee-makers, to 
try it out in one medium sized city, Peoria, 
Ill. In days when there were almost no 





coffee makers around, Silex flooded Peoria 
with them. For the first six months, sales 


were 1700% over the corresponding pe- 
riod of 1940, with about half of this go- 
ing into dealer stocks to build them up. 
Consumers bought the other half. 

But more than two-thirds of the sales 
rise occurred during the first three 
months, with a noticeable break starting 
in the middle of the third month. At the 
end of six months, sales were running at 
just about double the 1940 rate, and Silex 
believes that they will hold at about that 
level. But to sustain that rate the com- 
pany is convinced that a strong advertis- 
ing campaign is needed, inasmuch as this 
kind of support had been given to sales in 
the test period after the initial decline 
started during the third month. 

“Ojilheating Trends” this month point 
up the fact that our industry has passed 
its first flush peak, about 18 months after 
the war ended. We had no chance to learn 
what would have happened if any one city 
had been supplied with all the burners 
needed. But it is interesting to speculate 
on that idea of volume settling down to 
around double 1940, which in our indus- 
try would mean about 600,000 a year 


sales. 
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National Cham. of Commerce 
Compiles Distribution Changes 


THE CHAMBER OF COMMERCE of the 
United States has compiled an estimate of 
the population changes and income shifts 
in the country at present as compared 
with 1940. The tables below give a digest 
of the Chamber’s estimate: 


Changes Since 1940 


Total persons, up 7%, now 141,000,000 
Total families, up 9%, now 38,000,000 
Family size, down 6%, now 3.3 persons 
Median age, up 3%, now 30 years old 
Over 55 years, up 11%, now 1614% of total 


East, down 5%, now 26% of total 
Central, down 5%, now 29% of total 
South, down 1%, now 31% of total 
West, up 30%, now 14% of total 


Rural areas, down 12%, now 20% of total 
Under 10,000, down, now 29% of total 
10,000-100,000, up, now 20% of total 
Over 100,000, (up 30% in West) 
(up in Central West) 31% of total 
(down in East) 


Income under $1,000, down 55%, now 18% 
of total d 
alge to $2,000, down 38%, now 22% of 

tota . 
$2,000 to $3,000, up 67%, now 25% of total 
Over. $3,000, up 270%, now 35% of total 
Median family income, up 95%, now $2,400 
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Creates Popular Demand 


WEBSTER R ELECTRIC 


Thermodrive, the Newest Member of lhermo rive 
the Webster Electric Company'‘Family, : 
Improves New Equipment—Increases . 

Efficiency of Old Equipment. \ Thermodrive modulates warm air flow by reg- 

ulating the blower fan speed. It coordinates 

heat distributed with heat generated, making 

even room temperatures. Thermodrive gives 

quicker delivery of warm air at the start of the 

heating cycle, and longer period of blower 

operation with lower average speed. Cold air 

blasts and heat over-runs are eliminated. 





Thermodrive can be included as part of orig- 
inal equipment, or installed on warm air heat- 
ing equipment already in use. It has met an 
enthusiastic acceptance because of its simple 
and practical construction. 


If you are not already acquainted with Ther- 
modrive, it will pay you to inquire about it. 
Just drop a line to Webster Electric Company, 
Racine, Wisconsin. 


WEBSTER W ELECTRIC 


RACINE —=—< WISCONSIN 


Established 1909, 
Export Dept.: 13 E. 40th Street, New York (16), N. Y. Cable Address "ARLAB” New York City 
"Where Quality is a Responsibility and Fair Dealing an Obligation”’ 














“Get Into Oilheating,” 
Matheson Tells Kentuckians 


OILHEATING is a business that fits the 
needs of the petroleum marketer, W. A. 
Matheson, vice-president of Eureka-Wil- 
liams Corporation to the annual conven- 
tion of the Kentucky Petroleum Market- 
ers Association at Louisville, February 
25. He cited the 1946 business of the oil- 
heating industry, as presented in the Janu- 
ary issue of FUELOIL & Oi Hear, and the 
forecasts that have been made of future 
business. 

“Oil men think in terms of gallonage,” 
Mr. Matheson pointed out, so let’s do a 
little analyzing of gallonage figures. We 
find some interesting and enlightening 
data in a study of the retail marketing of 
furnace oil conducted by Harvey P. Bish- 
op, associate professor of Business Ad- 
ministration at the Harvard Business 
School. One table, particularly, ties in 
with today’s discussion: 


Year Gasoline Fueloil 
(Gallons) (Gallons) 
1927 8,812,104,000 539,700,000 
1940 16,392,306,000 4,852,386,000 
1950 20,903,400,000 7,256,928,000 


“Let’s look at these figures from a dif- 
ferent angle. In 1927 it was gasoline by 
the almost overwhelming margin of 16 
to 1. By 1940, the upsurge in oilheating 
(the year we passed over 2 millionth mile- 
stone) had whittled the ratio down to 3! 
to 1. And by 1950, it is estimated that the 
ratio will be only about 2.8 to 1 in favor 
of gasoline. 


“Any growing, fast-moving industry is 
always learning something about itself. 
Wartime rationing records disclosed that 
only 15% of all oilheating installations 
are in towns or small cities of less than 
50,000 population. Yet, the 1940 census 
figures show that 67//7% of our popula- 
tion is in these smaller places. Thus the 
32'4% of our population in larger cities 
has 85% of all oilheating, while the 
67!4% in smaller cities has only 15% of 
the nation’s oilheating installations. 
Which makes it a matter of simple de- 
duction to conclude that the smaller towns 
are the new oilheating frontier.” 


Mr. Matheson urged petroleum jobbers 
to sell oilburners to create fueloil gal- 
lonage which would compliment their gas- 
oline gallonage that peaks in the summer 
months. He stressed the need for excel- 
lent oilburner installation and service to 
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make for customer satisfaction and a 
strong oilheating industry. 
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State Commission Opposes 


Export of N. Y. Natural Gas 


PLANS FOR EXPORTING natural gas to Can- 
ada from New York State has been op- 
posed by the New York Public Service 
Commission. The plan of the New York 
State Natural Gas Corporation was to 
sell natural gas to Penn-York Natural Gas 
Corporation for export to Canada. 

Penn-York in January filed with the 
Federal Power Commission for permission 
to construct pipeline facilities to start 
sending 15 million cubic feet of natural 
gas a day into the Dominion. These ex- 
ports are planned to increase to 30 mil- 
lion feet a day by 1964. 

Supporting its protest, the Public Serv- 
ice Commission noted that in recent weeks 
New York gas companies have been de- 
prived of sufficient gas to serve properly 
the customers in the state, and cited one 
case where a company was forced to shut 
off the supply of gas for several days. 
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Scottish Fuel Users 

Speed Oil Conversion 
SCOTTISH FUEL USERS have speeded up 
their planning for conversion to oil as a 
result of the present cuts in England, ac- 
cording to correspondence from Edin 
burgh. Industrial fuel users are not af- 
fected by the present cuts in fuel to Eng- 
lish concerns, but the handwriting is on 
the wall and the Scots are planning to 
burn oil. 

Almost all the present quota of fueloil 
estimated as being available for industrial 
conversion has been allocated for the pres- 
ent period. This acts as a stimulant to 
prospective users to make their plans 
early and get their share of the next allot- 
ment. 

The fact that coal and electricity will 
be cut or controlled for a year ahead, as 
announced the second week in February, 
has given an impetus to oilfiring which not 
even the rising price of coal gave. The 
industrial community now realizes that oil 
is the sole guarantee that they can con- 
tinue to operate when other fuels are cut 
off. Several large Scottish steel works al- 
ready have converted to oil, and others 
are making their plans. 


Scottish movie houses equipped with 
diesel standby equipment have been able 
to operate continuously, and there is in- 
dication that much more use will be made 
of such installations in industry generally. 

Oil stoves, lamps and cookers are now 
in tremendous demand in all principal 
cities and towns in Britain. Encouraged 
by the experience in England where can- 
dle light is used to work in unheated 
rooms, housewives and business men in 
the more favored areas are rushing to 
make sure they are for the similar con- 
ditions now threatening the whole coun- 
try. 

There still is a certain amount of oil- 
burning equipment in stock, but supplies 
of oil are reported to be dwindling rapid- 
ly. The average retail oil dealer is operat- 
ing on a quota system whereby he draws 
monthly rations. Before the end of the 
second week in February most dealers 
had sold their February allocations and 
were out of oil until March. Regardless of 
the amount of oilburning equipment that 
the public buys, there is not enough oil 
for present oil-consuming devices. Even 
candles are disappearing from the market. 
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Pittsburgh Utilities 
Control Gas Heating 


THREE GAS COMPANIES serving the Pitts 
burgs area—Equitable Gas Co., Manw 
facturers Light & Heat Co., and Peoples 
Natural Gas Co.—have been granted per’ 
mission by the State Public Utility Com 
mission to control the use of natural gas 
for home heating. 

The companies will supply gas for heat: 
ing equipment already installed, but the 
installation of new gas heating equipment 
will be subject to approval of the utility 
companies. The action is said to have been 
taken to protect the present gas supply 
for residential, commercial and industrial 
customers on the lines. The new regula’ 
tion became effective March 1. 

Gas service to industry in the area had 
been cut off or drastically reduced for 
eight days when the regulation went into 
effect. There were 50,000 workers idle 
from 350 plants affected by the reduction 
in gas service. 

Difficulties are attributed to lack of 
pipe and other equipment, and to the in- 
crease in the demand for gas for home 
heating. 
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with controls, burner and circulator molinfed*at ths 

Coe ee 
factory. This is made possible only by*PENN'S 
“wing” construction ... and that construction.is ex-~ if 


clusive and patented. 


HIGHER PROFIT AT A LOWER SELLING 
PRICE! 

The result of PENN streamlined installation is this: 
YOU INCREASE YOUR PROFIT WITHOUT RAISING 
YOUR SELLING PRICE AS MUCH AS A NICKEL! 
In fact, the selling price of PENN Packaged Heat is 
LOWER than that charged for comparable units. 

And with streamlined PENN Packaged Heat in- 
stallations— you deliver year-round, instant hot 
water! A tank or tankless heating coil in all PENN 
Packaged Heat units supplies automatic hot water 
without need of a separate water heater. There's a 
feature with plenty of sales appeal for your cus- 
tomers! 





Put more profit in your sales—plug the entire 
PENN line. 


PENN Packaged Heat is available in 
all residential capacities and includes 
split systems and air conditioners. 


Export Office Canadian Distributor Canadian Distributor 
hots Broad Street R. G. Dibble Company Actrite Equipment Company 
New York 4, N. Y. Toronto, Canada 768 St. Paul St., West, Montreal 3, Canada 
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Industry Groups 


Activities of local and national indus- 
try associations are reported monthly in 
this department. Secretaries are invited 
to send reports of their Groups’ activities 
to reach the editor by the 20th. 


United Nations Delegate Appears 
On Fuel Oil Council Broadcast 
PAUL HASLUCK, head of the Australian 
mission to the United Nations, was the 
distinguished guest speaker of the “Com- 
mon Sense Counselor” broadcast, on Feb. 
8, according to N. R. Skaggs, president of 
the Fuel Oil and Heating Council, Inc., 
Brooklyn, N. Y. 

The broadcast was unique as well as 
interesting. Mr. Hasluck, who is, of 
course, an important figure in interna- 
tional events, participated with Ignatius 
D. Taubeneck, the “Common Sense 
Counselor,” in an entirely non-political 
discussion on Youth’s Role in Peace and 
the United Nations. 

This popular program is presented 
every Saturday, at 12:30 p.m., under the 
sponsorship of the Council, which com- 
prises more than twenty prominent heat- 
ing and fueloil dealers in Brooklyn and 
Queens. Officers of the organization are: 
N. R. Skaggs, president; Albert Bauren- 
klau, vice-president, and Fred Wilson, 





Council officials (standing) Fred Wilson, 
(left) secretary; N. R. Skaggs, presi- 
dent; Albert Baerenklau, vice-president. 
(Seated) Ignatius D. Taubeneck, (left) 
the “Common Sense Counselor” and Paul 
Hasluck, head of Australian delegation to 
United Nations. 


secretary and chairman of the Publicity 
Committee., A 

The program i8 -noteworth} for the 
plugging of “Oil Heat Is The Best Heat,” 
the slogan used with great success in a 
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similar campaign conducted by S. Fred- 
eric Auerbach Co., Inc., for the West- 
chester Oil Trade Association. 


Northwest Petroleum Group 
Re-elects Officer Slater 


THE ANNUAL CONVENTION of the North- 
west Petroleum Association, Minneapolis, 
at the end of January, re-elected its ofh- 
cers for the past year. 

D. M. Dickey was re-elected president; 
B. W. Smith, treasurer; H. F. Horning, 
secretary. Elected to the Board of Direc- 
tors were E. H. Kopplin, Kopplin Oil Co., 
Litchfield, Minn.; R. T. Adams, Fisher 
Oil Co., Fisher, Minn.; John Beriou, 
Beriou Oil Co., Rogers, Minn.; R. A. 
Page, Page Oil Co., Cavalier, N. D. Re- 
elected to the Board were Ray Kaliher, 
Leader Oil Co., Bemidji; Fred Bottemil- 
ler, Bottemiller Oil Co., Bertha; Fred 
Roney, Economy Oil Co., Oakes, N. D.; 
K. H. Helgerud, Helgerud Oil Co., Har- 
vey, N. D., and J. P. Wickenheiser, 
Beaver Oil Co., Strasburg, N. D. 


Warm Air Association Starts 
Comfort Conference Sessions 


INDOOR COMFORT CONFERENCES, designed 
to improve the installation, operation and 
maintenance of warm air heating and air 
conditioning equipment in the home, 
started a tour in February to cover prin- 
cipal cities in the eastern and southern 
states. 

Sponsored by the National Warm Air 
Heating and Air Conditioning Associa- 
tion, the conferences will be under the 
supervision of Guy A. Voorhees, Appli- 
cation Engineering Director of the Asso- 
ciation, for thirty years in the industry as 
a sales engineer. 

The conferences which will be largely 
attended by warm air heating contractors 
and dealers along with manufacturers and 
distributors, have already been scheduled 
to appear in Atlanta, February 27-28; 
Philadelphia, March 13-14; Newark, 
March 17-18; Brooklyn, March 20-21; 
Cleveland, April 7-8; Pittsburgh, April 
10-11; and Columbus, April 14-15. 

Utilizing the latest methods of visual 
instruction including sound films, visual 


casts and charts, the Conferences empha- | 
. technical presentation of radiant heating: 


size the importance of consumer satisfac- 
tion through correct layout and design of 
a heating system by the dealer. © 


The first Conference was held in De- 
troit on January 6 and 7 with an attend 
ance of 75. Other Conferences have been 
held in Chicago, Evansville and Indianap- 
olis. A streamlined version of the Con- 
ference was presented to the Association 
members at their 33rd annual convention 
held in Cleveland on January 29 and 30, 

It is planned to hold the Conferences 
in other cities during the next few months, 
according to George Boeddener, Manag: 
ing Director of the Association. Although 
no definite dates have been set because of 
the lack of hotel space in which to hold 
the Conferences, a tentative listing in- 
cludes the following cities: Baltimore, 
Boston, Syracuse, Cincinnati, Toledo, 
Fort Wayne, St. Louis, Kansas City, 
Omaha, Des Moines, Minneapolis and 
Milwaukee. 


I-B-R Launches Comprehensive 
Consumer Advertising Campaign 


AN ADVERTISING CAMPAIGN to place the 
full story of the advantages of hot water 
and steam heating prominently before the 
public is announced by the Institute of 
Boiler and Radiator Manufacturers, and 











with Sicddtiva Sn MM: 








contracts for magazine advertisements 
have been placed. 

The purpose of these advertisements is 
to tell the consumer that a 24-page book 
let “Enjoy Better Living With Radiant 
Sunny Warmth” is available free to the 
public. Handsomely illustrated in four 
colors, the booklet is a complete and non’ 


It makes clear the fact that the advantages 
of radiant heating are available through 
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SERVICE 





Right: Front view with cover on 


Below: Rear view with cover off 






PATENTS PENDING 











Pull two pins and remove the 
service unit, replace it with 
@ new one. The ENTIRE 
QUICK - CHANGE TAKES 
ONLY TWO MINUTES! 




















A FEW CHOICE 


DEALERSHIPS 

STILL OPEN 

THIS MARVELOUS WRITE FOR 
NEW BURNER will DETAILS 








be ready to roll-off 
our production lines 
as soon as materials 
are available. 





MEANTIME we are continuing to manufacture 
our popular pre-war type of burner, the well- 
known Master Kraft—Models T thru M2 
(Model K shown at right.) 


The New Mlarster Kira? Oil Burner 


MANUFACTURED BY. 





Pome EY“ WReIPPLE; INC. 


Bremen GFIEL D1, MASSACHUSETTS 
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the use of radiators, radiant baseboards, 
panels, and convectors. 

Full details of the campaign will be an- 
nounced to the trade in a broadside now 
being sent to distributors of heating equip- 
ment, heating and piping contractors and 
dealers, engineers, architects, and build- 
ers. A copy of the consumer booklet will 
be sent with the broadside. Full details 
will be given in the broadside on how 
members of the trade may purchase a sup- 
ply of the booklets for their own use as a 
selling tool in dealing with the consumer. 


N. E. Approves API Program 


UNANIMOUS APPROVAL of the industry- 
wide public relations program sponsored 


by the American Petroleum Institute was 
voted at a meeting of the Independent 
Oilmen’s Association of New England at 
Boston, January 30. John Birmingham, 
president of the association, was the pre- 
siding officer for the general meeting, 
while Clyde G. Morrill, association execu- 
tive secretary, conducted the portion de- 
voted to public relations. 

The plan to increase public understand- 
ing of the oil industry was explained to 
the meeting by George Freyermuth, a 
member of the Public Relations Operat- 
ing Committee of the API, and by Kee- 
ton Arnett, of the Fred Eldean Organiza- 
tion, public relations counsel retained to 
carry out the program. 





Atwill Reappoints ICHAM 
17-Man Technical Committee 


RECOGNIZING THE FORWARD STEPS that 
were accomplished in 1946 to bring about 
closer cooperation between oil refiners and 
the industry manufacturing vaporizing, 
pot-type oilburners, A. T. Atwill, Quaker 
Manufacturing Company, recently re- 
elected chairman of the Oil Division, In- 
stitute of Cooking and Heating Appli- 
ance Manufacturers, has announced the 


reappointment of the division’s seventeen- F 


man technical committee for 1947. 

In a statement to the industry, Mr. At- 
will praised the work of the committee 
which has resulted in the preparation, and 
later revision, of new standards for fuel: 
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MODEL "M" 







MODEL "F" 


807 ZEREGA AVENUE 
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OFTEN IMITATED 


BUT 


NEVER DUPLICATED 


Silent-Flame Oil Burners are the product of 
over 30 years of oil heating experience. 
Models from | gallon-per-hour to 


20 gallons-per-hour. 
Standard Equipment. 


Precision Built. 
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New “‘Activ-Air’’ Winter Air Conditioner Design Ex- 
.and | = tracts Maximum Useful Heat from Every Drop of Oil 


When your prospects ask questions about 
efficiency and fuel consumption... that’s 
when you’ll appreciate how wise you were 
tto choose Heil for °47! 

You'll find it easier to sell such prospects 
when they see how Heil’s multiple flues pro- 
vide far greater heat radiating surface than 
conventional designs. Heil’s 6480 square in- 
ches of effective heating surface is definite 
assurance to them of more heat in the house 
from every gallon of oil used. 

But greater flue area is only half the story. 
Flues are radically different in cross section. 
Their narrow, deep shape... combined with 
baffles which slow down the flow and reverse 
its direction several times in the length of 


each flue ... causes the hot gases to scrub HEIL pbet0u- bin 


the flue walls, improving efficiency and result- 
ing in greater fuel economy. FURNACE-BURNER UNIT 


*Note: Applies to 85,000 and 110,000 B.T.U. models, other in Winter Air Conditioner available in three models. 
proportion. Capacities—85,000 to 165,000 B.T.U. per hour. 




















































HERE ARE 10 IMPORTANT REASONS WHY HEIL KEEPS YOUR CUSTOMERS SOLD 


Quadruple, streamlined flue passages, effec- Primary control, limit switch and fan con- 
tively baffled, assure maximum heat transfer trol are front mounted for accessibility—all 


efficiency. wiring in color coded harness. 


Large-area, replaceable filters’ provide clean Flame of symmetrical pattern and stable 
air with minimum resistance to flow. front maintains high CQO, efficiency and 


, eliminates pulsation even at low firing rates. 
Oversize, low-speed blower is base mounted P S 


to reduce noise and vibration—provides ample Automatic humidifier instantly accessible 
capacity for large houses with low heat loss. through low level’ door in front panel. 


three-point, floating power motor mount. all sides for inspection or adjustment when 


Gas-tight, shielded-arc and seam welded unit door is removed. 


heat exchang f ll teel . . 
era life. ANEEE OF COPPER MOY SHCEH ASUS Get the Facts on a Profitable Heil Franchise 


Pre-cast combustion chamber of special de- YOUR TERRITORY MAY STILL BE OPEN 
sign brings flame to efficient operating tem- reotientantanteestentenentnatetenintastetiententententenhen 
perature instantly—minimizes sooting. | THE HEIL CO.. Dept. F-3 
Milwaukee 1, Wisconsin 


4} Quieter, smoother operation is assured by 10) Bracket-mounted burner has ample space on 


Please send me your new dealer specifica- 
tion sheets showing full color reproduc- 
tions of Heil 1946 Boiler and Furnace- 
Burner models with complete details about 
a Heil franchise and openings in my 
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oil suitable for the “pot-type” equipment, 
and the progress that has been made in ob- 
taining agreement on the proper fuel for 
the 3,000,000 burners in operation as well 
as new units now being manufactured at 
a higher rate than before the war. 

The technical committee, which is 
headed by Dean Olds, The Coleman Co., 
Wichita, Kans., also includes: 

Neil H. Cargile, Allen Mfg. Co., 
Nashville, Tenn.; Eugene Ferrell, Norge 
Division, Borg-Warner Corp., Detroit; 
S. J. Heiman, International Oil Burner 


Co., St. Louis; J. C. Hemingway, H. C. 





Little Burner Co., San Rafael, Calif.; 
Kenneth Jenfon, Prentiss‘Wabers Prod- 
ucts Co., Wisconsin Rapids, Wis.; R. W. 
Johnson, Automatic Products Co., Mil- 
waukee; D. F. Jones, Duo-Therm Divi- 
sion, Motor Wheel Corp., Lansing, 
Mich.; J. B. Mathis, Quaker Mfg. Co., 
Chicago; Marc Resek, Perfection Stove 
Co., Cleveland, Ohio; Stanley Perry, Oil 
Devices, Chicago; R. N. St. John, The 
Coleman Co., Wichita, Kans.; Frank H. 
Schneider, Florence Stove Co., Gardner, 
Mass.; George M. Schueder, Evans Prod- 
ucts Co., Detroit; T. M. Sourbeck, Amer- 











oratories. 
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STANDARD ON LEADING MAKES 
4 OF OIL BURNERS 


Dongan Transformers have long been used on 
leading makes of oil burners. 
and dependable service, you can’t beat a Don- 
gan! Listed as standard by Underwriters’ Lab- 


Write for Bulletin. 
* 


DONGAN ELECTRIC MFG. CO. 
2981 Franklin 


The Dongan Line 
Since Nineteen-Nine 










For long life 





Detroit 7, Mich. 


WRITE 
FOR 
LITERATURE 
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ican Stove Co., Lorain, O.; Kirby Walker, 
American Gas Machine Co., Albert Lea, 
Minn., and J. H. Witte, Underwriters’ 
Laboratories, Chicago. 


Nearly 200,000: Copies of 
Installation Guides Distributed 


NEARLY 200,000 copies of the first three 
Installation Guides published by the In- 
stitute of Boiler and Radiator Manufac- 
turers have been distributed, according to 
R. E. Ferry, general manager of the In- 
stitute. 

Guide No. 1 presents a simple, efficient 
and economical basis for the installation 
of a one-pipe forced circulation hot water 
heating system. Guide No. 2 covers the 
installation of a one-pipe steam heating 
system, and Guide No. 3 offers suggestions 
on the selection and installation of heaters 
submerged in water for use in small 
homes. Guide No. 4, recently completed 
and now ready for distribution, tells how 
to estimate and install a two-pipe reverse 
gravity hot water heating system. 


Atlantic Conference Meeting 
Votes to Extend Activities 


DIRECTORS OF the Atlantic Coast Oil Con- 
ference, Inc., at their semi-annual meeting 
in New York, January 24, voted to in 
struct Clyde G. Morrill, executive secre’ 
tary, to proceed with additional studies to 
amplify the report on the round table dis 
cussions held late last year on oilburner 
service and branded fueloil. The board 
was particularly interested to have more 
information on burner service. 

The need for proper specifications cow 
ering installation of oilburners in building 
codes of cities, towns and states was em 
phasized. New house construction will be 
growing rapidly. 

In order that they may be more uniform 
in practice among fueloil distributors, the 
Secretary was instructed to obtain from 
various markets in the northeast specifica’ 
tions for “summer clean ups” and “oil 
burner service.” This information when 
obtained will be mimeographed and dis 
tributed to members of the industry. It is 
believed that various markets will find 
that similar specifications can be used on 
this very important function that the fuel 
oil distributor is performing. 

The Secretary also was instructed to in 
vestigate the possibility of more fully im 
forming the consumer on oilburner in” 
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XCLUSIVE 


UNIT REPLACEMENT PLAN 
SAVES METER REPAIRS 
IN THE FIELD 


“SAVES YOU MONEY...SAVES YOU TIME 






Although we make our meters as well as we know how (many of our 
Red Seal Meters showing total registrations of 5,000,000 gallons and 
more still being in good operating condition) like any mechanical 
device, they need occasional attention. 


So in order to keep your meter operations at the peak of dependa- 
bility over a long period of time, with sustained accuracy, and to make 
your Red Seal Meter investment one of complete satisfaction, we es- 
tablished the Unit Replacement Plan. This plan allows you to exchange 
the following parts for guaranteed factory re- 
built replacements at a nominal cost— 


Register Measuring Chamber 
Gear Train Air Release Unit 

Adequate stocks of these unit replacement 
parts are kept on hand at our strategically lo- 
cated branches and petroleum equipment job- 
bers. In this way you have no expensive re- 
building or repairing to do in the field. Your 
meters are kept in continuous service, you save 
money, time and temper. 


Your local Neptune representative will be 
glad to give you the details! Or, write us direct. 


NEPTUNE RED SEAL METERS 


Accuracy you can ban 


NEPTUNE METER COMPANY, 50 WEST 50th STREET, NEW YORK 20, N.Y. 


fueloil 
" 

















stallation and oilburner service so that he 
would be in a better position to judge 
values of the various offers that will be 
made competitively. 

Finally the Conference endorsed the 
public relations campaign being under- 
taken by the American Petroleum Insti- 
tute and voted to participate for the bene- 
fit of the industry wherever such partici- 
pation could be carried out. 


New York Oil Heating Assn. 
Fighting Unlicensed Installers 


NEW YORK OIL HEATING ASSOCIATION is 
cooperating with the Fire Department in 


the city to prosecute unlicensed oilburner 
installers, Philip Schepp, executive secre- 
tary, told members and guests at the or- 
ganization’s meeting on February 3. Two 
men who had been accused of installing 
oilburners without a city license then were 
awaiting trial in Municipal Court, and 
each was held in $1,000 bail. 

The membership also was notified that 
the Municipal Civil Service Commission 
was holding a written test for license to 
install oilburners on April 8, for candi- 
dates who had filed application with the 
Commission before 4 p.m., March 31. 
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Scott Talks to Electric 
Institute of Washington 


LESTER SCOTT, director of the Oil Heat- 
ing Division of the Merchants & Manu- 
facturers Association, Washington, D. C., 
was guest speaker at two meetings of the 
Electric Institute of Washington on Feb- 
ruary 10 and 12. Mr. Scott covered pres- 
ent day oilburner selling methods, an 
analysis of the market, competitive fucls, 
and installation problems. The first meet- 
ing was held in the evening, and a second 
session was held in the morning for the 
benefit of those who could not attend the 
evening meeting. 


Minneapolis Club Plans 
Cooperative Advertising 


A LUNCHEON MEETING of the Twin City 
Petroleum Club, Minneapolis, was sched- 
uled for February 28, to discuss the pos 
sibility of a joint advertising campaign 
with the local oilburner service industry, 
aimed at selling the advantages of Oil 
Heat. Representatives of the oilburner 
business were scheduled to meet with the 
oil men. 

It is understood that the oilburner men 
already have raised several thousand dol- 
lars and have more promised. It is pro- 
posed that the Petroleum Club members 
join in the campaign for a period of not 
less than a year. 


Spencer Addresses Illinois 
Petroleum Marketers Association 


FRANK E. SPENCER, manager of the Spen 
cer Petroleum Division of Socony Vac 
uum at Chicago, and past chairman of the 
Distribution Division of Oil Heat Insti 
tute, was a speaker before the Illinois 
Petroleum Marketers Association Com 
vention at Peoria, February 19. 

Mr. Spencer outlined completely the 
profit potentials in fueloils, and urged the 
audience to get into the business on 4 
sound basis. He covered the market, com’ 
pared the problems with those of aso 
line, touched on competitive fuels, and 
urged those who entered the fueloil busi’ 
ness to provide the best of installation and 
service to their customers. 





E. B. Maire has been made Regional 
Sales Manager for the General Controls 
Co. He will cover their Midwestern, 
Southern, and Eastern Branch office tet’ 
ritories. 
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a 
in the new Rheem Oil Water Heater ( 











HERE’S OIL WATER HEATING NEWS! 


a, S A brand new, Rheem designed, oil water heater puts record-breaking economy into 
\ PP tes hot water sales story. For the Rheem oil water heater has a new, economy pilot 
~ flame that actually burns only a fraction of the oil most water heaters need. A 


rd 


SS new pot type burner, developed in Rheem’s research laboratory, 
f .* makes these great savings possible. 


AND THAT’S NOT ALL... 


Rhegm’s new, enclosed design houses the whole water heater in- 
side a handsome steel jacket. This gives greater safety, and greater 
efficiency, too. A wall of Fiberglas, 2 inches thick, holds the heat 


inside the tank .. . saves reheating the water. 


FOR YOU... 


these Rheem money-saving features mean a greater number of 
prospects...and a greater number of sales. So call your local 
jobber right away and get this profit-making Rheem oil water 
heater into your store. Do it... TODAY. And for full infor- 


mation, write Rheem, 570 Lexington Avenue, New York 22, N.Y. 





R H E E M ...making houses into homes 
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Readers! Gorum 


YORK-SHIPLEY, INC. 
York, Pa. 
Editor: 


On the front cover of your January, 
1947, issue there appears a reproduction 
of several views of the York Oil Burner 
Co. plant, the prints for which are judged 
to be from six to ten years old. 

Undoubtedly, we can recognize the mo- 
tive as one well meant, with the thought 
of favoring us publicity-wise. Consequent- 


ly, we are highly appreciative of the in- 
tent, but are extremely dissatisfied with 
the effect. 

The York Oil Burner Co. does no long- 
er exist; neither do the scenes as depicted. 
There is no connection nor even the re- 
motest resemblance between the illustra- 
tions shown and York-Shipley’s present 
set-up. 

Thus, we find the unheralded appear- 
ance of the photograph’s reproductions to 
be grossly belittling, rather than the least 
flattering. While no caption appears nor 
any reference is made, the word “York” 







































































brought increased heating comfort and reduced 

fuel bills to more than a quarter of a million families 

by lining their oil burner fireboxes with B&W Insulating Firebrick. 
That’s an impressive figure — and it carries a vital sales message 


for you. 


It proves that dealers—and customers alike—recognize the ad- 
vantages of B&W Insulating Firebrick which eliminate odor, soot, 
and smoke; which reach high temperatures quickly after a cold 
start; which minimize burner-tip carbonization and furnace noise. 
It means that, when you install B&W I.F.B. for the linings of your 
customers’ fireboxes, you are assuring them of the satisfactory, 
economical heating performance they demand. 

Have you received your copy of the B&W FIREBOX HANDBOOK? 
It is an interesting and informative guide to complete customer sat- 
isfaction—and more profits for you—through better firebox de- 
sign. Write for a free copy today. 
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appears prominently in one of the scenes; 
which rather conclusively suggests the 
origin. 

York-Shipley, Inc., is operating from 
three plant locations, two office building 
locations and one warehouse location . . , 
any one or all of which are a far cry from 
the conditions pictured. In addition, one 
unit of our new building project is now 
completed. It is situated on a forty acre 
tract which is being developed as the 
eventual new home of York-Heat and 
Steam-Pak equipment. The publication of 
the photographs in your January issue is 
therefore an injustice to our organization, 

ALFRED M. RAVER, 
Acting General Manager. 

To the York-Shipley organization, our 
apologies. The picture was used on the 
cover of the January issue because it 
showed a wide range of oilburner man 
facturing activities from the manufacture 
of parts to crating and shipping, in keep: 
ing with the wide coverage of oilheating 
activities reported in that issue. There was 
no intent to publicize any individual com 
pany, and certainly no intent to misrep 
resent any company’s manufacturing ac 
tivities. The fact that the name “York” 
appeared in the illustration was an over’ 
sight for which we are extremely sorry. 









J. H. MARSTON 
Mason City, Iowa 
Editor: 

I recently read the Sherwood article 
on gas competition in the December issue 
of your good publication. 

We have 1,000 Btu natural gas here, 
at 50¢ per 1,000 cubic feet. No. 2 fueloil 
is now 9.1¢ per gallon delivered. 

Theoretically, the cost of gas heat here 
should be one-half of the cost of Mr. Sher 
wood’s analysis. 

I would be interested in a similar break 
down based on the above factors. 

Sincerely yours, 
J. H. MARSTON. 


Reducing the two fuels, at the cost 
given, to Btu purchased per cent, there 
will be 20,000 Btu delivered for each cent 
spent for gas, and 15,385 Btu delivered 
per cent for oil. Allowing for some ad 
vantage in efficiency for gas, oil costs 
about 30% more than gas. The Univer 
sity of Illinois Comparative Fuel Cost 
Table in the February, 1946, issue shows 
that 1,000 Btu gas at 50 cents is equal to 
7 cent oil of 140,000 Btu per gallon. 
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Get realy NOW 
for Spring Cleaning 


As soon as the cold weather is over, there’ll be the usual 
rush to check oil burners. Home owners will want to have 
their burners cleaned and gone over to be ready for the 
next season. Stock up now on these EDCO products. 
You’ll want to be well supplied. 












EDCO TESTED NOZZLES + 


EDCO Oil Burner Nozzles are the finest obtainable. 
They are made of the best grade stainless steel. Leading 
oil burner manufacturers prefer these nozzles because 
of their uniformity. Each one is tested for these three 
important features: (1) spray angle, (2) atomization, 
and (3) actual rated capacity. You can depend on EDCO 
nozzles for perfect performance. 


EDCO SERVICEMAN’S KIT 


An EDCO Kit is a decided asset the year ’round, but at 
spring cleaning time, IT’S INDISPENSABLE. The fin- 
est accessories for servicing oil burners are conveniently 
and safely assembled in a compact kit, hinged with 
safety lock. These kits pay for themselves by reducing 
the chance of damaged nozzles to a minimum. In addi- 
tion to the Kit illustrated, there are two smaller kits 
(one pocket size). Write today for information on con- 
tents and prices. 


EDCO DUPLEX VALVES —_ 


EDCO Single Adjustment Duplex Valves regulate oil burner fuel 
pressure and stop the oil flow to the nozzle during the “off” period. 
The outer casting is made of close non-porous brass, the valve 
needles of stainless steel, the valve seat of special alloy bronze. 
EDCO valves are the finest of their kind made and conform to 
the standards of the Underwriters’ Laboratories for use on burn- 
ers operating as high as 150 pounds oil pressure. For complete 
information request our Bulletin No. 808. 











OIL BURNER PARTS 
EDDINGTON METAL SPECIALTY COMPANY 


P. 0. BOX K, EDDINGTON, PENNSYLVANIA 
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THE BOOK SHELF 


Kunitz’ Handbook Revised; 
Issued in Third Edition 


OIL HEATING HANDBOOK, a standard work 
on oilheating by Han A. Kunitz, has been 
revised and re-issued in a third edition. 
First issued in 1936, and again in 1937, 
the book has been out of print for about 
two years. 

The third edition has been revised by 
a number of minor changes to make for 
greater clarity, and additions provided to 
bring the test up to date. Some cross refer- 
ences also have been provided to facilitate 
the use of the handbook, and some addi- 
tions have been made to the Terminology 
section. Quotations from and references 
to established standards by the U. S. De- 
partment of Commerce, the American 










Make profits on every installation. 
Eliminate troublesome call backs. j ! 





Society for Testing Materials and the Na- 
tional Board of Fire Underwriters, deal- 
ing with commercial standards of fueloils, 
methods of test for viscosity and the in- 
stallation of oilburning equipment, all 
have been brought up to date. 

Oil Heating Handbook is published by 
J. B. Lippincott Company. It is 5 x 7) 
inches in overall dimensions and bound in 
cloth. Text, photographs, charts and 
tables take 456 pages. The price is $5.00 


per copy. 


Book Discusses Panel 
Heating and Cooling 


PANEL HEATING AND COOLING ANALYSIS, 
a new book by B. F. Raber, professor of 
Mechanical Engineering and chairman of 
the Division of Mechanical Engineering 
at the University of California, and F. W. 
Hutchinson, professor of Mechanical En- 
gineering at Purdue University, is a theo- 
retical and practical discussion of the gen- 
eral principles, design features, types of 
equipment, and special uses for radiant 
surfaces. Non-technical, descriptive sec- 
tions are followed by rigorous analytical 


Build regular repeat business through 


cartridge replacements. 


Help customers save money by giving 


cleaner burning fuel. 


Build goodwill and customer loyalty 
by providing trouble-free operation. 


performance. 


There is no better time than now in letting General Fuel Oil Filters increase 
your service dollar volume. Contact your jobber immediately or write direct 


for information and discounts. 


GENERAL FILTERS 
INCORPORATED 


CANADIAN FACTORY BRANCH: GENERAL FILTERS CANADA, 





Genera HAS THE RIGHT FILTER 
FOR EVERY OIL HEATING PLANT! 


The. General is popular with all contractors, dealers and fuel oil service com- 
panies because it has proven the best fuel oil filter for heating plants, hot water 
heaters, and room heaters. The General will prove a profitable leader for you, 
too! Report after report in our files bear out these statements. 

For average installations two models, Deluxe 2A-300 and Economy 1A-25, 
Gre outstanding leaders in the General line, because they are priced to sell 
easily, built to give long-lasting service, and designed to provide high-degree 


Listed: Re-examination Service, Underwriters Laboratories 


1227 ST. 


CLAIR » TORONTO, ONTARIO 


chapters, including theoretical and simpli- 
fied treatments of shape factor evaluations, 
radiant interchanges, heat balances and 
technical design. Graphic methods for 
speeding calculations also are presented. 

The book is divided into three relatively 
independent sections. The first four chap- 
ters are made up of non-technical descrip. 
tive material of a quite general nature. 
The next seven chapters are intended as 
a reference for design engineers, research 
workers and advanced students. The third 
section, consisting of chapters twelve and 
thirteen, presents simplifications of the 
rational design procedure. 

Panel Heating and Cooling Analysis 
contains more than 200 text pages 5!/2 x 
8!4, inches. It is bound in cloth, and is 
priced at $3.50. The publisher is John 
Wiley & Sons, New York. 


© 


Harlan G. Pingrey has been made ad 
vertising manager for the South Wind 
Division of Stewart-Warner Corp., In 
dianapolis. For the past eighteen months 
Mr. Pingrey has been a partner in Kemp: 
shall Assoc., Chicago. 





INCREASE YOUR 









12890 WESTWOOD AVEn 
DETROIT 23, MICHIGAN 
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Boilers made in 6 sizes up to 


ALDRICH SEAT-PAK ou. burners 


AND BURNER-BOILER UNITS .. . 


. . . because the name, ALDRICH, means 
quality! It is a reputation attained after 
years of manufacturing experience, engineer- 
ing leadership, designing skill. For conclusive 
proof of performance and efficiency on the job, 
Aldrich HEAT-PAK products were standard 
equipment in U. S. Insular Bases. Aldrich, 
the leading oil burner manufacturer, guar- 
antees satisfactory performance! 
Because Aldrich will not sacrifice standards 


of quality, production will be slow until 
the shortage of good materials is overcome. 


Model AX .75 to 5.00 G. P. H. A L D R | C H C 0 M PA N Y 
Model BX 4.00 to 9.00 G. P. H. 


Jumbo 3.00 to 19.00 GP. i WYOMING ILLINOIS 


KNOWN and USED the WORLD AROUND! 
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Texaco Refinery at Philadelphia 


DWINDLING DOMESTIC CRUDE OIL reserves, 
expanding demand for petroleum prod- 
ucts, and the possibility that crude oil may 
soon be imported into the United States 
in substantial quantities influenced The 
Texas Company to locate its new refinery 
in the Philadelphia-Camden area, it was 
revealed by G. R. Bryant, general man- 
ager of Texaco’s Refining Department. 
According to Mr. Bryant, other factors 
influencing the choice of the Eagle Point 
site were the availability of a deep-water 


‘ 
terminal, ample coastwise and interior 
transportation facilities. He disclosed that 
the first unit of the big refinery, with a 
capacity of 40,000 barrels per day, will 
employ some 700 men. Most of the em- 
ployes will be hired locally. 


Autopulse Names Borg-Warner 


ARRANGEMENTS have been concluded for 
the handling of the Export Activities of 
the Autopulse Corp., Detroit by Borg- 
Warner International Corporation, ac- 
cording to a joint announcement issued by 








On Heat 


that is 


CLEAN! 
DEPENDABLE! 
ECONOMICAL! 
LICKS GAS COMPETITION 


Clean up Oil Burner Systems that are carbon makers, that 
smell up the place with oil odors, that irritate neighbors with 


oily soot belching from chimneys by using KLEEN-FLO. 


Try KLEEN-FLO on one of your tough service calls and see 
the difference—clears smoky oil fires—reduces carbon deposits 
—keeps oil lines and storage tank clean. 


KLEEN-FLO cuts service work, reduces call-backs, keeps cus- 
tomers satisfied, gets new customers, increases fuel oil sales. 


COMBUSTION 
UTILITIES CORPORATION 


1451 BROADWAY NEW YORK 18, N. Y. 





Canadian Division 
1253 McGill College Ave., Montreal 2 


New England Distributor 


ALLIED APPLIANCE COMPANY 
111 Berkeley Street Boston 16, Mass. 


e 
West Coast Distributor 
DIAMOND OIL CO., INC. 
550 Bauchet St., Los Angeles 54, Calif. 





“Crombie, sales man- 





A. J. Eldred, president of Autopulse, and | 


J. W. DeLind, ‘Jr., president of Borg- 
Warner International Corporation. 

“Export interest in electric fuel pumps 
for both automotive and household uses 
is at an all-time high,” DeLind stated, 
‘due to shortages of petrol for automotive 
use and coal for heating in many overseas 
markets.” 


Mueller Appoints 


L. J. MUELLER FURNACE CO., Milwaukee, 
Wis., announces that Comfort Products, 
Inc., Philadelphia, recently have been ap- 
pointed exclusive distributors of Mueller 
Climatrol products in Delaware, eastern 
Pennsylvania, and southern New Jersey. 

Headed by R .O. Grafhus, with A. G. 
Dome as manager of the heating division, 
Comfort Products handles the complete 
Mueller Climatrol line of gas, oil and coal. 
fired heating and air conditioning equip. 
ment. 


Fire Destroys Bulk Plant 


LOSS ESTIMATED AT $100,000 was caused 
by a spectacular fire February 9, that de- 
stroyed the fueloil storage plant of Drake 
& Mills Oil Co., Inc. just beyond the 
northern city line of Syracuse, N. Y. 

Earle C. Drake, president of the com: 
pany, said ten tanks holding 100,000 gal: 
lons of oil were destroyed, as well as two 
warehouses, an office building, a garage 
and five tank trucks. He said the loss 
would amount to $100,000. 


Maurice H. Klett, who has spent al 
most all his business life in the warm aif 
heating industry, re- 
cently has joined 
Henry Furnace Co., 
Medina, Ohio, as as- 


sistant to James 


ager. He formerly 
was with the Fox 
Furnace Co., Elyria, 
a division of Ameri- 
can Radiator, where he worked with Mr. 
Crombie and some of the other Henry 
officials. 





D. R. Berg has been named manager of 
the heating and combustion sections of the 
Dravo Corp., Pittsburgh. A graduate of 
Lehigh University, Mr. Berg first joined 
Dravo Corp. in 1938. 
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Oil Fired, 
Heavy Duty 


KEWANEE 


Typical set-up of a 
Kewanee Oil Fired, 
Heavy Duty Firebox 
Boiler as used by the 
U.S. Army and Navy for 
numerous installations. § 





HEAVY DUTY STEEL BOILERS 











Under the strain of extra strenuous 
service this Kewanee Series... 
whether used for power, process 
steam or heating ... remains on the 
job many additional years deliver- 


ing steam at minimum costs. 


KEWANEE, BOILER CORPORATION 


KEWANEE, ILLINOIS 
Branches in 60 Cities—Eastern District Office: 40 West 40th Street, New York City 18 
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Division of American Raprator & Standard Saritary corroration 


For mechanical firing with Oil, Gas 
and Coal, or for hand firing, Heavy 
Duty Kewanees are made in sizes 
to produce from 10 to 304 Horse 
Power at steam working pressures of 
100, 125 and 150 pounds. 
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Two Pacific Boilers Set 
Installation Altitude Record 





THE HIGHEST INSTALLATION of boilers 
ever made took place at Dallas, February 
9, when two Pacific steel heating boilers 
with capacity of 24,290 square feet of 
direct steam radiation each were placed 
atop the 18 story Kirby Building. These 
boilers were manufactured by the Pacific 
Steel Boiler Division of the United States 
Radiator Corporation, 

The Kirby Building originally was con- 
structed adjacent to, and long was de- 
pendent upon, the Adolphus Hotel for 
waste steam. The two buildings were built 
in 1913, and in the Adolphus Hotel was 
installed an electrical generating plant 
which supplied both buildings with elec- 
tricity and steam. In addition, water for 
both buildings was obtained from artesian 
wells drilled beneath the hotel. 

Several years ago, when other interests 
purchased the Kirby Building, the man- 
agement continued the arrangement. Very 
recently, however, the electrical generat- 
ing plant was displaced and the Kirby 
Building management was forced to turn 
to public utilities for heating, electricity, 
and water. The electricity and water prob- 
lems were solved with no effort. But the 
problem of heating presented a much more 
complex problem. The rental value of the 
Kirby Building basement was such that, 
boilers could not be installed there, nor in 
a sub-basement. The roof was the only 
available place to put the boilers. 

First choice for fuel in the Southwest, 
with its innumerable oil fields, is natural 
gas, which can be piped to the roof of 
the 18-story structure without difficulty. 
The second choice is oil, and oil if ever 
used, also can be piped with equal facility. 
The return of condensate is by a pump of 
other than the usual heating pump de- 
sign, but the consulting engineers found 
this design readily available. 


Duo-Therm District Managers 
Hear Company’s 1947 Plans 


AT A TWO-DAY MEETING of district man- 
agers held at its factory in Lansing, Mich., 
January 20 and 21, officials of Duo-Therm 
Division, Motor Wheel Corporation, out- 
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lined the company’s 1947 plans for its 
complete line of oil space heaters, water 
heaters and furnaces. 

M. F. Cotes, Motor Wheel executive 
vice-president, stated that, barring un- 
foreseen difficulties from the standpoint 
of material deliveries, Duo-Therm pro- 
duction will show a substantial increase, 
particularly during the last six months of 
the year. He was basing this forecast, he 
stated, on the fact that Duo-Therm is ex- 
pected to be in production in its new fac- 
tory early in the second quarter of 1947. 

This is expected to eventually increase 
Duo-Therm’s production to several times 
its present capacity. 

The district managers also heard Karl 
Egeler, Duo-Therm advertising and sales 
promotion manager, outline the com- 
pany’s advertising and promotion plans 
which will include national advertising in 
both trade and consumer publications. In 
addition, Mr. Egeler said, Duo-Therm 
will continue to utilize all types of pro- 
motion material. 

A. R. Frantz, service manager, then 
presented the company’s service plans for 
1947, which will include an expanded 
training program designed to instruct the 
greatly increased dealer organization in 
the proper methods of installing, operat- 
ing and servicing Duo-Therm appliances. 
These activities will include a service 
school to be operated at the factory, where 
men from distributor and dealer service 
departments will have the opportunity to 
work with actual “live” models. 


Crawford Makes Appointments; 
Reveals Timken Expansion Plans 


T. A. CRAWFORD, general manager of the 
Timken Silent Automatic Division of The 
Timken-Detroit Axle Company, has an- 
nounced the following appointments: 
Charles A. Cooper, assistant general 
manager; W. J. Chappell, assistant sales 
manager; Ronald Campbell, plant man- 
ager; M. A. Nelson, manager, Experi- 
mental Department.; M. F. Robbins, sales 
manager, New England Region; M. F. 
Jordan, sales manager, Middle Atlantic 
Region; R. W. Smalley, sales promotion 
manager; and J. Earle Maynard, man- 
ager, Heating Engineering Dept. 
Commenting on these new appoint- 
ments, Mr. Crawford stated: “They are 
in line with our over-all plan to expand 
our organization. We did not lose a sin- 





gle dealer outlet during the war. Our deal- 
er organization grew to the largest pro- 
portions in our history while hostilities 
were still on. 

“We look forward to an even larger 
dealer organization when production 
more nearly equals the demand for our 
products. 

“All the men assuming new duties are 
well and favorably known in the oil heat- 
ing industry, and are thoroughly familiar 
with Timken products and their manu 
facture and application. 

“We held our first big postwar sales 





Timken district sales managers and service 
representatives in first postwar meeting. 


meeting at our new Jackson plant recent- 
ly, at which time we revealed to our dis- 
trict sales managers and field service rep- 
resentatives the plans we have worked 
out over the past three years for increas- 
ing both the size and scope of our market. 

“Included in these plans is the largest 
advertising program in the history of our 
business.” 


Morrison Steel Holds 
Two-Day Sales Session 


SALES AND SERVICE meetings attended by 
its entire staff of representatives were held 
February 10 and 11, at the Buffalo, N. Y., 
plant of Morrison Steel Products, Inc. 
Major emphasis in the meetings was put 
on sales to new homes. 

Sam Morrison, president, traced the 
growth of the company, and the develop: 
ment of the Mor-Sun pressed steel fur’ 
nace which was introduced two years ago. 
Fabrication is entirely by machine, he 
pointed out, and hand operations have 
been eliminated. 

In the 2-day sales and service meeting 
representatives were given an opportunity 
to discuss the details of this new type of 
warm-air furnace production, the result’ 
ing product and its marketing advan- 
tages. 

Following a conducted tour of the 
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Alert Dealers Know- 


























Is a Valuable Asset 


ES, for the dealer who wants to build a greater 
oil heating business and who wants to see his 
income soar, the complete, improved Century line of 
conversion oil burners and furnace burner units is 
the answer—the sure-fire way to lead in the oil heat 


business in your community. 

Domestic water units and boiler 
Every model in the Century line is equipped with burner units have been temporarily 
discontinued from our line due to 


amazing features and designed for easier selling. mannii dlitandaiie: 


Hundreds of letters in our files from dealers and 


their customers prove that Century equipment does 


make satisfied customers. gc E RANT URRY 
oration 


Be sure you are “cashing-in” on this Profit line for 


°47. Inquire about the Century franchise soon. CEDAR RAPIDS, IOWA 


OIL BURNERS BOILER-BURNER UNITS WARM AIR FURNACES 
HUMIDIFIERS WATER HEATERS AIR CONDITIONING 
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plant, sales manager, Gene Brown dis- 
cussed customer relations; agency presi- 
dent, Manny Roizen, outlined the Mor- 
Sun public relations and advertising pro- 
gram for 1947; procurement manager, 
Jacques Kohnstamm, discussed procure- 
ment problems and expectancies; Dean 
Eggert, service manager of White-Rogers 
Electric Co., discussed controls; Dave 
Grant, research engineer, presented a de- 
tailed story on the furnace, inside and out 
and model by model. The meeting closed 
on Tuesday afternoon with a round table 
discussion with Gene Brown, presiding. 


Petroleum Solvents Plant 
Now in Full Production 


THE NEW PLANT and laboratories recent- 
ly opened at Port Reading, N. J., by Pe- 
troleum Solvents Corporation is now in 
full operation 24 hours a day, the com- 
pany reports. The factory is situated at 
the junction of two railroads and has ex- 
cellent shipping facilities. 


More than half of the first floor is de- 


voted to the chemical research laboratories ° 


which have the most modern equipment 
for making every conceivable type of 





Boss —the truckman 
says you'll have to 
get someone else to 
unload that car 


With the shortage of help, isn’t it a waste of time and money 
to make your men handle the 6000 loose pieces in a carload 
of ordinary combustion chambers? 


They would only have to handle 700 cartons in a carload of 
R&I Combustion Chambers. These 700 cartons would contain 
as many complete Chambers as the 6000 loose pieces. In addi- 
tion, each carton would contain everything needed to install 


the chamber. 


Having no loose pieces, eliminates breakage, prevents mix- 
ing pieces and permits easy stacking. 


With all these advantages, the price is low. Reasons enough 
why most distributors stock R&I Chamber. 


Write us for Bulletin OB-98. 
REFRACTORY & INSULATION CORPORATION 


116 WALL STREET 


Chicago 4, Ill. Detroit 16, Mich. 


COMBUSTION CHAMBER 





94 








yy 


NEW YORK 5, N. Y. 


Philadelphia 3, Pa. Newark 2, N. J. 
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chemical test and experiment. The Petro- 
leum Solvents research staff has recently 
developed a new product, Siloo Parts 
Cleaner. This is now being marketed and 
other new products are in the process of 
being developed. 

The manufacturing facilities are com- 
pletely up to date in design and the entire 
plant operation is automatically con- 
trolled. A central switchboard regulates 
the flow of all materials into storage and 
from there to the mixing department and 
on to the packaging machines. 


York-Shipley Industrial Exhibit 
Planned For March Dyeing Show 


AT THE NATIONAL INSTITUTE of Cleaning 
and Dyeing Exhibition, Navy Pier, Chi- 
cago, March 9-12, York-Shipley, Incor- 
porated of York, Pennsylvania will dis- 
play their complete line of oil-fired equip- 
ment for industrial heating and process- 
steam applications. 

Feature of the exhibit will be a 100-HP 
York-Shipley Steam-Pak generator unit 
which will supply process steam to oper’ 
ate much of the equipment of other ex- 
hibitors at the show. The Steam-Pak is a 
completely self-contained, factory-assem- 
bled, boiler and burner unit which can be 
slid into place—four connections made— 
and it’s ready to operate. 


Whirl-O-Magic Boiler Unit 
Distributor Is Appointed 


PERSIRO MFG. CORP., Newark, N. J., has 
announced the appointment of the Per: 
siro Sales Corp., Newark 5, as exclusive 
sales agents for the new Whirl-O-Magic 
oilfired boiler unit. Robert C. Schock, 
New Rochelle, N. Y., president of 
Schock Gusmer & Co., Hoboken, N. J., 
and director of Clinton Trust Co., New 
York, is president of the sales company, 
and Jacob Katz, Newark, vice-president 
in charge of engineering for Schock Gus 
mer Co., is vice-president. A. E. Sirota, 
Newark, president of Persiro Mfg. Corp., 
has been named director of sales. 


Rogers Expanding Into 

Air Conditioning Field 
THE R. B. ROGERS COMPANIES, INC., New 
York, manufacturers of chemical dchu 
midification equipment and_ industrial 
cooling towers, is expanding its line of 
products in the air conditioning, heating, 
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that grew out of an urge 


It's the control lever of the new Mack 
Mono-Shift Transmission——-the first great 
postwar improvement in heavy duty truck design. 


And it came about because Mack engineers don't 
believe in letting well enough alone. 
They have the urge to make it better. 


In the standard multi-speed transmission, several 
things didn't satisfy Mack. The awkwardness of dual 
gearshift levers...the uneven progression of 
speeds...the loss of momentum while shifting— 

Mack engineers didn't like them any more than 
drivers do. So they developed the Mack Mono-Shift 
Transmission, making possible, for the first time, 
one-—hand, simultaneous shifting of both main ratios 
and compounds—-10 speeds in ideal graduations— 

with a single control. 


Mono-Shift is now available in several Mack models——more 
later. It permits pre-selection of compound shifts, 
quicker shifting without momentum loss; therefore, higher 
average speeds, and reduced operation costs. It adds to 
safety in hilly country, because the compound can't 
neutralize. And it takes a lot of the gripe and 
drudgery out of the driver's job. 


The kind of engineering genius that produced the 
Mono-Shift goes into every part in a Mack truck. 


Full details are contained in a circular on request. 


Mack 


since 1900, America’s hardest-working truck 


Mack Trucks, Inc., Empire State Building, New York 1, 
New York. Factories at Allentown, Pa.; Plainfield, N. J.; 
New Brunswick, N. J.; Long Island City, N. Y. Factory 
branches and dealers in all principal cities for service 
and parts. In Canada, Mack Trucks of Canada Ltd. 


Mack Mono-Shift Duplex 10-speed transmission. 
Just a flip of the finger and a kick on the clutch 
pedal... and the shift is made instantly. 
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cooling and ventilating fields, it was an- 
nounced by Ralph B. Rogers, president. 

New products already in production, 
Mr. Rogers said, are self-contained air 
conditioning units, and other heat trans- 
fer equipment. ! 

The self-contained air conditioning 
units range in size from three ton capacity 
to 25 ton capacity. Of the package type, 
each air conditioning unit is assembled 
complete and ready for operation, requir- 
ing only the necessary service connections 
(water and electrical). 


Airtemp Makes Changes 
In Office and Sales Staff 


H. A. MALCOLM, vice-president and gen- 
eral sales manager of the Airtemp Divi- 
sion of Chrysler Corp., Dayton, Ohio, 
recently has announced a number of 
changes in the home office and field staff 
in addition to the announced promotion 
of Earl W. Haefner to assistant general 
sales manager. 

J. H. Winters, formerly staff assistant 
to the vice president and general sales 
manager, has been promoted to Eastern 

















Because Tri-Rotor combines the high 
volumetric efficiency of a rotary pump 
with the positive handling characteristics 
of a piston pump . . . Sun Oil Company 
uses the Yale Tri-Rotor—the only modern 
low-pressure pump with both features. 

Sun Oil depends on Tri-Rotor pumps 
for quiet, safe, economical operation ... 
no overheating, chewing, foaming or 
agitating of product. With only three 
moving parts, Tri-Rotor reduces main- 
tenance problems. 

Three head styles: Solid, By-pass, Vari- 
able Volume — optional for all truck 
pump installations. Sizes 5 gpm to 200 
gpm. 

Write your pump requirements to the 
Yale & Towne Manufacturing Company, 
213 Henry Street, Stamford, Conn. 
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- Transferring, Proportioning, Processing 


SUN OIL COMPANY 


Uses the Same Pump... 


YALE TRI-ROTOR 


MAKERS OF THE FAMOUS YALE LINES 
HOISTS AND 

















ECONOMICAL — Rofary Action 
PROTECTIVE — Piston Action 
ONLY YALE GIVES YOU 
BOTH IN ONE PUMP 


~YALE- 


DIVISION 
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INDUSTRIAL TRUCKS 








Winters 


Haefner 


Divisional Manager in charge of the New 
York, Boston, Syracuse, Philadelphia and 
Washington regions. He will maintain 
headquarters in Dayton. 

R. A. Gonzalez, formerly staff assistant 
to the vice president and general sales 
manager, has been appointed manager of 
the Product Application department. 

J. L. Dalbey, former manager of the 
Product Application department, has been 
promoted to the position of Technical 
Consultant to the manager of the Prod- 
uct Application department and will also 
be responsible for all Marine applications. 

F. J. Laughna, manager of the Sales 
Records department, has been assigned to 
the field division. 

J. W. Brinkman, assistant to Mr. 
Laughna, has succeeded him as manager 
of the Sales Records department. 

W. S. Moellering, formerly coordina: 
tor for the St. Louis and Kansas City 
regions, has been assigned to the staff of 
W. B. Shorley, director of Heating Sales. 

Homer Day, formerly a district repre- 
sentative in the Dayton Region, has re 
placed Mr. Moellering in the St. Louis 
and Kansas City region. 


New Farm Book Released by 


American-Standard 


“POPULAR FARM HOME’ is the title of the 
new farm book ready now for distribution 
by the American Radiator & Standard 
Sanitary Corp., Pittsburgh, Pa. The tab 
loid size, color rotogravure book contains 
complete and up-to-date information on 
heating equipment and plumbing fixtures 
for the farm home. 

Profusely illustrated, the sixteen page 
Popular Farm Home features authorita- 
tive articles on kitchen and bathroom 
planning, radiator heating, warm air heat- 
ing, winter air conditioning, hot water 
supply, and it also contains many other 
helpful ideas for building or modernizing 
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HANNAY HOSE REELS 
FEATURE 


@ Complete Hose Reel Units, 
Mingo rent Packing Joint, 
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HOSE REELS 


MODEL NO. 


SERIAL NO. 
- MFG. BY 


CLIFFORD B. HANNAY & SON, INC. 


MESTERLO. New YORM 
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HOSE REELS 
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the farm home. Full color illustrations of 
original room designs and floor plans 
make the book a storehouse of ideas for 
farm families who plan to build or re- 
model. 


Form Ace Nozzle Company 


ACE COOPERATING ENGINEERS, Chicago 
14, has been formed to produce the Ace 
nozzle for oilburners. Oscar Schroeder, 
veteran oilburner engineer and designer, 
and for many years chief engineer for 
Automatic Burner Corp., Chicago, heads 
the new firm. During the war he was en- 
gineering consultant on the Norden 
bombsight. With Mr. Schroeder in Ace 
is Alfred Soest, another oilburner man of 
long experience. 


Oil Devices to Incorporate 


OIL DEVICES, Santa Fe, N. M., a limited 
partnership engaged in developing vapor- 
izing oilburner equipment, soon will be 
incorporated, according to James L. 
Breese. It has been announced also that 
Bruce Hayter has sold his interest in the 
firm, and has accepted a position as con- 
sulting engineer for the organization. 


Parker and Carter, long the patent at- 
torneys for Oil Devices, will take over 
general management of the new corpora- 
tion. Research activities will be expanded 
at the New Mexico laboratories. Indus- 
trial information and engineering service 
to manufacturers will be stressed in the 
new setup. General sales will be conducted 
from the organization’s Chicago offices. 


Duo-Therm Distributor 
Named For Oklahoma 


SOUTHWEST RADIO & Equipment Com- 
pany of Oklahoma City, Okla., has been 
named a distributor for Duo-Therm fuel 
oil space heaters and water heaters for all 
Oklahoma except for ten counties in the 
eastern section of the state. 


Jefferson Electric Purchases 
Submarine Signal Corp. Plant 


TO FACILITATE PRODUCTION and delivery 
of its wide line of transformers, ballasts, 
and fuses, the Jefferson Electric Company 
has purchased the modern plant at Fall 
River; Mass., used during the war by the 
Submarine Signal Corporation. This new 


addition was obtained from the War As- 
sets Administration and has a floor area 
of approximately 250,000 square feet. 
When in full operation it will employ 
more than 1200 workers. E. J. Bennan, 
manager of the new plant, anticipates the 
start of manufacture early in February 
with volume production by the middle 0: 
May. 


Rheem Buys Fraser Furnace 


RHEEM MANUFACTURING COMPANY ac- 
quired the nationally known line of Fraser 
gas furnaces and winter air conditioners, 
it was announced by R. S. Rheem, presi- 
dent. 

As of February 1 the Rheem Company 
purchased from Fraser Furnace Company 
its entire gas furnace and appliance busi- 
ness, including patents, designs, trade 
name, inventories and certain manufac- 
turing equipment. 

Rheem will manufacture the Fraser line 
at the Fraser Furnace plant at Stockton, 
California under a lease arrangement, and 
also at the Rheem heating equipment plant 
at Chicago. 





Head and Heart of BZ HUMIDIFIERS ... 


this fully automatic Float Control Valve! 





Simple - Durable - Adjustable. Service-Free 





This patented adjustable Float Control Valve 
is just one of many important selling features 
found exclusively in Skuttle Automatic 
Humidifiers. Extremely simple in design and 
durably constructed of heavy non-corrosive 
materials, it’s head and heart of the entire unit. 


All moving parts are completely machined ... 
no stampings ... to assure a close-fitting, fool- 
proof assembly and efficient, service-free oper- 
ation. Accurate adjustments can be quickly 
and easily made to maintain the water at any 
desired level. And the valve itself shuts off at 


up to 200 pounds pressure under actual opera- - 


tional tests. 





HUMIDIFIED AIR ! 


for Clean, Comfortas le 


Write today for the complete Skuttle story! 





* Patents Pending 


kuttle 167. Co 
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BILL HENRY HELPS YOU SELL 


Bill Henry brings the news and the Johns- 
Manville name to millions of people over 
63 CBS stations. The fine job you are doing 
for home owners is frequently featured in 
the J-M message. 


JOHNS-MANVIL 


For customers—MORE HEAT! 
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J-M Insulating Fire Brick 
Helps you build any 
firebox faster 


Round, oval, pear—any one of the many shapes of fireboxes can 
be built faster with JM-26 Insulating Fire Brick. 





Lightweight J-M Insulating Fire Brick can be easily cut with a 
hacksaw blade to any shape or size required. Dip the brick in J-M 
1626 Bonding Cement, rub in place. Fill in behind the brick with 
J-M Dobfill. Three easy steps and the job is done! 


YOUR CUSTOMER BURNS UP TO 10% LESS FUEL 


Laboratory tests have proved that fuel bills can be cut as much as 
10% with J-M Insulating Fire Brick. Combustion chambers get 
hot faster, retard the formation of soot, smoke and odors, because 
this Insulating Fire Brick, unlike the dense variety, absorbs less 
heat. Also, J-M Insulating Fire Brick has a cellular structure which 
absorbs sound—provides quieter burner operation. 


Call your J-M Distributor or write for folder IN-107A 
to Johns-Manville, Box 290, New York 16, N. Y. Sve: 


SULATIONS 


For you—AN EASIER JOB! 


JOH NS-MANVILLE 
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New Products 


Smoke Tester Announced 
As New Bacharach Instrument 


BACHARACH SMOKE TESTER consists of a 
sampling unit which is attached to the 
smoke pipe of the oilburning furnace and 
a motor driven vacuum pump which may 
be set at any convenient nearby place. 
A time switch mounted on the motor base 
automatically stops the operation of the 
motor after one minute intervals. 

The flue gas sampling tube is inserted 
into the flue pipe through a 7/16” hole 
located between the furnace outlet and 
the draft regulator. The sampling unit is 
then attached to the flue pipe by means 
of an adjustable strap. The electric cord 
of the vacuum pump is plugged into the 
nearest 110 volt A.C. outlet and one of 
the small filter discs is inserted into the 
filter holder of the sampling unit. A turn 
of the handwheel at the end of the sam- 
pling unit closes the filter holder and 
holds the filter disc firmly in position. 

When the lever of the time switch is 
pushed against its stop, the vacuum pump 
starts and draws flue gas through the filter 





disc for one minute at controlled vacuum. 
The smoke from the combustion process is 
carried along in the flue gases sampled and 
will be evenly deposited on the filter disc, 
thus producing a visual indication of the 
smokiness of the flame. The exposed area 
of the filter disc will vary in shade from 
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light gray to black, depending upon the 
extent to which the flame is smoking. 

Immediately after the pump stops, the 
filter disc is removed from the holder and 
then compared with the smoke discs on 
the comparator scale furnished with the 
instrument. By this matching procedure it 
is a simple matter to adjust an oilburner 
to give the highest percentage of COs 
without objectionable smoke. 


* 


Improved Meter and Pump 
With Flexible Shaft Drive 


AN IMPROVED METER and pump unit with 
flexible shaft drive for tank trucks is now 
available, according to Fred C. Farmer, 
manager of Meter Sales, Bowser, Inc., 
Fort Wayne, Ind. The outfit is marketed 
as ““Xacto Pack 387” and is used to ac- 
curately record deliveries of petroleum 
products from tank trucks equipped with 
power take-off. 

It consists of positive displacement 
meter, air release, high vacuum pump, by- 
pass valve, strainer and counter shaft 
mounted on a base, complete with flexible 








shaft drive. The flexible shaft has seven 
layers of steel music wire wound about 
a single wire core of the same material 
with the direction of winding reversed on 
every other layer. The shaft rotates within 
a coiled spring steel liner on the inside of 
a flexible steel shaft case. A dust-flinger 
groove on the take-off end of the shaft 
keeps out road dust. Lubricant is perma- 
nently sealed in at the factory. No spe- 
cial tools or fittings are required for in- 
stallation. 

The standard flexible shaft has a diam- 
eter of % in. and is 8 ft. long, but is also 
supplied in 10 ft. and 12 ft. lengths. Take- 
off shaft size is standard with a diameter 
of 13/16 in. and a 3/16 in. wide keyway. 


Fire-Stat to Clear 
Smoke on Burner Start 


THE FIRE-STAT, a development designed 
to give a pressure burner more air on a 
cold start, and thereby reduce smoking, 





has been announced by the HomEase 
Products Division, Inc., Paterson 3, N. J. 
The device consists of an air tube con- 
taining a butterfly damper actuated by a 
bimetal helix. As the burner starts in a 
cold firebox, a predetermined amount of 





excess air is admitted to the flame. As the 
burner continues to operate, a heater ele- 
ment warms the helix and closes the 
damper to admit only the normal amount 
of air to the flame. 

It is claimed that the extra air admitted 
to the flame at the start drops combustion 
efficiency only 2 to 3 percentage points, 
but eliminates smoking and sooting of 
heating surfaces. After five or six minutes 
of burner operation the Fire-Stat is closed, 
and the burner continues to operate with 
only the air for which the burner is nor- 
mally set. When the burner is off the Fire- 
Stat returns to an open position slowly, 
calculated to be in a position comparable 
to the temperature of the firebox for an- 
other start without smoke. 


Taco-Matic Valve Modulates 
Heating Water Temperatures 


MODULATED HEATING in forced hot water 
systems is the aim of the new, low-cost 
Taco-Matic valve recently announced by 





Taco Heaters, Inc., New York 17. This 
is a thermostatic valve that starts to open 
at a water temperature of 180°, and 1s in 
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A gain NORGE-HEAT 
leads with another new feature to save 
time and save money for the dealer. 
The new oil-burning winter-air- 
conditioning furnace has all its points 
of service, including all working 
parts and lubrication, centralized in 
one area... located for quick, 
easy access, just behind the large, 
easy-to-open front door. 
This is just another reason why 
dealers as well as owners prefer 
this new furnace. There are many 
such features built into all 
NORGE-HEAT furnaces and water 
heaters to enable dealers to clear 
bigger profits with less effort. gt h0L, 
Nationally advertised in ° “ 
leading magazines, % 


beginning in April! 


Flat 


Division of Borg-Warner Corporation © 574 East Woodbridge St., Detroit 26, Mich. 
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stalled in the system’s supply line close 
to the top of the boiler. 

Water in the boiler is maintained at 
180° by the low limit control. When the 
thermostat calls for heat the circulator is 
started and boiler water is mixed with re- 
turn water which is by-passed around the 
boiler. The mixture of hot boiler water 
and relatively cooler water from the re- 
turn is circulated through the radiators. 

When boiler water drops below 180° 
the valve closes, and only return water is 
sent through the system. With no cool 
water entering the boiler the temperature 
is quickly brought up to 180° or higher 
and boiler water is again admitted to the 
system. 

On mild days the room thermostat will 
be satisfied with relatively low tempera- 
ture water in the radiators. In very cold 
weather with the thermostat calling for 
heat for several hours, the water tempera- 
ture in the radiators may build up to 180° 
or higher to satisfy the heat demand. 


Barrel Gauge by Sentry 


KRUEGER SENTRY GAUGE CO., Green Bay, 
Wis., has announced a float-type gauge 


for barrels, reading in fractions like the 
Sentry gauge for inside tanks. The gauge 
is inserted in the barrel hole by pressing 
two levels at the top which depress flange 
wings. When the gauge is in place and the 
levers are released the flange wings seat 
themselves in the threading of the barrel 
opening. No tools are needed either to in- 
stall the gauge or to remove it from the 
barrel. 


Oilfired Unit Heaters 
Are Suspended from Ceiling 


SHAFCO UNIT HEATERS are announced in 
a new series as the “original hanging oil- 
fired unit heater,” by the Sawyer Heating 
Co., Detroit, Mich. Units are designed for 
commercial and industrial installations, 
such as stores, auditoriums, filling stations 
and garages. Fired with a pressure atomiz- 
ing burner, and suspended from the ceil- 
ing, they occupy no floor space. 

Six sizes deliver from 125,000 to 360,- 
000 Btu at the bonnet, handling from 
1,725 to 4,960 cfm at 140° with 4% to % 
hp fan motors. Nozzle sizes range from 
1.5 to 3.5 gph, firing from 63 to 180 sq. 
ft. of heating surface. Conventional elec- 





tric controls are used, and hot water coils 
can be supplied when desired. Weights 
range from 1,020 to 2,190 lbs. 


Water Wall Extensions 
Boost Industrial Capacity 


CAPACITY INCREASES up to 300% of boil 
er rating and fueloil savings of as muc! 





as 30% are claimed for the Crotty Water 
Wall extension furnaces designed for 
commercial and industrial boiler applica: 
tions. It is claimed also that the extensions 
increase furnace volume enough to make 
excavation unnecessary. The units of 
ASME construction, are made by the 
Crotty Mfg. Corp., Flushing, N. Y., in 
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FAITHFUL PERFORMANCE 


KRESKY offers future 
profits to DEALERS 


A pioneer among oil burners Kresky finds such 
an unprecedented demand today that we are 
forced to limit shipments to old established 
dealers. Nevertheless new franchises are being 
granted now to farsighted dealers who see in 
Kresky’s present oversold condition the prom- 
ise of future opportunity. * The versatile 
Kresky line is a year round money maker due 
to its wide applications — heating, cooking and 
industrial. It includes Conversion Burners, 
Floor Furnaces, Forced Air Units, Range Burners 


and Water Heaters. Write for Kresky Dealer Plan. 


HEATING e COOKING e HOT WATER @ INDUSTRIAL 
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Listed by 
Underwriters’ Laboratories, Inc. 
To Burn No. 3 Oil 

{Diesel} or lighter 







KRESKY MANUFACTURING COMPANY 
Pioneers in Oil Burning Equipment Since 1910 


PETALUMA, CALIFORNIA 
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for LIGHT OIL BURNERS 
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36 and 48 in. diameters, containing respec- 
tively 50 and 65 eq. ft. of heating surface. 

The furnace extension consists of a cir- 
cular water wall of sectional construction 
surrounded by refractory and insulation 
and completely enclosed in a steel jacket, 
very similar in appearance to a Scotch Ma- 
rine furnace. One end of the furnace is 
arranged for oilburner mounting, the 
other end is open and has a flanged mount- 
ing for attachment to the front plate. of a 
standard boiler. 

A turbine type circulating pump is sup- 
plied with the furnace for circulating boil- 
er water through the tubes in the furnace 
extension sections, thus making the fur- 
nace section an integral circulating unit 
of the boiler. The circulating pump oper- 
ates only when the oilburner operates. 
Suitable interlocking switches are installed 
to prevent burner operation in the event 
of pump failure. 


Polo Increasing Production 


Of Oilburner Pump Units 


POLO PUMP CO., Polo, Ill., is embarking 
upon a program of substantially increased 
production of the Type 12 oilburner fuel 


pump, according to F. Leroy Hill, presi- 
dent and general manager. 

Polo (formerly Rystrom) Pumps are 
designed for ease of installation and serv- 





icing. The manufacturer emphasizes the 
fact that the entire unit can be disassem- 
bled with a screw driver and a set screw 
wrench, and all parts of the valve can 
be easily removed with the fingers. 

The strainer consists of four nested 
cylinders of fine mesh monel screen, pro- 
viding large strainer area in a compact, 
easily-removed cartridge. The shaft is hard 
chrome plated, and has a leak-proof, me- 
chanical seal. Gear pump members are of 
special design. 





a Nene 


Polo Pumps are rated at 1725 r.p.m., 
100 p.s.i. pressure, 12 g.p.h.; have a pres- 
sure range of 75-150 p.s.i.; maximum 
vacuum of 25” of mercury; and weigh 
7 pounds. Adapter flanges are available 
in three types. 


Photoelectric Flame Safeguard 
For Heavy Oil Installations 


TO PROTECT against the hazard of explo- 
sion caused by flame failure in industrial 
oilburner installations, Combustion Con- 
trol Corporation announces a new Fireye 
Photoelectric Flame Failure Safeguard. 
Fireye photoelectrically “sees” that the 
flame has failed and instantly turns off the 
fuel supply and the burner. 

The equipment consists of Photoelec- 
tric Scanner Type 45PH5 for monitoring 
the main oilburner flame and Program: 
ming Control Type 24PJ8 for program: 
ming the oil pump, oil valve, and ignition 
system. Flame Rod Type 45JP1 may ke 
added to this combination if it is desired 
to monitor the gas pilot flame as well. The 
above equipment is for the control of all 
fully automatic oilburner installations. 

The photoelectric scanner is compact in 








R. W. Beckett 
Stanton Fitzgerald 





Your much appreciated forbearance indicates your 
accord. As prudent dealers, who must live with your 
jobs, you know that with future service costs and user 


A Qrank Statement 
ta Bechett COMMODORE Dealers 


stituting an inferior part would definitely not be in line with our long-range policy,— 


For 20 years in this industry we have never knowingly compromised with quality. Sub- 
nor yours. 


@ No Beckett COMMODORE burner was 
ever shipped less a component part. 


Every burner is given an actual fire test 
before shipment, etc. 


Our every effort is to build the industry, 
not to tear it down. 


goodwill at stake only the best is good enough. 
Any other policy will lead only to terrific dealer mor- 
tality and degradation of the industry itself. 


R. W. BECKETT ENGINEERING CO., 





Elyria, Ohio. 





FOR HOMES 
CHURCHES 









APARTMENTS 
SCHOOLS 


OTHER APPLICATIONS 


BUSINESS BLOCKS 
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FOR/STEADY PROFITS 











TRADE MARK 


OIL FIRED WATER HEATERS 


The C&L Hoffman Oil Fired water heater is 
dependable and easy to install. C&L Hoffman’s 
reputation for nearly 50 years of building fine water 
heaters is your assurance of customer satisfaction. 
C&L Hoffman Oil Fired water heaters, which carry 
the “Underwriters Label,” are rendering faithful service 
in thousands of homes. Your business can grow and 
your profits increase by specifying C&L Hoffman 


Oil Fired water heaters for all your installations. 


Send for literature and name of nearest jobber today! 





CLAYTON & LAMBERT MFG. CO. 


1730 DIXIE HIGHWAY, LOUISVILLE 10, KENTUCKY 
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design and readily installed on the burner 
plate either at the time of assembly of the 
original burner equipment or upon instal- 
lation in the field. Since the scanner con- 
tains both the phototube and amplifier 
tube, no special shielded cable is required 
between the scanner and programming 
control. The photoelectric system is de- 
signed to withstand conditions of relative- 
ly high ambient temperature and is im- 
pervious to ambient humidity. 

The programming control is designed to 
provide accurate setting of both oil valve 
delay and post ignition periods in seconds 


ee 


upon installation. Timing is accomplished 
through a synchronous motor. Relay con- 
tacts are of heavy duty type capable of 
handling directly a pump motor of 1 
horsepower rating. 


Steel Combustion Chamber 
For Dravo Space Heaters 


DEVELOPMENT Of a stainless steel combus- 
tion chamber for its commercial and in- 
dustrial direct-fired heater has just been 
announced by Dravo Corp., Pittsburgh. 

By using this-material for combustion 























‘..» Maybe it’s the 
coupling...” 

















ASSURE EVEN 
POWER FLOW... 











With the Lovejoy L-R Type CX 
Double-flex flexible coupling, you 
know that drive and driven units 
are accurately aligned. You know 
that the coupling is right. Misalign- 
ment, whip, shock, surge, backlash, 
etc., are effectively controlled. 


Type CX Double-flex is especially 
designed for oil heaters and air 
conditioning units. 


a Ss 


“LOVEJOY FLEXIBLE COUPLING CO. 


5012 W. Lake Street 
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L-R Socket 
L-R Body inserted (not 
® Santiedy "te reuber boon molded in the rubber (no 


LOVEJOY L-R 
Type GX Double-flex 
Flexible Couplings 









actually 


metal) engages blower 
hub. 


@ Can't fall off when blower and 
pump units are serviced. 


@ Easily installed in dark or close 
quarters. 


© Quiet—no rattle. 


SEND TODAY FOR 
BULLETIN 520 ON 
THIS COUPLING 


Chicago 44, Ill. 
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chambers, Dravo engineers assert that the 
life expectancy of these heaters has been 
greatly increased since stainless steel has 
such high resistance to oxidation. 

While stabilized stainless steel has been 
used in high temperature work, such as 





ducts for direct fired turbines, this is be- 
lieved to be the first time it has ever been 
incorporated in commercial and industrial 
space heaters. The vulnerable part of an 
air heater is the combustion chamber 
where oxidation from high temperatures 
may cause inefficiency and failure. The 
application of heat-resisting steel in the 
Dravo Counterflo Heater makes it lighter 
in weight and more compact in size, mak 
ing possible a much wider range of appli 
cation. Suspended heaters may be located 
in the building roof trusses, either vert 
cally or horizontally, depending on the 
head room. 


Screen and Magnet Remove 
Abrasives from Oil Lines 


COONEY VALVE AND SCREEN CO., Erie, Pa., 
have announced a new trap incorporating 
a special mesh screen and a powerful 
Eriez Alnico permanent magnet built into 
a single unit. 

The body of the trap is made of brass, 
bronze or aluminum. The screen, without 
braces, stanchions or supports, is a unit 
separable from the screw cap to facilitate 
cleaning, renewal or change of wire mesh. 
The combination of the screen trap and 
a powerful permanent magnet, when 
placed in a liquid, or air line, stops all 
abrasive material—both magnetic and 
non-magnetic. 

The permanent magnets, used on the 
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REGISTRATIONS SHOW 











Wherever petroleum prod- 
ucts are handled, thrifty, 
long-lasting Ford Trucks 
are favorites. Ask your 
Ford Dealer to quote 
prices on your preferred 
type of tank truck equip- 
ment. Shown is a smart, 
modern unit by Spring- 
field Auto Works, S pring- 
field, Missouri. 


LONG-LIFE TRUCK FEATURES: Your 

choice of two great engines, the V-8 or the 
Six—semi-centrifugal clutch that needs no main- 
tenance lubrication—rear axle design that takes all 
weight-load off’ the shafts (34-floating in half ton 
units, full-floating in all others)—heavy channel 
section frames, doubled between springs in heavy 
duty models—big, easy-action brakes, with heavy, 
cast drum surfaces, non-warping and score-resistant 


nd ONLY FORD GIVES YOU ALL THESE 


IT— OPERATORS KNOW 


iT! 


FORD TRUCKS 
LAST LONGER! 


ONE big reason — 
FORD STEERING STANDS UP! 


Ford worm-and-roller steering gear reduces rubbing friction to a 
minimum. Rolling contact is employed to reduce friction at five 
vital points. This spares muscle and saves wear. The worm 
gear (1) is straddle-mounted on two large, opposed, tapered 
roller bearings (2 and 3). The worm acts upon an easy-turning 
roller instead of a common sliding cam or split-nut, and this roller 
is mounted on two needle-type roller bearings (4 and 5). Bearings 
of both the worm and the sector shafts may be adjusted, thus 
promoting long life and proper action with less replacing of parts. 




















—extra-thick sheet metal in cabs, cowls, skirts and 
fenders—all told, more than fifty such examples of 
Ford endurance-engineering. 

That’s why FORD TRUCKS LAST LONGER 
. . . why, as the national truck count for 1946 just 
released shows, more than half of all Ford Trucks in 
use are at least 9 years old . . . why there are more 
Ford Trucks in service now than ever before in 
history. More than 100 body-chassis combinations 
to choose from. Ask your Ford Dealer. 


MORE FORD TRUCKS IN USE TODAY THAN ANY OTHER MAKE 
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screen trap, require no wiring—power 
being furnished by the Alnico magnetic 
unit. The magnets are so made that their 
strength will last indefinitely. 


Iren Fireman Adds Units 
And Conversion Oilburners 


IRON FIREMAN’S expanded line of auto- 
matic heating equipment features the lu- 
minous flame as a “source of true heat- 
ing comfort.” The bright, yellow, highly 
luminous flame is declared to give off the 


ing to Iron Fireman’s combustion engi- 
neers. 

For the entire line, which now includes 
oilburners, and furnace and boiler units, 
the luminous flame theme is stressed. 
Added products include the Luminous 
Flame Vortex and the M-2 (gun type). 
The Vortex conversion burner’s saucer- 
shaped flame, which covers the hearth 
and sweeps the sidewalls, is the same as 
that for which a hand-fired furnace was 
designed. The M-2 gun burner has a ca- 
pacity range from .6 gallons to 4.5 gal- 
lons per hour. 











WE HAVE APPOINTED— 


Ispeen and SONS 
UTOMATIC a 


619 Acorn Street, Phila., Pa. 





greatest amount of radiant heat, accord- 
790 Broad Street, Newark, N. J. 


{ 
y 
1284 Beacon Street, Brookline, Mass. 


OUR EXCLUSIVE EASTERN SEABOARD 
FACTORY REPRESENTATIVES FOR — 


THE SCHACHT 


STAINLESS STEEL NOZZLE 


with the 








PATENTED 
“WHIRL CHAMBER” 


The SCHACHT NOZZLE is worthy of your con- 
sideration. Not only is it precision made, on newly 
created ingenious volume producing machinery, in a 
brand new modern plant, devoted exclusively to noz- 
zle manufacturing, it has the “PATENTED WHIRL 
CHAMBER.” 


This CHAMBER, whirls the oil rapidly, breaking it 
up finer, supplies improved combustion, shorter, 
cleaner, increased heat producing flames. Added up, 
means LESS fuel consumption. 


Too—this WHIRL CHAMBER sets up an agitation 
behind the orifice that helps to keep it clean, longer. 
— CLOGGING TROUBLES THERE- 








We are prepared to make immediate shipment and want DEALERS— 
JOBBERS and BURNER MANUFACTURERS to become fully ac- 
quainted with the SCHACHT NOZZLE-ADAPTERS and usual noz- 
zle accessories—N O W ! 

WRITE TODAY FO! 
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Iron Fireman has also designed a self- 
contained furnace unit (Airborne) and 
a boiler unit (Waterborne) which will 
give maximum operating efficiencies with 
either oil firing or automatic coal firing, 
Firing units are interchangeable. 





lron Fireman's "Vortex" 


Control instruments of exclusive de- 
sign include room thermostat, synchro- 
stat or time switch, limit control to pre- 
vent overheating of flue or furnace, fan 
control and (in the coal model) an auto- 
matic refueling instrument to keep the 
fire banked ready for instant action. 

Unusually large primary heating sur: 
faces, exposed to the direct radiant heat 
of the luminous flame, are provided in the 
Waterborne units for steam, hot water or 
vapor heating. The Waterborne contains 
a boiler, a built-in Vortex oilburner or 
Coal-Flow stoker, an instrument panel 
neatly recessed into the side of the cabinet, 
and, if desired, a built-in hot water coil. 


Queen Stove Range Burner 
Produced with Improvements 


QUEEN STOVE WORKS, INC., Albert Lea, 
Minn., announces the new Superflame 
(Pot-Type) range burner. Several refine’ 
ments have been made over the original 
Queen range burner. The burner retort, 
which takes the place of the firebox linings 
in the coal and wood range, is now adjust 
able to fit various sizes of ranges without 
trimming, cutting, or bending the metel. 
Knock-out plugs are also provided in the 
burner back plate for installations of a 
special Hot Water Coil if desired. An ad- 
justable stand is provided in place of the 
four legs which formerly supported the 
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The OAKMONT Arcoflame 
Oil Heating Unit. A mod- 
erate priced unit for small 
and medium-sized homes. 
Advanced features include 
specially designed finned 
surfaces for extracting maxi- 
mum heat from hot gases 

. Biltin Taco Water 
Heater (tank or tankless 
type) for year ’round hot 
water ... steel jacket and 
heavy corrugated air cell 
insulation ... and 7-inch 
nipples extending partially 
below water line to insure 
rapid circulation of water 
within the boiler and elimi- 
nate costly external headers. 


You sell the 
Most Complete Line... 
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The SARATOGA Winter Air 

Conditioner. A modern, 
low-priced oil fired unit for 
small homes. Features heat- 
ing element of heavy cop- 
per bearing steel. Single, 
compact enclosure holds 
both blower-filter and heat- 
ing unit to give the Sara- 
toga a trim, smart appear- 
ance. Colorful jacket also 
provides space for con- 
cealed Arcoflame or any 
other standard burner. 


and the 
Best Known Name... 


Sed 
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ben you sell American-Standard 


HEATING EQUIPMENT 

















@ Because it’s good business to have the right heating equip- 
ment for your customers’ needs, it will pay you to feature the 
complete American-Standard line. Performance-proved and 
smartly styled, these products are designed and engineered for 
practically every type of installation. Furthermore, because 
they are continuously advertised in leading national maga- 
zines, no products are better known. Remember, too, that 
American-Standard Heating Equipment for modernization 
can be sold on the helpful Time Payment Plan of the Heating 
& Plumbing Finance Corporation. For details, see your Whole- 
sale Distributor. American Radiator & Standard 
Sanitary Corporation, P. O. Box 1226, Pittsburgh 
30, Pennsylvania. 


lerwing the Nealiond flealde arid City btim——— 





LOOK FOR THIS MARK OF MERIT—It identifies the world’s largest line of Heating and Plumbing Products for every use . . . including Boilers, Warm Air 
Furnaces, Winter Air Conditioners, Water Heaters, for all fuels—Radiators, Convectors, Enclosures—Gas and Oil Burners—Heating Accessories—Bathtubs, 
Water Closets, Lavatories, Kitchen Sinks, Laundry Trays, Brass Trim—and specialized products for Hospitals, Hotels, Schools, Ships, and Railroads. 
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tured on the PowRmatic high pressure oil- 
burner announced by Kres-Kno Oil Burn- 
er Mfg. Co., of New York 10, and Mont- 
real 2, P. Q. It is claimed to provide a 
simple means of controlling air and oil 
supply to give better combustion and cor- 
rect flame size. 

Adjustment is made by swinging aside 
the protective nameplate at the back of 
the fan housing and moving the indicator 
knob up or down in a slot over a calibrated 
scale. This regulates the path of air flow in 
the draft tube to produce the desired flame 
characteristics. 


burner and required separate adjustment. 

The range burner has no wicks, no 
rings and no electricity is required. A con- 
stant level value provides any cooking 
heat desired by simply turning the valve 
to low, medium or high. The 3-gallon 
Queen Wall Fuel Tank, or a large outside 
fuel tank, may be used. 


Powrmatic Pressure Burner 
Has Micro-Flame Adjustment 


THE VELOCITROL, a device for the close 
adjustment of air supply, is being fea- 





TAKE A MONARCH “ TIP’ -- 
AND COMPARE RESULTS! 





Monarch Nozzles are preferred by most of the Oil Burner 
Industry because: 

1. Capacities and spray characteristics are uniform. Each 

nozzle is individually spray tested and checked for 
capacity against the flow of a calibrated master 
sample and capacity tolerances are as low as plus 

or minus 214%. 

2. Standard nozzles will fire most gun type high 
pressure burners satisfactorily, but special 

series are also available for burners requir- 
ing nozzles with specified spray character- 

istics. 

3. For twenty years “Monarch” has 
pioneered most major oil burner 

nozzle improvements. 

























Air Cones & 
Stabilizers 


Monarch air cone 
and stabilizer combi- 
nations have made thou- 

sands of old burners 
more efficient and are 
used as original equipment 

by many burner manufac- 
turers. Their use in combina- 
tion is really your assurance.of 
satisfactory performance, be- 
cause every size and style has 
been thoroughly fire tested in lab- 
oratory or ficld over a period of 
many years. Eliminate guess work. 
Use tried and tested equipment. 
















Replacement 
Valves 









type 
pressure regulating and 
cut-off valves are avail- 
able in several models to 
suit most replacement needs. 
G-49 valves can be mounted 

in any position and piston will 
not jam from dirt. Contain no 
bellows or diaphragm to break 
or corrode. 


Monarch piston 
















Write for Catalog D 


MONARCH MFG. WORKS, INC. 


EAST WESTMORELAND AND SALMON STS. 


PHILADELPHIA 34 PENNA. 
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Air Bleeder Valves 
For All Pump Units 


AIR BLEEDER VALVES in lg and 1% in. pipe 







threads, which can be used on all domestic 





oilburner pump units are being offered by 


the Hydrovalve Co., New York 18. This 
























valve, RS-8, is said to give complete ex- 
pulsion of air for starting. 

By loosening the socket head screw with 
an Allen wrench, the valve is designed to 
direct a confined stream of oil at an angle 
away from the pump and into a container, 
thus allowing quick and clean bleeding of 
oil from the lines. Service time is claimed 
to be saved, as well as bruised knuckles 


and frozen and stripped pipe plugs. 


Webco Portable Brake 
For 20 Gauge Material 


A PORTABLE SHEET METAL BRAKE, the 
Webco, is now being manufactured by 
Webb Machine and Tool Co., Imperial, 
Pa. Available in working widths of 31” 
and 49”, the brakes handle 20 gauge ma’ 




























HOT WATER ax 
abbas re TEAM HEATING 


TO FIXTURES : # A 
Ral ie wo eee 
ORAIN = WATER SUPPLY LINE ea Y: 


yao tase eae Ma “VALVE SPECIFICATIONS 


FROM TANKLESS HEATER 
@® Watts No. 89 Low Water 


Cut-off for gauge glass in- é 
stollation. Moximum steam 
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ressure 25 tb: gf a 
Soe WATER 1 fe po D 
To Teme atts No. 71 jomestic A ey 
FERIN VALVE hot water service tempering a COLD 
valve, Set to deliver 140° F, boy HOT wi - 
ee ae THOT WATER @® Watts No. 40L or 40XL 


0) Watts No. 30A Dia- 
phragm type pressure 
relief valve automotically 


Ey te aes Self-closing temperature relief 


5. valve with poppet oction pressure 
(¢ relief in some unit 





























{ relieves incase of excessive 
AUTOMATIC pressure. Set to relieve of Watts No. 38 or 45 
sce? 125 Ibs. Sizes Y2" or %". : *, Feed water requiator unit with 
} SSS HAND VALVE ©) Wotts N 195 On ae HOT WATER | rom A. 5. M.E. std. diaphragm pressure 
e) ’ atts o bib { relief volve 
piece Pressure Reducing Bo! LER 





No. 73 . Circulation 


© Watts 
VALVE SPECIFICATIONS — conrolic arety contol tnt 


1 tempercture below 160° F 
0) Watts No. 30A or 301 .. presoe pressure relief valve 
for tanks heated by indirect heaters. 
3) Watts No. 135 of 1235S . . . Pressure reducing volve and 


strainer, Sizes 2", 34° or 1° 


Valve and Strainer. Set to 
deliver 45-50 Ibs. 











HOUSE 

HEATING has 
been mightily 
improved ... 
WATTS contribution to the 


development of house-heating 
is the creation and manufac- 
ture of protectivé-control 
devices that~enable you to 
assure your customers of 
efficient control, positive safety, 


and economical operation. 


WATTS REGULATOR CO. 


Lawrence, Mass. 


SEND FOR 


CATALOG 


NO. 46) 
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terial. Both models come equipped with 
detachable stand, and can be carried in 
back of a car or pick-up truck. Folding 
bar is controlled by case-hardened cams 
resting on leveling washers that permit 
even distribution of pressure. Cams are 
operated with a flip of finger tips; fold- 
ing bar raises automatically when pres- 
sure is relieved, and can be completely 
removed for bends that cannot be made 
with fixed bars. Bends up to 150°,—in- 
cluding the “Pittsburgh” bend, are made. 


Coated Steel Sheets 


For Reflective Insulation 


FERRO-THERM Steel Insulation manufac- 
tured by American Flange & Manufac- 
turing Co., Inc., New York 20, is a “re- 
flective” insulation with all qualities of 
steel. It is permanent and fire-arresting. 
A tin-alloy coating, makes it non-cor- 
rosive. Though only 0.006 of an inch 
thick, it reflects 95% of all radiant heat, 
and results in major fuel savings during 
cold weather season. Does not harbor ver- 











@ GENERAL FUELOIL FILTERS 
@ SCHACHT OIL BURNER NOZZLES 
@ CLEAN SWEEP SOOT REMOVER 








Large quantities of oil heating dealers, jobbers and manufacturers, give 


us substantial volume because they like these products BEST! If you 
do not now sell any of these products, perhaps it is because you have 
never really gotten to know them well oon Here's your opportunity 
to quickly and easily get to know them. € 

boxes that— 


have prepared special 
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WILLIAM J. DEBLER, SR. 
ROBERT T. DEBLER e 
WILLIAM J. DEBLER, JR. 


LOOK FOR MANUFACTURERS ADVERTISEMENTS 
FOR THESE PRODUCTS ON OTHER PAGES. 
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790 Broad Street, Newark 2, N. J. 


619 Acorn Street, Philadelphia 28, Pa. 
1284 Beacon Street, Brookline 46, Mass. 


. NEWARK OFFICE 
PHILADELPHIA OFFICE 
BROOKLINE OFFICE 








min, rodents, absorb moisture or absorb 
odors of any kind. Stapled permanently 
in place, it cannot settle or pack down. 


Lau Adds Window Fan 


A NEW LIGHTWEIGHT 18” window fan, 
for pulling fresh air into a room or ex- 
hausting stale, hot air, is being introduced 
by the Lau Blower Co., Dayton, Ohio. 
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This newly-designed fan with many mod- 
ern improvements, is an addition to the 
present Lau “Niteair” fan line. 

Streamlined and finished in two-tone 
baked enamel, the fan is powered by a 3- 
speed motor. It is equipped with special 
Lau-designed blades and is equally appli- 
cable for use in the home, office, shop or 
factory. 

The base bracket of the fan is cushion: 
mounted with rubber spot treads to elimi- 
nate noise and vibration; avoids marring 
tabletops and polished floors. 


Tron-Hide Baffle and 
Adjustable Support 


A FIREBOX BAFFLE, available in five diam 
eters from 12” to 20”, is hinged so that 
it can be folded to slide through the boiler 
feed door. Iron-Hide baffles come complete 
with high test chain and are designed to 
hang from pipe nipple or grate bar that 
has been placed in the center opening of 
the crown sheet. If the design of the boil- 
er lacks a center hanging point, the Iron 
Hide adjustable baffle support is installed. 
The support fits all door frames and rests 
on the rear fire wall of any boiler. In a 
warm air furnace the support is placed 
end up in radiator. Baffles and supports 
are made by Iron-Hide Refractory Prod 
ucts, Matawan, N. J. 
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to new qualif¥ageak! 


Proven efficient, reliable, economical and quiet, 
De Soto Oil Burners backed by years of sound 
engineering experience are now available in 
a complete line of modern units . . . Simplicity 
of installation and servicing features are com- 
bined with smart appearance and fine perform- 
ance. No vibration noise or radio interference... 
Bureau of Standards and Underwriters’ Labora- 
tory approval. 


De Soto Companion Water Heater 
A tully automatic oil burning water heater, neat 
in styling, inexpensive to operate, provides 
ample hot water the year round, Complements 
De Soto Oil Burner installations to provide com- 
plete home comfort and convenience. Approved 
by Underwriters’ Laboratories and guaranteed 
by De Soto Oil Burner Corporation, ; 


WRITE WIRE PHONE 


Increased production now permits us to give speedy delivery 
to additional dealers and distributors, Find out more about 
these dependable units and how they will help build up your 
list of satisfied customers. 
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SERVICE 


AUDELS OIL BURNER 
GUIDE=A new practical, 
concise treatise, 384 pages 
—31 Chapters—321 Diagrams 
and Illustrations—covering Domestic and Indus- 
trial Oil Burners. New from Cover to Cover. 
Gives practical inside working knowledge of 
theory, construction, installation, operation, 
testing, servicing and repair of all types of oil 
burners. Includes electrical hook-ups and 
wiring diagrams of automatic control systems. 
Step up your own skill with the facts and figures of 
your trade. Audels Mechanics Guides contain Prac- 
tical Inside Trade Information in a handy form. 
Fully illustrated and Easy to Understand. Highly 
Endorsed. Check the book you want for 7 days 
Free Examination. 
, Send No Money. Nothing to pay postman. 


par @-—— CUT HERE ——-By 


MAIL ORDER 


AUDEL, Publishers, 49 W.23 St, NEW york 


Please send me postpaid for FREE EXAMINATION books 
marked (x) below. If | decide to keep them I agree to 
mail $1 in 7 Days on each book ordered and further 
mali$1 monthly on each book until i have paid price. 
Otherwise. | will return them. 


[) OIL BURNER GUIDE, 384 Pages ...... $1. 

REFRIGERATION & Air Conditioning, 1280 Pgs. 4. 
POWER PLANT ENGINEERS Guide, 1500 Pages. 4. 
PUMPS, Hydraulics & AirCompressors, 1658Pgs. 4. 
WELDERS GUIDE, 400 Pages ee Gg a 5 
BLUE PRINT READING, 416 Pages. - | |: 
SHEET METAL WORKERS Handy Book, 388 Pgs. 
SHEET METAL PATTERN LAYOUTS, 1100 Pgs. 
AIRCRAFT WORKER, 240 Pages ...... 
MATHEMATICS & CALCULATIONS, 700 Pgs. . 
MACHINISTS Handy Book, 1600 Pages .. . 
MECHANICAL Dictionary 968 Pages... . . 
AUTOMOBILE GUIDE, S40 Pages |... 
DIESEL ENGINE MANUAL, 400 Pages .. . 
MARINE ENGINEERS Handy Book, 1280 Pages 
SHIPFITTERS Handy Book, 272 Pages .. . 
MECHANICAL DRAWING COURSE, 160 Pages 
MECHANICAL DRAWING & DESIGN, 480 Pgs. 
MILLWRIGHTS & Mechanics Guide, 1200 Pgs. 
CARPENTERS & Builders Guides (4 vols.). . 
PLUMBERS & Steamfitters Guides (4 vols.) . 
MASONS & Builders Guides(4 vols.) .... 
MASTER PAINTER & DECORATOR, 320 Pgs. 
GARDENERS & GROWERS GUIDES ¢4 vols.) 
ENGINEERS and Mechanics Guides 

Nos. 1, 2,3, 4, 5,6, 7and8complete . . . 1 
[] Answers on Practical ENGINEERING ... . 
ENGINEERS & FIREMANS EXAMINATIONS . 
ELECTRICIANS EXAMINATIONS, 250 Pages . 
WIRING DIAGRAMS, 210 Pages ...... 
ELECTRICAL DICTIONARY, Terms .. 
ELECTRICAL POWER CALCULATIONS, 425 Pgs. 
HANDY BOOK OF ELECTRICITY, 1340 Pages 4. 
RADIOMANS GUIDE, 914Pages ...... 4. 
ELECTRONIC DEVICES, 216 Pages ..... 2 
ELECTRIC LIBRARY, 12 vol., 7000 Pgs., $1.50 vol. 
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Readers Protlems 


Q. I have read with great interest the 
letter and discussion of the problem of 
H.S.E. of Boston in the November issue 
of FuELomL & O1t HEAT. 


His difficulty in all probability is 
caused by the weight of oil in the suction 
line which is above the oil level in the stor- 
age tank. When this weight exceeds the 
equivalent of atmospheric pressure the 
vacuum will be broken. 


Recently we experienced this on a new 
installation where the burner operated 
satisfactorily for several weeks and then 
lost vacuum for no apparent reason. 
While we were experimenting to deter- 
mine the source of trouble an oil delivery 
was made after which the pump held its 
prime. 


As a result of this we keep this tank 
fairly full and have not had a complaint 
from the customer since that time. I be- 
lieve that if H.S.E. will do the same on 
his job he will eliminate his trouble. Can 
you find any simpler way out of such 
trouble? 


J.J.R., Jr., Baltimore 


A. This is indeed a simple cure for the 
loss-of-prime trouble which was described 
on page 110 of the November issue, and 
this account of a case history which in- 
volved similar trouble is greatly appre- 
ciated. There are no drawbacks to using 
this method for ending the trouble, if the 
burner owner and the oil company which 
delivers the fueloil do not find disadvan- 
tages in the need to deliver oil before the 
tank is nearly empty. It is true, however, 
that there might be objections to having 
to keep the tank fairly full, that is, to the 
need for delivering oil to a 1,000 gallon 
tank, for example, before the tank holds 
less than, say, 500 gallons. It is true also 
that thousands of oilburners which are lo- 
cated above oil storage tanks are working 
properly. All of the suction lines of these 
burners are under partial vacuum when 
the burners are operating; with a check 
valve only at the burner end of the suc- 
tion line of such an installation, there is a 
vacuum in the suction line when the burn- 
er is idle also. Many oilheating engineers 
declare that a fuel unit on a pressure 
burner should not work against a higher 
suction line vacuum than 10” mercury, 
read at the inlet to the oil pump. Cer- 
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“This boiler 
can wait ’til 
the roof is on” 


When your client’s heating plant is 
to be H. B. Smith, you can go right 
ahead and finish your building be- 
fore you install the boiler. This 
means that when material and labor 
shortages slow down or stop the job, p 
your new boilers don’t have to stand 
in a half-erected building exposed to 
the elements. 

H. B. Smith boilers can be placed 
in any building, through ordinary 
doorways, because they are as- 
sembled from multiple cast-iron sec- 
tions. These sections are shipped 
directly to the point of installation, 
where they are assembled quickly 
and easily. H. B. Smith header-type 
construction cuts erection time and 
costs too. 

Once an H. B. Smith Cast-Iron 
Boiler is installed, the owner usually 
agrees that there is no finer looking, 
finer performing boiler in service. 
So when your building schedule 
calls for a boiler that can be installed 
“after the roof is on”... or when- 
ever there is need for uninterrupted, 
efficient low-cost heating... recom- 
mend H. B. Smith Boilers, for new 
installations or replacement. Write 
for your free catalog. 


pi, ‘ 
CAST-IRON BOILERS 


THE H. B. SMITH CO., INC. 
WESTFIELD, MASSACHUSETTS 


BS OS 






Offices and Representa- 
tives in Principal Cities 
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PROFIT WITH C OMBINO 
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FUEL OIL INLET AND VENT CASING IS NOT A “GADGET”. IT’S A PROVEN, INEXPENSIVE BUT 
LING ITEM, DESIGNED TO INCREASE YOUR VOLUME OF RETAIL SALES. IN THIS POST-WAR 
IC COMPETITIVE SALESMANSHIP, CONSOLIDATED DISTRIBUTORS’ ENGINEERING CORPORATION 
PPED FORWARD TO OFFER THIS SURE-FIRE ITEM THAT HAS PROVEN ITS SUCCESS IN CLOSING 
5 OF AUTOMATIC OIL HEAT 


UGLY ? ASSEMBLY? 
OF COURSE!! VERY SIMPLE!! 


| Unsightly oil and vent Beautiful, rustproof cast 
pipes such as these, have aluminum alloy, made to © 
done more to discourage accommodate 2" fill pipe © 
fuel oil installation sales and up to 114.” vent pipe, — 
than any other factor. the COMBINO is adapta- 
Notice how the handsome ble for use on any thickness or type of wall. 
O magnified above has performed a The easy to assemble parts as shown, combine 
smoothness in eliminating this simply into a neat 814” x 5” unit. Conforms 
with the recommendation of Underwriters 


| ? TELY !! Laboratory. 
ee nee FOR INFORMATION !!! 


posed, fill and vent pipes, Consult your local jobber or write direct for 
jae the COMBINO blends into literature and prices. We are prepared to wel- 
f the most beautiful home. A come and assist interested dealers and jobbers. 


Sa agai A FEW JOBBERS TERRITORIES 
ae heat installations ARE STILL OPEN IN 
| IN OUR EXTRA $$$ 


or slow season re- 
turn calls. PROFIT PLAN 
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tainly, drawing the line on 10” as the 
maximum pump-inlet vacuum, and ar- 
ranging for lower vacuum than this where 
possible, do help in arriving at proper, de- 
pendable burner operation. However, at 
hand are data which indicate that on 
certain installations pressure burners 
equipped with single-stage fuel units are 
operating dependably with vacuum gauge 
readings as high as 18” at the pump inlets 
with the burners in operation. 
i 

Q. Overheated tank on cold days oc- 
curs on a summer-winter hot water lay- 
out. Hooked to a steam boiler, the indi- 
rect water heater purposely is oversize for 
spotty peak loads, and heats the tank 
fully, 100° rise, in one and a half hours. 
We closed globe valve “A” more and 
more. To our surprise the tank still over- 
heated, on coldest days when little hot 
water was used, with this valve tight- 
closed. Can you please explain this? 

L. G. S., Spokane, Wash. 

A. Assuming valve “A” closes tightly, 
there is two-way circulation through the 
horizontal pipe which connects the top of 
the indirect heater to the boiler. Hot water 









































flows to the heater through the top of this 
pipe while cooler water returns to the 
boiler through the lower part of the pipe. 
You can check this easily by finding out 
if the top of the indirect heater is hot when 
valve “A” is closed and the boiler is steam- 
ing. To end two-way circulation trouble, 
install gate valve “B” as the drawing 
shows. For coldest weather, probably this 
should be closed entirely, then opened 
only about one-quarter or half a turn. 
You should write to specialty manu- 
facturers for information on water mixing 
valves and other automatic devices which 
can be used to overcome the difficulty 


you describe, and which eliminate the 
need for manual adjustments to arrive at 
the proper hot water temperature in dif- 
ferent kinds of weather. An installation 
is not modern and complete if the home 
owner or a service man must continually 
open and’ close a valve because the hot 
water from the faucets runs too hot or too 


cold. 
* oe & 

Q. Where the smokepipe of an over- 
sized unit is so cool you can keep your 
hand on it, and as a result the burner keeps 
“going off on safety,” what can be done 
to make a stack control panel work bet- 
ter? 

J.J.E., Hackensack, N. J. 

A. As a temporary remedy for the 
trouble to be employed only until the 
proper remedy can be used, increase the 
firing rate to obtain a higher stack tem- 
perature; or, if possible, remove flue bafiles 
to obtain a higher stack temperature. 
Either of these temporary remedies will 
increase the fuel bill. 

To arrive at the proper, permanent 
remedy: 

1. Install the stack control panel where 




















Ili ROW IS ALMOST HERE! 


The good things of life that we have all been promised 
so many years are gradually materializing. 


Nu-Way industrial designers and engineers are bring- 
ing together many advanced ideas. These ideas are grad- 
ually developing into realities. 


The new Nu-Way line of burners, combining precision 
workmanship with efficient operation, will be both a pleas- 
ure to look at and will have incorporated in them the high 
standards of Nu-Way performance. 


Yes, tomorrow is almost here! 
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HEATING EQUIPMENT 
COAL: OfL{6aAs 






















be Eo 5 > @ Because so much depends on proper control of drafts, 
The famous field | 

leading heating equipment manufacturers are selecting 

|. the Field Barometric Draft Control as standard equipment. 


ROLLING TYPE HINGE | And alert dealers are installing Field Controls in all hand- 


PIN fired furnaces in their territories. The Installation is highly 
— means no friction, no 


binding, no need for oil- profitable, and provides a ‘‘door opener” for future sales of 





ing, no fear of corrosion. automatic heating equipment. Write today for facts on the 
Note the off-center gate : 
mounting : Field line — most efficient, most accurate, most reliable draft 


controls made today. 


EXTENDED HOUSING 


— places gate outside . 
he Shea 0d tala ant = And the Field Control comes complete ready 


and gases — no warp- to install. 
ing, no binding. ' 


mernncerenemrcerererermerwncosmanes 





SIDE WINGS 

— mean greater accuracy 
throughout the full range 
of the control. Fuel 
savings range up to 25%! 








FIELD CONTROL DIVISION | 
OF H. D. CONKEY & CO. MENDOTA, ILLINOIS 
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its heat-sensitive element will be sur- 
rounded by products of combustion which 
are hotter than the smokepipe gases. Use 
a stack thermometer in trying to find the 
proper location for the panel. Do not in- 
stall the panel where its heat-sensitive 
element will be in the combustion space. 
Aim to have this element in gases which 
are not hotter than about 800°F. With 
many furnaces and boilers, the trouble is 
cured simply and easily by installing the 
stack control panel on a flue clean-out 
door where products of combustion at a 
maximum temperature of 600° to 800° 





KRAISSL 


FILTERS 
STRAINERS 


PUMPS 


Keep Fuel Oil Lines 
Open and Active 





Year-in, year-out perform- 
ance proves the skill of 
KRAISSL engineering design 
and the honesty of KRAISSL 
manufacture. 


Class 72 Strainers and Filters 


Single and Duplex 
types for suction or 
discharge service — 
any practical degree 
of filtration in units 
designed for low 
pressures as well as 
up to 500 Ibs. hydro- 
static test—easily re- 
movable filter basket 
insures quick clean- 
ing. 





Duplex 





Single 
Class 60 Heavy Oil Pumps 


Standard equip- 
ment wherever in- 
dependent pump 
and motor sets or 
booster pumps for 
pump-type burners 
are required. 





Submit your fuel-line problems to KRAISSL 
engineers—literature and prices on request. 


295 WILLIAMS AVE. 
THE KRAISSL COMPANY 


HACKENSACK, N. J. 








will affect it. Moving the panel closer to 


the smoke outlet, but keeping it on the 
smokepipe, may help. The answer may 
lie in locating the panel on the smokehood 
of the unit. 

2. Write to the manufacturer of the 
stack control panel, giving stack tempera- 
ture data and asking for information on 
special adjustments or special heat-respon- 
sive parts which can be used to cause the 
panel to work properly when mounted on 
an exceptionally cool smokepipe. 

. 2. s 

Q. How much fuel is saved by lowering 
night temperatures through using a clock 
thermostat? 

D.C.M., Detroit 

A. Through making best possible use of 
a clock thermostat for saving fuel, a fuel 
savings of about 15°% may be expected in 
a typical residence, according to field tests 
made over years in certain typical homes. 
Conservative-minded equipment dealers 
often indicate: that clock thermostats 
usually save important amounts of fuel, 
but do not guarantee verbally or in writ- 
ing that this holds true for every house. 
There are exceptional homes and heating 
plants, and with these there have been dis- 
appointingly slight fuel savings as the re- 
sult of switching to reduced night tem- 
peratures. 

x ok x 

Q. After installing in the past year a 
few dozen oilburners all of which work 
well, we have a complaint which we have 
not been able to solve. The six vent valves 
on the radiators, which never made a 
sound when coal was used, now make a 
loud hissing every time the burner runs. 
This wakes the occupants at night. Does 
oilfiring often cause this complaint? 

E.T.B., Brooklyn, N. Y. 

A. The trouble you describe is almost 
unheard of with relation to one-pipe 
steam plants which are properly oilfired. 
The probable cause lies in firing the boiler 
a great deal harder than is correct for the 
radiation load. The fire may be twice the 
size it should be. To correct the trouble, 
measure the radiation load and report this, 
together with data on the burner model 
and boiler model, to the manufacturers 
of the boiler and the burner. Request in- 
formation on the proper firing rate for the 
installation. 

Here is one good thumb rule for one- 
pipe steam plants: Fire one gph for the 
first 200 sq. ft. of standing steam radia- 





tion, plus an additional one-third gph for 
every additional 100 sq. ft. of standing 
steam radiation. The result is the proper 
firing rate for a fairly efficient boiler con- 
nected to insulated steam and return lines 
of the usual lengths, located in heated 
spaces. Low efficiency may require firing 
about 25% harder; unusually high efh- 
ciency permits using about 25% lower 
firing rate. 

When you reduce the firing rate con- 
siderably to end the hissing of the vent- 
valves, build a new, smaller firebox to ob- 
tain good combustion. 











Profits! 


Through the 
SUPER-THERM 
Y he Lé 
OIL BURNER 





SALES prospects for this 
modernizing, easily installed 
oil burner are a// owners of 
gas, wood and coal stoves 
and ranges. Super-Therm fits 
any size stove, front or rear 
—will last a lifetime—will 
not soot or smoke— has auto- 
matic safety features. Write 
now for details and dealer 


profit facts. 


THERM OIL BURNER CO. 


Pioneers of the Oil Burning Industry 
2105A Westlake Avenue 
SEATTLE 1, WASHINGTON 
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Q. Answering a service call, no oil was 
coming from the nozzle although the pump 
was not air-bound and the nozzle was not 
plugged. After trying a dozen remedies, 
I simply backed-out the fuel unit adjust- 
ment and tuned for lower nozzle pressure. 
The flame came on and the burner ran 
properly. As this remedy is something I 
never heard of before, please give me in- 
formation on it. 
T.E.S., Des Moines, Iowa 

A. The trouble is in the fuel unit. Be- 
cause it is old and worn, or simply defec- 
tive, adjusting for higher atomizing pres- 
sure causes the shut-off valve to close. At 
the higher pressure, the pump output is re- 
duced, or excessive amounts of oil leak 
past the pressure regulating valve parts of 
the fuel unit. If the pressure regulating 
valve has a “by-pass slot” or equivalent 
device, this may be too large. Too much 
oil may be leaking past the piston of a fuel 
unit which has a piston-type pressure 
regulating and shut-off valve. There may 
be a leak in the bellows of a fuel unit 
which. has a bellows-type pressure regu- 
lating and shut-off valve. The fuel unit 
may be supplying oil for a nozzle of some- 








what higher output than will give good 
results with the particular fuel unit. We 
assume that the oil strainer in the feed line 
to the fuel unit is not plugged, since you 
indicate you checked many other items 
before trying reduced atomizing pressure. 
A plugged strainer can cause this diffi- 
culty. Always use a pressure gauge when 
adjusting the pressure of a fuel unit. For 
outside tank installations and unusual fuel 
unit troubles, use a vacuum gauge also. 


* * 


Q. Using the 6.0 gph nozzle needed to 
carry the heating load well on sub-zero 
mornings, a gun-type burner gives com- 
bustion trouble together with a blue flame 
unlike anything I ever saw before. Firing 
a 4.0 gph nozzle, which we are doing un- 
til I hear from ‘you, gives a stable, safe, 
clean flame. 

When I fire 6.0 gph with this burner 
which up to now has done well at this 
firing rate, the entire combustion space of 
the boiler fills up with silent, blue flame. 
I see this by quickly opening the firing 
door for a “‘snatch test” after the burner 
has been running a few minutes with the 





door closed. Throwing the firing door wide 
open seems to cause the whole blue flame 
to expand. Fire flows out of the door, then 
the flame burns the proper color, yellow 
to red, in the firebox, but noxious gases 
fill the boiler room. The boiler “pants” 
almost silently with the firing door closed; 
the flame can’t be heard, but the asbestos 
on the boiler trembles and the boiler room 
door rattles. Opening wide the slots in the 
firing door stops this, but then the outside 
of the door covers with soot and oil odors 
fill the boiler room. 


I feel certain the firebox installed a 
few months ago is not the cause of the 
trouble, for identical fireboxes give excel- 
lent combustion elsewhere. Designed for 
6.0 gph, here are the dimensions: Nozzle 
height 7/2” side height 18”; width 16’; 
length 32”. The back wall is 9” higher 
than the side walls and slopes steeply to 
wards the fire as my drawing shows, with 
the side walls built up at the rear to meet 
1t. 

B. S., Wilmington, Del. 


A. The primary cause of the trouble 
is poor draft. Several of the symptoms 









And there’s a rea- 
ee eee 


It does the job be- 
cause it is simple 
. .. just 2-moving 


parts—each self supported. It operates at 
low speed resulting in longer, trouble-free 
life. There are no gadgets; springs, timing 
gears, etc. to get out of order. 


It’s self-priming ... moves the liquid with- 
out pulsation. Delivers against discharge 
pressures of 50—100—200—500 psi depend- 


ing upon the application and construction. 












VIKING PUMP COMPANY 


CEDAR FALLS, IOWA 





WRITE TODAY 
FOR FOLDER |500EE. 


FOUR OTHER 
GOOD REASONS: 
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Just why 
should | handle 
Gulf Fuel 


Oil? 


One good reason is 


advertising. Gulf tells its 
Fuel Oil Story to millions via 
billboards, station posters, bus and 


car cards, and radio. 


1. When you handle Gulf, you handle a 


name that customers trust. 

2. You know that Gulf Fuel Oil is uniform 
in quality. 

3. You can count on Gulf for displays, 
ads, and other sales helps. 

4. You get fast, convenient distribution. 


Gulf Oil Corporation ® Gulf Refining Company 


Park Square Bldg. 17 Battery Place 1515 Locust Street 
Boston 17, Mass. New York4,N.Y. Philadelphia 2, Pa. 


Hurt Bldg. 
Atlanta 1, Ga. 


Nicholas Bldg. 
Toledo 1, Ohio 
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IT PAYS. 








to recommend and install 


Klemen 


UEL OIL FILTERS 


Equipped with CHEMISTONE 
the original Controlled Porosity Element 








On every service call, make 
it a point to suggest a Klemm 
Fuel Oil Filter as the best 
way to insure an uninter- 
rupted flow of oil to the 
burners. Jt traps dirt, sedi- 
ment, water and other 
foreign matter. All your 
customers need this protec- 
tion. Klemm Filters are low- 
priced, dependable and 


sary emergency calls. 


There are other filters but none 
with Chemistone! 


HERE'S WHY KLEMM CHEMISTONE FILTERS EXCEL: 


1 Dependable Performance... 
Removal of foreign matter 
assures smooth flow of oil. 


2 Wide Range of Use...Klemm 
units operate efficiently with 
Nos. 1, 2, and 3 grade oil. 


3 Use With Any Burner...Same 
CHEMISTONE element func- 
fions perfectly with all types 
of burners. 


4 Flow Capacity...50 gallons 
or more per hour at one-foot 
gravity feed. 


5 Oil Tight ... Extra wide gas- 
kets make a tight seal for bowl 
and head casting. 


6 Easy to Install ...Can be 
readily installed on all stand- 
ard models of burner or tank. 


7 Simple to Service...CHEMI- 
STONE Filter element is easily 
removed for cleaning. Use 
over and over. 


8 Full Visability ... Inspection 
requires no removal of parts. 
Filter element is visible. 


LIBERAL DEALER DISCOUNTS — TERRITORIES OPEN 
Write today for full information ! 


1718 N. Damen Ave. 
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highly efficient. You profit 
on each sale and eliminate 
the cause of many unneces- 


Chicago 47,Illinois 
Export Division: Guiterman Co., Inc., 35 S$. William St., New York 4, N. Y. 





S FASTER 


HEAT 
SELLS FASTER 





PERIDAASA 


BOILER 
wth the MW Pacalaleg Mieciol 


What boilers will discriminating buyers choose when they're 
in the driver's seat once again? You can be certain of sure 
sales for PERCOFLASH, the unique, scientifically-designed and 
thoroughly tested boiler that heats in amazingly fast time— 


giving all benefits of low-cost steam or water heating and 


minimum maintenance. 










The PERCOFLASH patented percolater con- 
struction heats water faster than any other 
practical means. It’s today’s great new 
boiler development, by an experienced 
ker of quality heating products. Grow 


WESTCOTT- ALEXANDER, INC. 
DISTRIBUTORS—MADISON, NEW JERSEY 


THE finest BOILER for OIL, GAS, or STOKER 





U. S. Department of Labor 
Fueloil Prices November 


FIELD INVESTIGATORS for the Department 
of Labor monthly check prices of princi- 
pal fuels in several cities in each section 
of the country. Getting retail quotations 
from various supplies in each market, the 
prices are averaged and published. Those 
in the table that follow were taken No- 
vember 15 (cents per gallon) : 


Range No.1 No.2 No. 3 
Boston 10.10 9.98 8.60 ... 
Bridgeport 10.10 ... 9.00 . 
PRU VED nec ose OS 


Manchester 
New Haven 


Portland, Me. 


Providence 


Buffalo 
Newark 
*New York 
Philadelphia 
Rochester 


*Chicago 

** Cleveland 
**Detroit 
*Des Moines 
*Kansas City 
Milwaukee 
Minneapolis 
Omaha 

St. Louis 

St. Paul 


10.60 


9.90 
9.75 


10.98 


9.60 
9.50 


11.10 


8.62 
9.27 
8.86 
8.49 
9.30 


9.20 
8.95 


9.20 








FEDERAL’S 
Better 
Construction 


FEATURES 


1. Large Furnace Volume 


2. Steel Plate Furnace 
Floor 


3. Observation Port 

4. Rock Wool Insulation 
5. Spinner Blades 

6. Federal Tankless Coil 
7 


. Vertical Percolator 
Tube 


8. Extended Heating 
Surface 


9. Streamlined Jacket 
Air Cell Insulation 










MIDLAND PARK, N. J. 
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FEDERAL BOILER CO., INC. 
Granite & West Streets, Midland Park, N. J. 
Gentlemen: 

Please send me Price Sheets and Bulletin No. 121. 
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Baltimore ... 9.45 8.60 
Norfolk ... 9.60 8.40 
Richmond ... 9.90 8.60 
Washington ... 9.90 9.04 
Charleston, S.C. ... 10.60 8.60 
Jacksonville ... 10.44 9.50 
Savannah ... 10.86 9.50 
**New Orleans ... 10.46 9.01 
Portland, Ore. ... 9.80 8.30 
***San Francisco ... 9.22 7.69 
**Seattle ... 10.52 $8.93 





* Price includes 2% sales tax. 
*% Price includes 3% sales tax. 
*** Price includes 21% sales tax. 
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Syracuse Rescinds Fee Rule 


AN ORDINANCE adopted recently increas- 
ing the license fees of petroleum product 
containers was rescinded by the Common 
Council of Syracuse, N. Y., after oil in- 
terests charged the new license fees were 
too high. Oil interests also feared that 
other cities might follow suit and levy or 
increase fees on trucks hauling petroleum 
and storage tanks. 


© 
Fuel Survey in Haverhill, Mass. 


IN A RECENT CONSUMER SURVEY by the 
“Haverhill (Mass.) Gazette,” covering 
688 families, it was found that 29% burn 
oil, 5% heat with gas, 7% with stokers 
and 59% still use hand fired coal. On fu- 
ture buying intentions of people plan- 
ning heating system changes, the vote on 
fuels was oil 50%, coal 34%, undecided 
16%, and gas, none. 
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Fuel Preferences Show 
In Southern Survey 


THE “FAYETTEVILLE OBSERVER” recently 
published a report on a consumer inter’ 
view survey covering buying intentions 
for 1947, of 958 families in that North 
Carolina city. 99, or more than ten per’ 
cent, of the families plan to buy new 
heating equipment. Of those who will inv 
stall new heating, 43 will burn oil, 15 will 
burn coal and 41 are undecided. The 43 
families who plan to install oilheating rep’ 
resent 4.5% of all families interviewed. 
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Brig. Gen. James Creel Marshall who 
formed the organization that became the 
Manhattan Project, has been retained by 
M. W. Kellogg Co., Jersey City, N. J: 
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RIGHT NOW, when Spring brings 
widely fluctuating outdoor tem- 
peratures, is the time to tell your 
heater customers about the fuel 
saving convenience and comfort 
of A-P Thermostatic Tempera- 
ture Control. You can install an 
A-P Heat Regulator Set on most 
oil heaters — new ones as well 
as those you sold as far back as 
1939 — for most of them use 
A-P Model 240-DR, UR, or YR 
Manual! Controls. You can talk 
about 10% to 25% fuel savings — avoiding danger and 
discomfort of overheating — the luxury of healthful home 
temperatures by the mere setting of a thermostatic dial. 


THE COMPLETE “Sales Package”’ is inexpensive, easy to install 
either permanently, or movable in case of rented homes. The 
Set includes an Electric Conversion Top for mounting on 
present manual control, an accurate Wall Thermostat, a 
Transformer, and all accessories and necessary instructions. 


Add some extra Spring sales and profits NOW! 
Write for prices, samples and selling material 








ye aa A-P DEPENDABLE 
NEW HEATE OIL CONTROLS — for faster sales, 
LINES USE... greater customer satisfaction. 


AUTOMATIC PRODUCTS COMPANY 


2458 NORTH THIRTY-SECOND STREET, MILWAUKEE 10, WISCONSIN 


DEPENDABLE 0.2 Controls 


DESIGNED TO ELIMINATE SERVICING 


fue/oil 
é o// heat 

















ENGINEERED FOR RELIABILITY, 
ACCURACY, AND POSITIVE ACTING 
CUT-OFF WHEN TANK LEVEL DROPS 
TO THE DANGER POINT 
























































THE DIXON CUT-OFF OIL GAUGE 
For 275 Gallon Tanks 


—Conceived by an oil distributor; designed by 
engineers with long experience in dealing with 
equipment which must be “installed and for- 
gotten”; manufactured by an organization with 
a fifty year reputation for fine workmanship at 
reasonable cost, the Dixon Gauge eliminates 
many of the headaches in oil distribution and 
oil burner service and can do so because of its 
unique mechanical features 





















Forged brass fittings 
Non-Binding indicator shaft 
Double Fulcrum Mounting of Indicator Arm 


pwn = 


All brass gauge float 
Independent float alignment adjustment 


Heavy gauge flat steel indicator arms 


Positive action mercury cut-off switch 


on fo uw 


Gauge readable in semi-darkness 


Installation of the Dixon Gauge is simplicity 
itself and the design is intended to facilitate 
quick and accurate installation. 


GAIN RELIABILITY IN OIL LEVEL INDICATION 
ELIMINATE EMPTY TANK HEADACHES 


—with Dixon Gauges 


DIXON OIL GAUGE DIVISION 


NEW YORK AIR VALVE CORPORATION 
621 Broadway, New York 12, N. Y. 
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IMMEDIATE 
DELIVERIES 
Paragon Oil Burners 


! 
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IL BURNERS 
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ST in NEW YORK AREA 
CONSUMER ACCEPTANCE 


GET THE FACTS TODAY! 














you describe indicate clearly that the over- 
fire draft is decidedly plus instead of be- 
ing negative as it should be. Check on 
this using a draft gauge to read the over- 
fire draft through an opening in the fir- 
ing door. An installation of this size 
should be able to provide five hundredths 
inches water negative draft. To obtain 
higher draft, clean the flues and the chim- 
ney, locate and remove any obstructions 





Blue 4ALame Frouble 


in the chimney, and if necessary install a 


new smokepipe. 

The trouble may be aggravated by one 
of the following items: 

a. The blower wheel of the oilburner 
may need cleaning; its air-handling abil- 
ity may have dropped because the vanes 
are clogged with dirt. 

b. The blower wheel may not be lo- 
cated properly inside its housing. Having 
the wheel too far from the air-inlet side 
of the blower housing may drop its output 
considerably. 

c. Perhaps the 6.0 gph nozzle you have 
been using gives a firing rate considerably 
higher than 6.0 gph, or higher than the 
firing rate used in the past, for any of a 
number of reasons. Try other 6.0 gph noz- 
zles or, to be thorough, measure the firing 
rate. 

d. Any troubles which tend to give the 
flame excessive amounts of oil and insufh- 
cient amounts of air can increase the basic 
difficulty, which is insufficient over-fire 
draft. 

e. The back wall of the firebox may be 
too high, and may be causing the plus 
over-fire draft. 

x x x 

Q. Will adding a tankless water heater 
to a hard-working steam heating boiler in 
an apartment house overload the boiler? 
The 150-gallon hot water tank which now 








CORRECT EXTREME 
MISALIGNMENT 


AT LOW COST 





ONE PIECE RUBBER 
FLEXIBLE COUPLING 


DAMPENS NOISE AND VIBRATION— 


CUSHIONS STARTING TORQUE 








<@ RUBBER FROM END TO END®> 
NEOPRENE REINFORCED WITH NYLON 


FLOATING BUSHIN 


GS 


Machined brass bushings are not 
integral with ferrule—To allow 
floating action—No die castings 








elt ® 


Cylindrically Ground 
On Center — 








Concentricity Assured 














Lengths—I!/," to 10" 


Bores—5/16", 36", 7/16", '': 


Ye ¥4" 1" 


Flexible Coupling Mfg. Ce. 


6220 South Ellis Ave. 
Chicago 37, Ill. 
Phone DOR. 2350 
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serves six families is heated by a coal stove 
which is a great nuisance. 


E.N.P., E. Chicago, Ind. 


A. As there is a possibility that adding 
the tankless heater might overload the 
boiler, before you decide to make the im- 
provement obtain complete technical data 
on the boiler capacity, radiation load, 
present firing rate and stack loss, and 
equivalent load of the water heater you 
have in mind. Probably you can obtain 
a valuable opinion from the manufacturer 


of the boiler. 
} 


Edwin L. Malm has been named assist- 
ant to Frank Gaylord, sales manager for 
the Hoffman Special- 
ty Co., Indianapolis, 
it is reported by Neil 
Skinner, president. 
Former connections 
include American 
Radiator, Crane, and 
for the last six years 
with Bell & Gossett 
as sales promotion 





manager. The appointment was effective 


March 1. 


Eldon E. Achberger, works manager 
for Perfex Corp., Milwaukee, was elected 
a vice-president of 
the corporation at 
the January meeting 
of the board, accord- 
ing to C. E. Lewis, 
president. He joined 
Perfex in 1934 as 
methods engi 
neer after a period 
with Time - O- Stat 
Controls Company and Méinneapolis- 
Honeywell, later becoming machine su- 
perintendent and plant superintendent. 





Paul M. Hooven, Jr. has been appointed 
District Manager, and Howard W. Pen- 


| nington has been named Assistant Sales 


Manager, Automatic Htg. Equipment Di- 
vision, of the General Electric Co., Bloom- 


field. Mr. Hooven joined G. E. in 1938 


and Mr. Pennington joined the company 
in February, 1946. 


Nielsen & Fryer, Inc., Chicago, has 
been named Dealer Representative for 
The Hemmel-Dahl Co. of Providence. 
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Today a boiler has to fit into the modern scheme 
of things. Sell your customers a heating unit that 
combines service with style...the KOVEN WATER- 
FILM BOILER, scientifically developed to insure 
economical, efficient performance. 


Its patented construction provides quick, uniform 
heat and a plentiful supply of domestic hot water 
at all times. Its trim lines and smart jacketing com- 
plement any finished basement room. 


Known for low-cost operation the KOVEN WATER- 
FILM BOILER is relied upon by home-owners, lead- 
ing architects and industrial builders. 


Made for automatic firing with oil, stoker or gas. 
Available in several models adapted to small 
homes, apartment houses or industrial plants. 
Write for detailed information. 





ry 2 


WATERFILM BOILERS, Inc. 


154 Ogden Avenue, Jersey City 7, N. J. 
Plants: Jersey City, N. J. * Dover, N. J. 
Listen to the WATERFILM Broadcast “Vaudeville Isn't Dead” 
Mon., Wed.. Fri. at 7:45 P.M. and Sun. at 12:15 P.M. Station WNEW 
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May Not Add Extras 
To Approved Home Price 


INCIDENTAL CHARGES and extras cannot 
be added to the approved maximum sales 
price of a dwelling unit built under the 
Veterans’ Emergency Housing Program 
when it is offered to a purchaser, the Civil- 
ian Production Administration said Feb- 
ruary 4. The ruling was contained in In- 
terpretation 3 to Priorities Regulation 33. 


The interpretation points out that un- 
der paragraph (g) of PR-33, a seller must 
not require a purchaser, as a condition of 
the sale of a dwelling, to buy or agree to 
buy, any commodity, service or property 
interest except where the regulation spe- 
cifically permits these charges to be added 
to the sale prices. For example: 

Charges for Additional Construction 
or for Equipment or Fixtures Not Speci- 
fied in the Application: The builder must 
publicly offer the building described in the 
application at or below the approved 
maximum sale price. He may not, under 
his authorization, do any additional con- 
struction in connection with the author- 
ized construction over and above what is 





specified in the application, except where 
he gets written approval from the agency 
which approved the original application. 
He must not increase his sales price above 
the approved maximum sales price by rea- 
son of any such additional construction or 
added equipment, except where the in- 
creased price has been approved in writ- 
ing by the agency which approved the 
original application. 

This represents something of a change 
in policy, for while never expressly stated 
it was more or less understood that legiti- 
mate extras could be added at fair prices. 
To illustrate, in a home originally ap- 
proved for coal heating equipment, oil- 
heating could be added at an extra charge 
if the purchaser wanted it. Apparently 
there was some abuse of this conception, 
hence the new ruling. 
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Predicts 1947 Oil Volume 
More Than 25% Above 1941 
DEMAND FOR PETROLEUM PRODUCTS in 


1947 will be 25.7% higher than it was in 
1941, or 143,000 barrels a day higher than 


the combined civilian and military re- 
quirements during the war year of 1945, 
according to A. W. Peake, president of 
Standard Oil Company of Indiana, speak- 
ing before the Conference on Distribution 
by the Chicago Association of Commerce 
and Industry. The large decline in mili- 
tary requirements will be more than offset 
by growth of civilian demand, he said, 
pointing out that the petroleum industry 
will have to achieve better than wartime 
levels of operation, even though much- 
needed construction has not been accom- 
plished due to lack of materials. Mr. Peake 
does not expect any burdensome accumu- 
lation of inventories this year. 


“The demand for burning oils of a dis- 
tillate character and for diesel fuel is ex- 
panding much more rapidly than is the 
demand for gasoline—currently our prin. 
cipal revenue product,” Mr. Peake 
pointed out. “With the variation in the 
rate of growth of demand for these prod: 
ucts, many problems of refinery opera: 
tions incident to change of the yields of 
the various derivative products from a 
barrel of crude oil, and problems relating 
to adequacy of storage and distribution 















Construction Requirements, 0. H. |. 
Massachusetts Oil Burner Ordinance. 
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The Standard Combustion-Testing 
SERVICE KIT for Hearing Wen 


This handy, economical kit has everything you need for service and 
installation tests. Its use will inspire your customers’ confidence 
because it shows you know your job, and are equipped to do.it properly. 

Furthermore, these instruments are needed for the combustion tests 
now specified by nationally-accepted codes such as FHA Minimum 
Installation Standards, and 


_ Your jobber can probably show you this Service Kit. If not, send us 
his name and ask for Leaflet 707 which gives complete particulars. 


BACHARACH INDUSTRIAL INSTRUMENT CO. 
7000 BENNETT STREET — PITTSBURGH 8, PA. 


MEMBER (QHI) o1-HeEAT INSTITUTE OF AMERICA 





| GENERAL CONTROLS 


OIL HEATING PACKAGE SET 
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Dependable and economical T-23 Packaged Con- 
[ are easy and quick to install on new and old 


Complete Set Includes 


Silent A.C. Type K-20-3 Oil Valve with by-pass 
adjustment for minimum flow regulation or pilot; 
T-70 Two-wire Metrotherm Thermostat; General 
T-O Transformer and 30 feet of wire. Everything 
necessary for immediate installation. 


Write for Catalog 52C. 
GENERAL 
801 ALLEN AVENUE 


FACTORY BRANCHES: PHILADELPHIA * ATLANTA * BOSTON * CHICAGO * DALLAS 
KANSAS CITY ¢ NEW YORK * DENVER * DETROIT * CLEVELAND * PITTSBURGH 
HOUSTON * SEATTLE * SAN FRANCISCO ¢ DISTRIBUTORS IN PRINCIPAL CITIES 





T-23 Package Set 


For thermostatic control of furnaces, 
circulating heaters, conversion burners, 
e, where #4 and lighter oils are 
used. 


CONTROLS 


GLENDALE 1, CALIF. 
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AIR BLEEDER VALVES 


—for all fuel units 


PS WE MEAN 
~\ Everything! 


ELECTRICAL SUPPLIES 
BX & BX CONNECTORS 
WIRE—BOXES—SWITCHES, ETC, 
CLOCK THERMOSTATS 
TANKLESS HEATERS 
TUBING—CUTOFFS—CONTROLS 
FUEL UNITS—BURNERS 
DRAFT REGULATORS 

QUICK-TEST GAUGE ADAPTOR 


ATLANTIC BURNER SUPPLY GO.Iic. | |): srczss watson oo mene 


@ No more! Frozen or muti- 
lated pipe plugs to re- 
move. _ 

@ Loosening socket head 
screw — gives complete 
expulsion of air for start- 
ing operations. 


@ Eliminates bruised knuckles 











W uerything the nade” @ Checks pressure in less than a minute. 
é for 7 @ Simply remove socket head screw from any air bleeder 
100-05 Atlantic Avenue valve, screw in “QUICK-TEST GAUGE ADAPTOR" — 
Fuel Unit is ready for test. 
Richmond Hill 18, N. ba Order from your jobber today or write us direct. 








Virginia 7-2702 
MEUROVALVE CO; neue mY. 














RADIATION at a glance 
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DEALERS @ SALESMEN @_ ESTIMATORS! 


| fe need this time-saving book to give you the answers quickly, and without measur- 
ing and calculating. 


STEAM AND HOT WATER RADIATION REQUIRED FOR EVERY ROOM FROM 
5 x 5 to 20 x 30 FT. A SINGLE VOLUME OF 175 TABLES 


Cina This pocket-size book shows the required radiation for all rooms of ordinary size with 
ompiled by from one to three windows, one to three ~ ee and every combination of walls 
EDWARD BECKENS exposed. Figures are based on calculations the space by the Btu method on a 0° 
TEIN to 70° design temperature. A table shows corrections for other design temperatures. 


and HEAT LOss GUIDE 


Other sections of the book show the square feet of radiation in each section of radi- 
ators of various styles and designs. A wealth of information on required radiation that 
can be carried easily in a pocket or brief case, or used as a desk reference. 


BEACON RADIATION REFERENCE BOOK AND HEAT LOSS GUIDE 


Order Your copy today: Check or money order with order: $3.00. If sent 
COD: $3.25. We ask that you send your check if at all possible, as we 
wish to avoid bookkeeping on the thousands of book orders we receive. 


HEATING PUBLISHERS, Inc., 232 Madison Ave., New York City 16 


Price $300 


PUBLISHED gy 


HEAT 
ING PUBLISHERS, Inc. 232 Mag, 
Odiso, 


n Ave Lr York lo Ny 
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facilities for distillate fuels, are now upon 
us. In a very real sense, this is the second 
time the oil industry has faced a major 


shift in demand for, and economic de-. 


pendence upon, its derivative products. 
The first shift was from a kerosene to a 
gasoline economy, and now we are wit- 
nessing a shift to an economy dependent 
jointly upon gasoline and distillate fuels. 

“Consumers of distillates are competing 
with the gasoline market for supplies, and 
are exercising a selection of desired fuels, 
and choosing oil increasingly over coal. 
Distillates are no longer a by-product of 
refining, in any sense of the word. They 
now take rank as one of the major deriva- 
tives and undoubtedly will assume a fast- 
growing economic significance in the fu- 
ture of the industry,” Mr. Peake con- 
cluded. 
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Byron L. Ballard, Donald F. Valley 
and F. Carew Martindale have all been 
named directors of the Motor Wheel 
Corp., Lansing. Mr. Ballard takes the 
place of Mr. E. C. Shields, who died re- 
cently. 


Everyday Snags 


Oiling Motors 


Servicemen and heating plant owners 
need more specific instructions about lu- 
bricating electric motors than certain 
equipment manufacturers are issuing in 
their service manuals and home owner in- 
struction sheets. Check-ups on motor 
troubles show that some motors are being 
damaged by over-lubrication, while in 
others the bearings are damaged by failure 
to lubricate or use of the wrong lubri- 
cant. 


These instructions apply to many pres- 
sure burners which operate in the usual 
way for house heating: Oil the two motor 
bearings in September and again in Janu- 
ary. Give each bearing fifteen drops of 
oil, no more. Be careful not to over-oil as 
it can cause trouble. Wipe off the motor 
with a clean cloth, removing any oil you 
may have spilled. Do not use typewriter 
or household oil of very light body; use a 
medium-body automobile engine oil, vis- 
cosity about 20 SAE. 





More frequent and special lubrication 
methods are often needed for the hard- 
working motors which drive the circulat- 
ing blowers in certain forced-air heating 
installations, and for the motors of forced 
circulation hot water pumps. 


Whichever type lubricant and time 
schedule is needed for a particular motor, 
it is recommended that manufacturers 
take greater care in general to issue com- 
plete, practical instructions. Avoid the er- 
ror made by a large manufacturer of air 
conditioning equipment. At considerable 
expense, this manufacturer attached toa 
blower unit a large, impressive metal label 
which outlines for home owners precisely 
which makes and types of lubricants are 
suitable for the bearings of the blower 
shaft. But the label says nothing about 
where the home owner can find these 
bearings, nothing about how much lubri- 


‘cant should be applied at one time and 


how often lubrication is recommended, 
and nothing about lubricating the equally 
important bearings of the motor which 
drives the blower. 










How To Get PERFECT 
CIRCULATION i. 


Wh Hot Water Radiators 


and Convectors 













AUTO-VENT 


AUTO-VENT— 


NO. 27 
y PLE by 
1P NIPPLE—> 
dxf reo evr 








AIR ELIMINATORS 


| ——PITCH DOWN— | 


ed 





REALLY DO A JOB! 


As air accumulates in radiators 
or pipes, it is AUTOMATICALLY 
VENTED when you use these in- 
expensive No. 27s. Your customer 
gets better heating and saves fuel. 


AUTO-VENTS work equally 
well on convectors, baseboard 
radiation, panels, radiant heating 
coils, etc. — NO AIR CHAMBER 
REQUIRED. Good for pressures 
to 50 Ibs. See your jobber, or 
write us direct. 








3221 N. PULASKI RD. 
CHICAGO 41, ILLINOIS 
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—— SUPPLY 


SIMPLE AS A-B-C 


Detailed drawing of No. 27 
Auto-Vent Air Eliminator operat- 
ing on convector radiator. Auto- 
Vents used on other types of jobs 
are just as easily installed — and 
no attention required. 


RETURN—— 











GORTON SYSTEM 


‘Equalizing and Vaporizing 
Existing Steam Heating Systems 


Automatic Heating 


Guaranteed to heat all radiators 
evenly and quickly on 4 to 8 ounces 
vapor pressure—no piping changes 
required. 


Write for Bulletin No. 114 


of 


for 








Prompt Shipments 
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GORTON HEATING CORP. 


Since 1887—Mfrs. Heating Equipment 
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- COMBINATION H 


HANDY TO USE 

















SAFE TO USE 
NON-CORROSIVE 
MOVE) ~NON-EXPLOSIVE 
=v = «FAST ACTING 
oe! = ECONOMICAL 





This ALL PURPOSE Soot Remover re- 
markably cleans ALL kinds of jobs, pressure, 
rotary, vaporizing. A trial will win your con- 
fidence. Make it your No. | Choice. Do not 
confuse Clean Sweep with any other name. 


SPRAYER—a mans size sprayer made of heavy steel 
that will not corrode when used pone angie with 
Clean Sweep. Does not pull back sparks. Truly a 
great convenience. 


SEE YOUR JOBBER OR WRITE US. 














ELECTROL 





OIL BURNERS 


@ Exclusive Features 
@ Outstanding Performance 
@ Protected Dealerships 


ELECTROL BURNER MANUFACTURING CO., INC. 


22 UNION AVENUE 
RUTHERFORD, NEW JERSEY 
Rutherford 2-8300 
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The CROTTY V-R 
Heat Generator 









in Action and Sales! 


HE NEW CROTTY V-R is going places 

fast... by the thousands to new low-cost 
homes. This new Heat Generator has every- 
thing to make home-heating simple, efficient, 
economical ... De Luxe appearance—exclu- 
sive design features ... PLUS year-round 
hot water without a tank. Backed by nation- 
wide program to help you sell. Write for 
descriptive literature and complete details. 














For OIL, 
GAS or 
STOKER 


MEMBER 


286. v. 5 Pat ore. 


A.S.M.E. 


immediate Delivery—Thru Recognized Distributors 


CROTTY MANUFACTURING CORP. 
133-15 35th Avenue, Flushing, L. I., New York 









Over-Fire Pressures 


A burner dealer has forwarded the fol- 
lowing comment on the item, “Plus Pres- 
sure Over-Fire,” which appeared in the 
“Everyday Snags” department of the 
January issue of FuELom & Om Heat: 


“For years I have instructed my ser- 
vice experts (and incidentally my ser- 
vicemen are experts; they know a CO, 
from an JOU) to arrive at zero draft over- 
fire when they adjusted one of the well- 
built oil boilers which we have installed 
by the hundreds. When these boilers are 
set up properly, they have no air leaks or 
gas leaks, and no harm comes of an over- 
fire draft which is zero or even slightly 
on the plus side. Obviously, the way we 
tune these installations, should an air leak 
or gas leak develop, it will be shown up as 
a smudge on the outside of the boiler at 
the location of the leak. That suits us, for 
if a leak develops, we want to see it and 
seal it. Not one job in one hundred has 
developed a leak. 


“Details like these make for higher effi- 
ciencies, fuel savings, and overall greater 
consumer satisfaction with oilheating. We 


BAROMETRIC DRAFT 


CONTROLS 


Fuel Saving Starts With CONTROL 








The Cole Draft Governor is espe- 
cially designed for oil, coal, and 
gas fired heating and power 
plants, any size. . . . Fully auto- 
matic, instant opening at the 
start of automatic firing devices, 
simple, trouble-free, efficient, eas- 
ily installed. . . . Fuel saving up 
to 35%. 





Standard domestic round Cole Draft 
Governor (cut out to show working 
parts). 


Write or wire today for complete information. 


COLE-SEWELL ENGINEERING CO. 


2288 University Ave. 


130 





Standard domestic round Cole Draft 
Governor, Type A, as shipped. 


have reached the time at which every new 
installation should be combustion-tested 
through following precise, standardized 
procedure for gas analysis, two draft 
readings, and stack temperature. I’m not 
so sure that a gph test is not necessary 
even for pressure burners; the industry’s 
experts should give this their considera- 
tion. Eight years ago I read in one of your 
articles that the ‘service expert’ who 
knows little about COs tests is canny 
enough these days to keep pretty quiet or 
else is as extinct as the dodo. Since that 
was eight years ago, I don’t know how it 
is that today some of our leading oilburner 
installers are not either shoving loaded 
COz testers down the throats of their 
‘servicemen’ or firing these so-called burn- 
er mechanics who still have not become 
experienced at using even the simplest of 
combustion testing instruments.” 
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L. H. Butterworth, assistant general 
foreman in the light oils division of the 
Whiting, Indiana refinery of Standard 
Oil Co. (Indiana) has been promoted to 








St. Paul 4, Minn. 





March 
1947 


for complete 
KRUEGER SENTRY GAUGE CO. 


GREEN BAY, WISCONSIN 


assistant general superintendent of the 
Company’s Casper, Wyo. refinery. Mr. 
Butterworth joined Standard of Indiana 
in 1937. 


Philip A. Lester has retired from his 
position as fueloil representative for the 
Shell Oil Co. in New Orleans. Mr. Lester 
has been succeeded by Mr. A. D. Penni- 
man, who has been his assistant for the 
past eleven years. 


C. B. Wilson has been appointed sales 
and advertising man- 
ager for the Klemm 
Automotive — Prod. 
ucts Co., Chicago. 
Mr. Wilson brings 
to the company a 
background of twen 


ty years’ experience 





in merchandising. 


E. A. Weber has been named Sales 
Manager for Distributors of the Refrac 
tory & Insulation Corp., N. Y. Previously 
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Insufficient Draft? 


Easily Remedied 
With WING 
DRAFT INDUCER 


Regardless of weather or size of chimney 


When a burner installation suffers 
from insufficient draft, the burner (or 
the dealer) gets all the blame for 
slow starting, incomplete combustion, 
smoke, soot, etc. Protect your repu- 
tation and insure satisfaction by in- 
stalling a Wing Draft Inducer. They 
provide positive, exact draft regard- 


rect amount of air for efficient com- 
bustion. 


Installed in chimney top Write for Bulletin 1-10 


L. J. Wing Mfp. Co. 


154 W. 14th Street, Dept. FO, New York 11, N. Y. 


Draft 
Inducers 





CONTACT THE 


TEESDALE 


MANUFACTURING CO. 














427 Market Ave. 


GRAND RAPIDS 3 
Wife iter | 
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less of weather. They maintain even | 
constant suction, and furnish the cor- | 








WAYNE 


HOME EQUIPMENT 


AS A WAYNE “PARTNER” 


you may use the FREE Wayne direct 
mail campaign material in your trad- 
ing area. 


AS A WAYNE “PARTNER” 
you may use the FREE Newspaper 
Ad Mat Service and FREE Store and 
Window Display Service supplied by 


AS A WAYNE “PARTNER” 
you may use the FREE product literature supplied 
by Wayne. 

A WAYNE “PARTNER” is a full line dealer who 
sells and services Wayne Home Equipment. Complete 
details of the Wayne Wholesaler-Dealer Partnership 
Plan are available on request. 

Learn how sales-minded dealers build for a sound 
business future with Wayne sales help and more NET 


profit through the Wayne Partnership Plan. 


Greatest Benefits Will Be Realized When Sales Are Hardest To Make 


e@iG@do lez 


Burners Furnaces Boilers Systems Heaters Softeners Pumps 


Write for Details of “The Partnership, Plan 


Are You Ready For A Buyers’ Market? 


THE WAYNE HOME EQUIPMENT CO., INC. 


FORT WAYNE, INDIANA 








employed as sales manager for Magnesia 
Asbestos Insulation Corp., he has been 
associated with his present company for 
the past five years. 


L. M. Morley has been elected a vice- 
president of the Minneapolis-Honeywell 
Regulator Company. 
He is vice-president 
in charge of sales for 
the Brown Instru- 
ment Co., Philadel- 
phia,awholly- 
owned subsidiary, 
having joined Brown 
in 1919 as a sales- 





man. His newest pro- 
motion makes Mr. Morley an officer of 
the parent company. He will continue to 
make his headquarters at Philadelphia. 


E. T. Houlihan has been promoted to 
general sales manager of Taco Heaters, 
Inc., New York, after four years as as- 
sistant sales manager. As in the past, he 
will be responsible to Joseph R. Murphy, 
vice-president in charge of sales. Mr. 
Houlihan has been with the company for 
the last seventeen years. 


Paul F. Mausz has been reappointed 


sizes, determined by outside diameters of 








A 















springs, ball bearings or snaps. 
SIZES Y2" TO 8" 


254 WEST 54th ST. 








SPEED @ SAFETY @ ECONOMY 


Quick, tight connections for all fuel oil and gasoline 
handling requirements. Positive action — No lugs, 


EVER-TITE COUPLING CO. INC. 


Jobbers Throughout the U.S.A. 
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plant superintendent of the L. J. Mueller nozzle tubes, is designed for universal ap- 
Furnace Co., Milwaukee. Mr. Mausz left _ plication. 
the organization to take care of other busi- 194 
ness interests in 1944, and now replaces Williams Oil-O-Matic Div., Eureka | BO' 
Frank H. Schryer, who resigned because Williams Corp., Bloomington, Ill., has he 
of ill health. available a set of specifications sheets illus- iv 
and 
trating each product in the Oil-O-Matic fact 
} line of automatic oilheating equipment. § ciall 
The sheets show actual photograph: andj met 
Bridgeport Brass Co., Bridgeport 2, specifications, including overall dimen-fj '8™ 
Conn., devotes a 4-page folder to Warco sional diagrams. Another folder available eu 
air and vacuum valves, featuring the is a mailing piece outlining features off, 
Dialon No. 81, an adjustable air valve Oil-O-Matic’s principle of low pressure ‘ 
: ' ; _ — bers. 
for use on automatically fired or hand operation. Photographs and brief descrip- f 1445 
operated systems. Cut-a-way drawings of _ tions cover all low pressure burners, boil- F and 
each type of valve point out features and er and furnace-burner units offered by the J both 
methods of operation. Diagrams illustrate company. job. 
also typical layouts for vacuum and non- “tT 
vacuum systems, showing suggested loca- Bethlehem Foundry & Machine Co, . 
tions of the proper type valves. Bethlehem, Penna., features the Dynv stl 
therm boiler-burner unit in a 4-page fold — 
Rebmann Co., Philadelphia 4, Pa., in er. Stressing the unit’s low cost, two illuy h - 
i , . as ome 
a mailing piece describes the Richfill hose trations show interior construction with Foay , 
nozzle plug. Made of synthetic materials, the flame burning in the central boile J them 
the plug is designed to fit over the hose tube and hot gases passing through mul f tome 
nozzle tube and the fill pipe opening, to tiple-tube returns. A table on the back profi 
plug the gap between the two and pre- page gives complete ratings and data for 
vent spillage and waste. A range of seven _ two sizes. a 
2 
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1941-1942 SPECIFICATIONS 
BOOK OF OIL BURNERS AND 
FUELOIL 





Gives specifications for 2200 models 
and makes of burners by 237 manu- 
facturers. Gives grade of oil offi- 
cially specified for each burner, 
method of atomization, air source, 
ignition data, oil feed, gph rating 
end WE CUOE 6d cc sinsnde os 50c 
(Bulk purchase prices on request.) 


“Oilburner Combustion Cham- 
bers.” Complete and concise study. 
illustrated with charts, illustrations 
and reference tables. Text covers 
both precast and those built on-the- 
D: 2F WA a oss oes teases 50c 


“Degree Day Handbook.” Useful 
for computing oil consumption by 
the degree day method ...... $3.00 


REDUCING FUEL OIL BILLS 
This buoklet will help you show 
homeowners, in a language they 
can understand, how you can save 
them money. Minimize your cus- 
tomers’ oil bills and make a real 
profit with the right kind of ser- 


ICE... .SeeREe Ee ene raeayees 50c 





KNOWING THE A TO Z OF 
CO, ° 

This invaluable booklet shows you 
how you can test your customers’ 
burners by modern methods ob- 
taining a high CO2 rating and a 
low stack temperature. Be efficient 
and use this up-to-date booklet in 
your service work .......... $1.00 


Beacon Radiation Reference Book 
and Heat Loss Guide. Gives right 
answers quickly. Pocket size. 175 
tables show steam and hot water 
radiation required for every room 
from 5’ x 5’ to 20’ x 30’ at all normal 
ceiling heights, and with all cor- 
rections and qualifications needed 
for practical use. Price ...... $3.00 


_ Short Cuts to Heat Loss Data.” 
When you’re figuring heat loss you 
can save time by using this accu- 
rate, easy method getting fast re- 
sults without lengthy figuring 25c 


“Basic Service Text for Pressure 
Type Burners.” This manual has 
been prepared by G. T. Kaufman, 
technical secretary of the Oil Heat 
Institute of America, and is intend- 


collection fees. 














ed for basic training of installers 
and service men in residential oil- 
heating. It is also a useful reference 
source for those who have com- 
pleted the training courses. Chapter 
heatings include: Oilheating, Oil- 
burner Installation, Tanks and Pip- 
ing, Pumps-Valves-Strainers, Fans, 
Nozzles, Motors, Transformers, 
Ignition Systems, Controls, Boilers, 
Gravity and Forced Warm Air, 
Heating Load, Water Heating, 
Combustion Chambers, Chimneys 
and Draft, Testing Efficiency, 
Maintenance, Service Procedures. 
A good, elementary book. Quiz 
questions given after each chapter. 
Pocket size. 216 pages. Paper 
GOOF cn cok cee ven ecaramne $2.00 


“Showdown; Oil vs. Gas Cost.” 
Here in a 4-page booklet is the un- 
biased story of just what a group 
of bill-weary consumers found out 
about gas heating costs, and why 
many of them have switched to 
Pe ee eee Price 25c 


“Installation Cost Sheets.” Forin 
for keeping an accurate record of 
the costs on each _ installation. 
Helps protect profits by showing 
exactly how much the installation 
expense is on each job. Size 8 x 
21% folded twice to fit 8% x 1] 
binder . . . 100 sheets $8.25; 200— 
$9.15; 300—$10.00; 500—$11.85. 


“Operating the Automatic De- 
livery System.” Operation and re- 
finements of a simple card system 
which tells to the day when a cus- 
tomer needs oil. Based on degree 
days. Organizes work of men and 
WO a a haw ecko ctewtes 50c each 


“BETTER OILHEATING” 
2nd Edition... Enlarged 


There are 110 text pages and nearly 
140 illustrations besides many tables 
and charts and short service hints. 
Bound in heavy paper. 8%” x 11’. 
Covers trouble-shooting, field re- 
pair and efficiency testing to save 
oil. Valuable book for individual 
study or supplementary text for 
service schools. For all dealers, 
service and installation men. Many 
topics cover: fireboxes, draft, wir- 
ing, motors, controls, nozzles, 


FUELOIL & OIL HEAT 
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{ Check List of Oilheating Information 


pumps, baffles, efficiency, heating, 
POPPY ets SD Ee A BD ETB SY $2.00 


MISCELLANEOUS REPRINTS 


“Servicing One Pipe Steam Sys- 
tems”—4 pages of practical hints on 
radiator air valves, boiler accessor- 
ies, balancing systems, etc. ....25¢ 


“Profits Mandatory” — An anal- 
ysis of company operations in the 
house insulating business ..... 10c 


“How You Can Insure Hot Wa- 
ter” — Valuable hot water hookup 
SUE, ics oni abewedian 10c 


“Pump Hum—lIts Cause and 
Cure”—The best thing of its kind 
ever published anywhere ...... 10c 


“Brass Tacks of Combustion Test- 
ing” — Gives complete illustrated 
causes for low COz and high stack 
temperature, with practical sugges- 
tions for finding them and curing 
them. Widely praised by the indus- 


Peas kcnadtyeee nee ¥aseaewen 25c 
“The Degree Day—What It Is 
and How To Use It” ......... 10c 


“Complete Burner Service In- 
cludes Precautions Against Trou- 
ble”—This is extremely valuable in . 
planning service business ...... 10c 


“Block That Loss” — Discusses 
firing rates under wartime condi- 
Cie! 3 ind os idan i eaastiaen 5c 


1946-47 Catalog of Oil Burner 
Manufacturers. 350 names of man- 
ufacturers of all types domestic, in- 
dustrial, and commercial conversion 
burners, boiler and furnace burner 
units, space heaters, cooking equip- 
ment, water heaters, etc. Also 400 
trade names. Gives location of com- 
pany, names of principal executives, 
and list of products (not specifica- 
tions). 20 pages, 7” x 10”. All paper. 
No covers: Friee s:0.+0s0cscews 2 


“Consumers Talk About Fuel”—a 
12-page report on what reporters 
for FUELOIL & OIL HEAT 
learned by discussing fuel prefer- 
ences and opinions with 1,438 fami- 
lies in 20 selected cities ....... 25c 


“Tomorrow’s Fuel in Today’s 
Burners”—Useful 4-page technical 
discussion. With heavier distillates 
ahead, burners can be adapted—25c. 


Because of the thousands of small orders we receive, we ask that cash, stamps, money orders or checks be 
sent with all orders. If you wish to order C.O.D., an extra charge of 10% is made to cover shipping and 


232 MADISON AVENUE 
NEW YORK CITY 16, N.Y. 
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Improving Air Conditioning 
(Continued from page 65) 


to begin with. He did not close down on 
duct dampers as a substitute for this, even 
where he found dampers, because he 
wanted the positive results that come of 
reducing the register areas. By altering 
the registers, he caused some of them to 
send out high-velocity streams of air in 
desired directions, and others to give dif- 
fused, slow-moving columns of air. Strips 
of metal and perforated metal sheets were 
used in back of some of the registers to re- 
duce the air-flow the desired amount even 
while using the entire face area of the 
registers for the sake of maximum diffu- 
sion and minimum velocity at the regis- 
ter faces. An accurate air-flow meter was 
used in tuning the system. Its use was 
necessary to make certain that the regis- 
ter-blocking produced the proper air out- 
put from every register. 

2. He installed a different bonnet con- 
trol to start and stop the circulating blow- 
er, and adjusted this to stop the blower 
only when air cooler than about 100° 
tended to flow from the living room regis- 





ters. With the reduced air-flow that re- 
sulted from his first step, and the registers 
altered for better air-flow into the rooms, 
he hoped that air as cool as 100° could 
come from the warm-air registers without 
giving creating drafts. In this house, the 
locations of the supply registers create 
problems; notice the built-in window reg- 
isters and low sidewall registers in Diag. 1. 

3. After some experimenting to deter- 
mine the proper speed, he reduced the 
blower speed to about 40% of what it 
was before by equipping the blower motor 
and blower shaft with different size pul- 
leys. The speed reduction produced these 
results: (a) Reduced the air pressure in 
the supply ducts, which had become too 
high after the supply registers had been 
blocked, (b) eliminated possibilities of 
the blower motor’s using needlessly great 
amounts of electricity when it operated 
continuously instead of intermittently on 
cold days, (c) quieted the blower greatly. 

4. He reduced the oilburner firing rate 
from 3.5 gph to 2.0 gph. The steadier 
oilburner operation and lower stock tem- 
perature obtained as a result of the re- 
duced gph rate would provide sufficient 








fuel savings to offset by a good margin 
the increase in the electric bill caused by 
running the burner motor and blower 
additional hours each month, he assured 
the home owner. 

These four steps ended the problem of 
heating the living room properly, for now 
the supply registers provide air which real- 
ly feels warm to the occupants of the 
room. The dealer’s measurements indicate 
that on a 20° day the air coming from the 
living room registers is about 140°, in- 
stead of 115° as it was when there were 
complaints. Besides that, the output of 
warm air from these registers is continu- 
ous, not intermittent, when the outside 
temperature is 20°. Only on relatively 
moderate winter evenings, when the out- 
side temperature exceeds about 40° or 
45°, does the blower operate intermit: 
tently. 

The burner dealer’s success in handling 
this forced-circulation warm-air problem 
has ended the need for his service man 
to call at this house 29 times in three 
months, gained him an enthusiastic ad: 
mirer in the home owner, made fast the 
oil business for years, and produced profits 
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The right steel boiler 
Tim NAP 4 












Make it a Fitzgibbons and be 
sure, whether to heat a modest 
cottage or a towering sky-scraper. 
Be sure of full heating comfort, of 
vital savings in fuel cost, of a boiler 
that works in harmony with any 
good oil burner, gas burner, stoker, 
or gives full hand-fired satisfac- 
tion. Be sure, with a boiler that is 
A.S.M.E. constructed, Hartford in- 
spected, S.B.I. rated, and with sixty 
years 
boiler building behind it. Check 
with your local Fitzgibbons engi- 
neer—or write us direct. > 

@ 400 SERIES for 


continuous 


Fitzgibbons Boiler Company, Inc. 101 PARK AVE. NEW YORK 17,N. Y. 





@ OIL-EIGHTY for 


homes 

® R-Z-U JUNIOR 
ings 

@ D-TYPE for in- 


menses 


BEG. U 5. PAT OFF 


of successful 


modest homes 


medium size 


for large resi- 
dences and 
apartment build- 


stitutional and 
office buildings, 
hospitals, the- 
otres, etc. 





GUARDIAN 


parts to lubricate or get out of order. Guardian Flex- 
ible Couplings minimize misalignment, free-end float, 
and backlash. Custom-made for specific jobs. Over a mil- 
lion tested and proved in oil burners in last ten years. 


Manufacturers, Jobbers or Dealers— 





Horiba 


Sleeve end of cou- 
pling is close slid- 
ing fic on blower 
wheel hub. Power 
is transmitted 
through four spline 
ribs of coupling 
fitting four spline 
grooves in blower 
wheel hub. 





These exclusive 

direct drive couplings 
with rubberized cushion 
gripped permanently, have no 


WRITE 








GUARDIAN PRODUCTS CORP. 


or 
: WIRE 
218 E. Michigan St., Michigan City, Ind. 
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as a result of doing the improvement and 
tune-up work. 

The particular improvements needed 
for this particular installation do not fit 
the ailments of all troublesome forced-air 
plants, of course. The general principles 
6f obtaining satisfactory operation from 
oil-fired forced-air plants will be covered 
in the second article in this series. Also 
to be covered in this series are the reasons 
why forced-air plants designed for regis- 

ter-air temperatures of about 150°, for 
coldest days, often give much lower reg- 
ister-air temperatures, together with trou- 
ble asa result. 
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Housing Starts Top Million 
Completions 66% in 1946 


HOUSING EXPEDITER Frank R. Creedon’s 
monthly report for January states that 
1,003,600 dwelling units were placed un- 
der construction in 1946 and that 661,- 
900 units were completed. 

The 1,003,600 units begun in 1946 
compares with the original goal of 1,- 
200,000 units set a year ago for the Vet- 
erans Emergency Housing Program in 


1946. No goal had been fixed for comple- 
tions. 

Dollar value of new housing 1946 was 
nearly five times as large as in 1945, and 
the last quarter of 1946 exceeded the first 
quarter of 1946 in this respect by 123 per 
cent. Housing put in place during the year 
was 36 per cent of the total for all new 
construction, as against 16 per cent for 
1945. During the 1934-41 period, hous- 
ing averaged 30 per cent of all new con- 
struction. 
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Few Other Durables 
Equal Oilburner Gains 


IN THE JANUARY ISSUE of “Electrical 
Merchandising” appears considerable data 





on sales of a variety of consumer durable 
items, going back over 10 years. Sales 
comparisons for the last prewar year and 
the first full postwar year are shown in 
the table, using only a few of the larger 
items. With the exception of kitchen mix- 
ers, the only low cost items in the list, oil- 
burners and oil space heaters led in de- 
gree of sales rise. Ironers, ranges and re- 
frigerators registered the only declines in 
this lot, due largely to shortage of sheet 
steel, plus the well-known point that such 
products are made principally by very 
large companies, who had the most wide- 
spread labor troubles in 1946. Moreover, 
such companies couldn’t very well move 
into the black market to get bottleneck 
items . . . their size made them too vulner- 
able to prosecution. 


Postwar vs. Prewar Retail Sales 


1941 
Vacuum Cleaners 2,053,510 
Ironing Machines 259,668 
Kitchen Mixers 510,000 
Oilburners 333,250 
Oil Space Heaters 446,000 
Radios 13,700,000 
Kitchen Ranges 728,000 
Household Refrigerators 3,500,000 
Electric Washers 1,892,435 


Percent 

1946 Change 
2,243,600 + 93 
175,000 — 32.6 
1,500,000 +194.1 
455,218 + 36.6 
854,700 + 91.6 
14,031,000 +) ae 
450,000 — 38.2 
2,100,000 — 40.0 
2,000,000 “+. ea 











AUTOMATIC 
WIPING 


OILSEAL 







Because test samples are sealed 
from active absorbent solution, an 
exclusive Dwyer feature, NO PRE- 
ABSORPTION ERROR is possible. 
Thus 400 to 600 tests can be made 
accurately before renewing the 
absorbent solution. With its solid, 
clear, unbreakable plastic body, 
light enters from all sides, giving 
easiest possible reading. For pre- 
cision accuracy be sure you Buy a 
Dwyer Transparent. 





315 South Western Avenue, Chicago 12, Illinois 
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Our 13* Year 


In 1914 the Ray Company 
developed the horizontal 
rotary principle of atom- 
ization and started a new 
era in oil burning. The basic 
soundness of this principle 
is demonstrated by the fact 
that it is sti/] employed in 
every horizontal rotary 
atomizing oil burner built 
up to the present time. 


RAY OIL BURNER CO. 


401 BERNAL AVE - SAN FRANCISCO 











Oilheating Trends 

(Continued from page 11) 
should be done (or could be done) about 
it. Assuming that they can get no relief 
on their costs, and looking ahead for three 
months, 60% of the dealers think that 
prices should stay just where they are; 
32% vote that they should come down, 
and their collective opinion on how much 
drop is in order is 9.4%. The remaining 
8% voted that prices should go up, with 
average opinion indicating a 2.5% rise. 

NEW HOME INSTALLATIONS: Now that 
gas is running into supply and pressure 
troubles in so many cities, dealers were 
asked how that is affecting their interest 
in, or their requests to compete for, new 
home work. Including all sections of the 
country, 38% of dealers report that the 
gas slump has noticeably stimulated oil- 
heating interest for new homes, particu- 
larly on the part of builders. 

Asked what are the going prices for 
minimum installations in G.I. houses, spe- 
cifically in small five room houses, in their 
respective communities, they report an 
average of $515 for forced warm air units 
with pot-type burners, $682 for forced 


air units with gun burners and $673 for 
vertical rotary burner furnace-burner 
units, all prices installed, exclusive of 
ductwork. Added charge for ductwork in 
these small five room houses averages 
$253. 

DEALER COMMENTS: Typical of expres- 
sions from dealers on questions of the 
month are these: “Customers are plenti- 
ful, but not buying; they expect prices to 
come down; advertising does not bring in 
sales” . . . “Among your questions there 
should be more interest shown in radiant 
heating, the finest yet if properly in- 
stalled” . . . “We are being forced to use 
aluminum at 38¢ a pound for sheet work, 
instead of galvanized at seven or eight 
cents; all costs are up in last few months; 
we're in for a letdown; can’t blame buyers 
for refusing such prices” . . . “Costs and 
resale prices cannot remain where they 
are; we are not buying anything for 
stock”... “As far as we are concerned 
there just isn’t any burner business, and 
other retail trade people report the same; 
you might tell Eastern dealers who have 
feared the coming natural gas competition 
to stop worrying—I’ve been studying it 





in Western Penna. and don’t see any 
threat to us”. . . “We consider business 
at 1933 level in a number of ways”... 
“We need circulating pumps, radiators 
and unit heaters, also 2,200 ft. steel boil- 
ers”... “Am interested to know if price 
zoning for oil deliveries is being generally 
discussed; has been some talk of it in our 
area”... “Because our installations drag 
along due to inability to have all neces 
sary materials at once, we have difficulty 
realizing on our prospective profit on the 
jobs” . . . “Local gas utility is turning 
down commercial jobs but still accepting 
additional house heating load (Des 
Moines)” . . . “We have had orders for 
nearly a year for 68 domestic and indus- 
trial burners, size from 2/2 to 75 gph, 
with few deliveries and no promises from 
manufacturer” (sounds more like a year 
ago than now, and is probably the excep 
tion that proves the rule). 
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Irving W. Shipp has been appointed 
Southeastern Sales Manager of the Queen 
Stove Works, Albert Lea, Minn. Mr. 
Shipp was formerly associated with 
Woodson and Bozeman, Inc., Memphis. 








READY for the Spring BUILDING BOOM 


Our production has been speeded up to help 
supply the demands being made on heating con- 
tractors and dealers! Make your needs known to 
your distributor or us at once, and your heating 
problem will be over. OIL heat is the best heat! 


: The CASCADE MFG. CO. 

; Culver City, California 
Please send me more information about HEWITT Oil Floor 
Furnaces [] Dual Heaters [] Space Heaters [_] 





: Nome: 
Address: 








i City: State: 
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OIL HEATERS 





AUTOMATIC 


HEATING CONTROL 


Apartment 
Houses 


TORK TYMOTHERM 


Thermostats seldom practical in apartment houses; se!! 
“scheduled heat” with TORK TYMOTHERM. Provides 
continuous early morning operation to maintain “warm-up” 
period—then changes to intermittent operation to maintain 
comfort economically until night shut-down. For oil, £25, 
or coal. Fully automatic—all operations fully adjustable. 


Model 197N/61R Single pole 115 V, 60 C, 6 Amp $45.00 
Write for Complete Bulletins 


THE TORK CLOCK COMPANY, Inc. 


2 Grove Street, Mt. Vernon, N. Y. 
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Our Money’s Worth 
(Continued from page 66) 


istrative expenses; only five use any part 
of their income for advertising or promo- 
tional expense; four of the latter number 
use only a limited amount, and one chap- 
ter uses over 80% of its income for adver- 
tising and promotion for the use of Oil 


Another interesting fact that the sur- 
vey produced was that only 50% of the 
chapters reporting hold regular monthly 
meetings. The disappointing thing is that 
out of these nine chapters, only four have 
a planned program. One Secretary re- 
ported, “We seldom hold a meeting.” An- 
other Secretary wrote, “We hold a meet- 
ing whenever we think one is needed or 
when something special comes up.” Still 
another Secretary said, “While we only 
have about ten or twelve members, we 
have every reason to believe it could be 
increased to 75 or 100 within a few 
months if the proper impetus was put be- 
hind this project and the necessary atten- 
tion devoted to its promotion.” 


As we analyze these replies, we find 
more and more perplexing they become. 
We become somewhat disappointed with 


the members will feel that it is of value for 
pa them to participate. It is on this latter fact 
P ae that your membership is built—give them 
*°"Y f worthwhile program and establish a dues H 
our : ; p eat. 
schedule that is equitable and you will 
“"“8 TF have no trouble in raising the money to 
i carry it out—and consistently increase 
F ys your membership at the same time. 
a Last fall we made a survey of all Chap- 
pting ters in O. H. I. to determine if there was 
(Des any established pattern for dues charges. 
s for | We were greatly amazed at the great va- 
nile riety of dues charges, the numerous plans 
gph that are being used, and the great variance 
fie in income that chapters are receiving from 
vik dues. They range from $150.00 per year 
xcep: annual income up to $14,000.00 per year. 
Of the 18 chapters replying to the ques- 
tionnaire, only six had an annual income 
of over $5,000.00 per year; nine had an 
inted income of $1,000.00 or less; five had less 
jueen F than $400.00 a year to carry on a pro- 
Mr. gram; and the average for the 18 report- 
with ing was $3,650.00 per year. 
pis Twelve of the 18 chapters spent all or 





a greater part of their income for admin- 


the way our Distribution Division is work- 


ing out. No, I can find no fault with our 
officers. They have done an excellent job 
in organizing the Distribution Division 
and it has come a long way in a very few 
years. 

Many important national committees 
have been formed to assist the local chap- 
ters with their problems. Timely bulletins 
are being sent out. An advertising com- 
mittee has been appointed to disseminate 
information and ideas which could be of 
help. But what is being done with the in- 
formation? Is it stimulating interest on the 
part of the local chapters to do things? 

Here is an industry that expects to sell 
6,000,000 oilburners in the next ten years. 
Here is an industry that will furnish these 
6,000,000 oilburners with oil, parts and 
service for many, many years to come. 

And yet there are chapters of O. H. I. 
who have only 10 or 12 men who are 
sufficiently interested in this tremendous 
market to get together more than three or 
four times a year and who are only will- 
ing to put $10.00 or $15.00 a year into 
a fund to promote the use of Oil Heat and 
capture their share of this market. 


I have finally come to these conclusions 
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GREATER PROFITS! 








MFD. EXCLUSIVELY BY 
INDEPENDENT OIL BURNER CORP. 


JAMAICA, N. Y. 








WATCH FUTURE ISSUES 














ADDITIONAL DEALERSHIPS . 


"COMPLETE LINE™ 
WILL BE AVAILABLE SHORTLY 





















fuelo/! 
é o// heat 














The Fuel Oil Conditioner Backed 
By More Than 100,000,000 33 
Gallons of Fuel Oil Experience 335 
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need Parakem to prevent sludge deposits 
in the storage tank, lines and oil burner. 
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inte Parakem improves atomization, allows 
35% quicker starting—results in a brighter, 
ae O 

ex$ cleaner flame. 


ZSF = Parakem is specially priced for resale by 


Sax dealers at good mark-up. 
eee Sold in one and 5 Gallon Cans 
—15, 30 and 53 Gallon Drums 


Write for complete details and prices TODAY 


Daragon Oil Company 


75 Bridgewater Street Brooklyn 22, N. Y. 4 oe 
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as to how to organize to do this job effec- 
tively, and I present it to you in the fol- 
lowing outline form: 

1. Elect good officers in your chapter 
who will devote some of their time 
to the general welfare of your chap- 
ter and the industry generally. 

2.Hold regular monthly meetings: 
Plan a program that will be of gen- 
eral interest to all the members. Dis- 
cuss local and statewide legislation; 
spring and summer burner check-up; 
delivery problems; oilburner sales 
and installation problems; new ordin- 
ances; gas and coal competition; the 
home owner's viewpoint; taxes and 
freight rates; publicity, public rela- 
tions and advertising; etc., etc., etc. 

3. Outline a program of advertising, 
promotion and publicity. 

4. Set-up a dues schedule that will pro- 
duce sufficient income to carry out 
your program and which will be 
within members’ ability to pay. 

5. Appoint a membership committee 
that will go out and contact pros- 
pects; that will show them the advan- 
tages of cooperative local effort; and 


outline to them the many advantages 
of their affiliation with O. H. I. 
If such an outline is put into effect you 


‘will not find it difficult to secure new 


members. Prospective members will feel 
embarrassed not to belong, if you have a 
worthwhile program. Then your dues in- 
come will go up and you will be able to 
expand your program still further. You're 
then on “the beam” and the future will 
take pretty good care of itself. 

I can speak from experience. I have had 
fifteen years association with one of the 
most successful chapters in O. H. I. This 
chapter has expended annually more than 
80% of its total annual income in a con- 
structive program of promoting the sale 
and use of Oil Heat. It has obtained pub- 
lic acceptance for Oil Heat on a ratio of 
nearly 4 to 1 over the other forms of auto- 
matic heat. It has increased its member- 
ship nearly 160% in the last seven years 
and this increase has been largely volun- 
tary. It has challenged the natural gas 
competition in no uncertain terms. It has 
held at least 11 well-planned meetings 
every year and at least one annual good 
fellowship outing. Its board of directors 





hold regular meetings and report to the 
membership promptly. It issues one or 
more worthwhile bulletins to the member- 
ship each week and keeps it well informed 
on what is going on in the industry, both 
locally and nationally. Its members real- 
ize the many advantages of cooperative 
effort because “we get more than our 
money's worth.” 

I would call this the No. 1 Chapter in 
America. I hope this statement, for the 
good of the Industry, will not go unchal- 
lenged. 

Your association can become a demo- 
cratic control board in your local terri- 
tory. You can break down petty jealousies, 
eliminate unfair competition and build a 
strong, united effort, if you will only try. 
Then, and only then, will you realize the 
glorious opportunities of Free Enterprise 
—the advantages of helping your com- 
petitor in the industry to become more 
successful. Remember, you alone cannot 
be a success in the industry if the industry 
itself is a failure. 

Let us not forget that the opportunity 
is here—there we can “get more than our 
money’s worth.” 






















RADIANT UTILITIES CORP. 
1859 Cropsey Ave. 


The Radiant po -ner 
m™ 4sizes...1 to 20 gph 


Low in Cost... Depend- 
able ... A profit-maker 
for dealers . . . easy to 
service because it was 
designed to reduce serv- 
ice costs and increase 
efficiencies. 


"YOUR FUTURE IS BRIGHT 
WITH RADIANT!" 


Literature on Request. 


Brooklyn 14, N. Y. 




















Available! - 
A.R.Webber’s 1947 Catalogue 


of Excellent Values for the Oil Burner Trade 


Write On Your 
Letterhead for A 














Gives Better Combustion 
Saves More Fuel 


POWRMATIC 


THE OIL BURNER WITH 
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The success of the NEW 
























































r in YORKER has developed a 
trend in residence boiler a 
- design. But only the NEW MICRO-FLAME 
Nal YORKER has the features 
that brought about that ADJUSTMENT 
| success, Here’s Kres-Kno’s answer to the 
MO- : ; need for more critical control of 
seal Immediate shipment now air flow to the burner nozzle—for 
rT for replacement. Antici- better oil combustion. 
sies pate your future needs by With the exclusive “Velocitrol” 
; ordering now to assure Sentare you cam get OOy rendieas 
Ida your jel of NEW YORK- ae eageat ‘ale inns aa 
try. ERS for the coming heat- pressure, and angle of flame to fit 
the ing season. Simply remove the cap and yer pee teers saa om h 
; move ~ a ge id —_ PowRmatic yon get = he cose ‘Oil 
rise 400 to 1100 Sq. Ft. Radiation pote pone os te A ate _ burner, precision built of only the 
Be: fire tube. Tighten inch, re- Sree Semenae Seats and some 
Om . roperly c ® give tter, 
a BUILT TO EXCEL IN DEPENDABILITY, place, fqeer, andthe, lobis cleaner heating. The PowRmatle is 
utes. Position of pump and let aati ¢ veoh heatin 
not LONG LIFE, AND LOW OPERATING COST motor-blower assembli es “on completo package ef real heating 
st able. es taken now for early de- 
~ | | Jirusvitte SALes [OMPANY inion 
nity Ine. KRES-KNO OIL BURNER MFG. CO. 
our Subsidiary of Kresno-Stamm Mfg. Co. 
50 WEST 50th ST., NEW YORK 56 West 24th Street © New York 10, N. Y. 
Circle 6-286! In Canada—Kresno-Stamm Mfg. Co. {[Can.) Lid., Montreal 2 
by Han A. Kunitz 
It is the only book of its kind! No other gives as complete informa- 
tion concerning all phases of oil heating, with special chapters on 
fueloil and its characteristics, burner types and methods of installa- 
tion and service. An indispensable guide to all oil heating informa- 
tion with everyday usefulness as a reference book, written by a 
recognized authority in the field. 
IF YOU SELL, INSTALL, DESIGN OR USE 
OILHEATING EQUIPMENT—YOU NEED THIS BOOK!! 
232 Madison Ave. 
New York 16, N. Y. 
ie FUELOIL & OIL HEAT (DETACH COUPON AND MAIL WITH 
2 with 456 pages 232 Madison Avenue | a 
New York 16, N. Y. 
and containing hundreds of photo- Send me .... copies of "Oil Heating Handbook." $. .. . is attached. 
graphs, diagrams, charts, and graphs. 
Types of service troubles listed and INARAE oak oo So aon Ohad Gels oe es Geeta Oe weet oe ee wee ere ia egekiec  eea 
estimating tables included, with a eet... ... beak ee ee 
complete index for easy reference. 
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IF YOU WANT: 


PERFECT ATOMIZATION 


POSITIVE RATED CAPACITY DELIVERY 
ACCURATE SPRAY ANGLES 

FINEST WORKMANSHIP AND MATERIALS 
PRECISION IN EVERY DETAIL 


HAGO PRECISION NOZZLES! 


HAGO PRODUCTS, 1281 SPRINGFIELD AVE., IRVINGTON 11, N. J. 





YOU WANT 











Research Shows Low Cost 
Of Indirect Water Heating 


Low cost of indirect water heating has 


During the heating season, when the 
boiler supplied both heat and domestic 
hot water, the average daily fuel con- 
sumption chargeable to supplying 50 gal- 


senting a monthly fuel consumption for 

summer operation of 42 gallons. 
Assuming operation during a heating 

season of eight months duration, and four 









been disclosed by an investigation made ons of 150 degree water daily was 0.36 months of summer operation, the annual (10 
by the Engineering Experiment Station of of a gallon of oil. This represents a month- cost of heating domestic hot water drawn J} nat 
the University of Illinois. The tests were ly oil consumption of slightly less than at the rate of 50 gallons daily, with oil at for 
carried out in the IB-R Research Home. 11 gallons. 8 cents per gallon, is $20.40 per year or I 
An oil-fired boiler was used in the tests In the summer, when the boiler was $1.70 a month. gas 
which extended over a period of two years. used to supply hot water only, it was It was found that omitting the insula asst 
The boiler was used with an indirect found that approximately 1.4 gallons of tion from the piping between the indirect nee 
water heater connected to a horizontal, oil per day were required to supply 50 heater and the tank will increase the fuel stri 
insulated 30-gallon storage tank. gallons of 150 degree water daily, repre- consumption 20 per cent. for 
sol 
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OIL BURNER 


Tested and Proven By Time 
and Performance 


For Dealers Who Want 
Completely Satisfactory Service 


SUNDSTRAND ENGINEERING CO. 


ROCKFORD, ILL. 
"QUALITY BURNERS FOR 26 YEARS" 
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| \ \ THE ELECTRIC TANK GAUGE THAT MAKES 
IT IMPOSSIBLE TO RUN OUT OF OIL 


EVERYTHING FOR 







Lowers Costs! Helps Close Bids! 


NU-TROJAN 
Combustion Chambers 


A Product of McLeod & Henry Co., Inc. 


















You can bring down installation 
costs with Nu-Trojan Chambers 
because they have less parts 
and can be installed quickly. 
No steel bands are required to 
hold chamber in place. Made 
of first quality "Steel Mixture” 
Pennsylvania fire clay. Fusing 
point 3180° F. Write Dept. 61 
for details. 







THE OIL BURNER TRADE 





é PROMPT SERVICE 
Y CONTROLS AND FUEL UNITS 


REBUILT OR EXCHANGED 





Complete Stock of 















OIL BURNER BELTS 
OIL BURNER ACCESSORIES 
FLEXLOK CHAMBERS 


TANK GAUGES 


Look for our Self-addressed Parcel Label which is enclosed in oli 
outgoing packages. 


AUTOMATIC BURNER CONTROL EXCHANGE 


NE OF THE FINEST ''HOSPITALS"' 
FOR OIL BURNER PARTS AND CONTROLS 


224 Bassett Street New Haven 6, Conn. 


A quick-selling, profitable accessory. For old and new installa- 
tions. Mercury switch operated. A great convenience that’s appre- 
ciated by customers and recognized by them as far superior to any 
other measuring device. Inquiries invited from burner manufac- 
turers, jobbers, dealers. Immediate delivery. 







BURT DISTRIBUTING CO. YZ 
SIZE: 2b" x 5” 2288 UNIVERSITY AVENUE ZAM 
St. PAUL 4, MINNESOTA fa 
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BLACKMER PUMPS 
. The 
Key te 


Write for Bulletin 102—PUMPS FOR THE PETROLEUM 
INDUSTRY which explains why the 
(swinging vane principle) maintains pumping capacity by 
automatically compensating for wear and how the buckets, 
when finally worn out, are easily replaced and the pump re- 


@ LOWER PUMPING COSTS 


@ SUSTAINED PUMPING CAPACITY 


@ PUMP DEPENDABILITY 


stored to its normal capacity. 


“Bucket Design” 







BLACKMER PUMP CO, 2170 Century Ave., Grand Rapids 9, Michigan 
SERVING THE PETROLEUM INDUSTRY FOR OVER 40 YEARS 














Gas Faces East 
(Continued from page 58) 


(100,000 Btu) for artificial gas, but the 
natural gas now available costs 11.7 cents 
for the same amount of heat. 


Low gas rates are necessary to make 
gasheating attractive, but low rates do not 
assure an adequate supply of fuel when 
needed. The limitations of a pipe still re- 
strict the supply. People in Kansas City, 
for instance, close by the gas fields, were 
sold gasheating at 6 cents a therm, but 


when the weather got severe there was 
not enough gas to keep them warm, re- 
gardless of price. 

There has been an ocean of Crocodile 
tears shed over the amount of natural gas 
that is flared, or burned at the well head, 
representing an enormous waste of nat- 
ural resources. The facts are that the gas 
was burned only because it was not eco- 
nomic to build lines to take it to market. 
Much of the gas is too high in nitrogen to 
be good fuel in spite of the fact that it is 
natural gas. Some of it runs below artifi- 


cial gas in heat content, and can not be 
sold for enough to pay for the necessary 
pipelines to carry it away from the field. 


Natural Gas to Oil 


Another use for natural gas, now aris- 
ing, makes it more valuable as a raw ma- 
terial than for fuel. Socony-Vacuum is 
building a synthetic oil plant at Browns- 
ville, Texas, to make gasoline and heating 
oils from natural gas. Standard Oil of In- 
diana is building a 6,000 barrel-a-day 
plant in the Hugoton gas field of Kansas 











Manufacturers of 


OIL BURNER METERING VALVES 


with unvarying accuracy of flow 


OIL BURNER DEVICES, INC. 


79 BEACON ST 
489 5th Ave. 








: WORCESTER 8, MASS. 
MERIT OIL BURNER DEVICES, INC. 
New York City 


















4" to 24" in diameter. 
24" x 24" to 5' x 12', 


Write for 
literature and 
trade price 


PREFERRED UTILITIES mt cor. 


LET-10) Broadway, New York 23, N. Y. Boston Office: 839 Beacon St. 


The Original. Still the Best. Hun- 
dreds of Thousands in Use. 

draft constant in the fire box. 
draft control for the smallest to the largest jobs. 
@ Stove, domestic, and commercial sizes from 


BRONZE CONTROLS 


for Permanent Protection 





Low Water Cutoffs 
and Pressure Controls 


Available In Single 


or Combination Units 

















@ Holds _the 
@ Scientific 


Industrial sizes from 


WAR ON WASTE! 


Increase efficiency of oil by keeping heating 
unit free from excess soot. All oil soot in fire 
chamber and flues vanishes 
sprayed with E-Z Fuel Oil Soot Destroyer. 


“EASY TO USE— 
ECONOMICAL TOO” 


DISTRIBUTORS: Write for fine proposition. 
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«++ $1.00 
-- 4.50 


No. | pkg. 
No. 5 pkg. .. 





HEALY-RUFF COMPANY, 797 Hampden Ave., St. Paul, Minn. 
Enclosed find check ( ) money order ( ) Send the following prepaid: 
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Inquiries Invited. 


505 COURT STREET 





HAYWARD OIL BURNERS 


ROTARY and PRESSURE 
ATOMIZING TYPES 


Dealer and Distributor 


HAYWARD MFG. CO., INC. 
BROOKLYN 31, WN. Y. 


ELECTRIC 

















TWO BURNER TYPES 
— VAPORIZING WITH 
IGNITION FOR THE 
( SMALL JOB—PRESSURE ATOMIZ- 
‘ ING FOR THE LARGER. THE 
BEST IN OIL WATER HEATERS. 


_ MADISON, WISCONSIN — 










































to synthesize petroleum products out of 
gas. At present prices for oil products 
these plants can pay 12 cents a thousand 
feet for gas to refine, against 1.5 to 5 cents 
a thousand it is bringing as fuel. In view 
of the opposition of some states like Okla- 
homa and Texas to the sale of gas for ex- 
port to eastern states, gas processing plants 
may compete heavily for the available gas 


supply. 
Threat Psychological 


The most serious threat that “Inch” line 
gas offers to eastern oilheating is psy- 
chological. People who long have heard 
stories of cheap, high value, natural gas 
in the Southwest feel that the same bonan- 
za falls to any community when natural 
gas arrives. The people of St. Louis, De- 
troit, Chicago and Minneapolis have 
learned that natural gas is not necessarily 
plentiful or cheap, and eastern people are 
going to find it out, either by personal ex- 
perience, or from an aroused oilheating 
industry. Left to themselves, it takes about 
two years for the public to become con- 
vinced that it is paying generously for the 


heat it gets from natural gas, but this 
period can be appreciably shortened when 
oilheating really is sold. 

Under the most favorable conditions, 
connection of the present “Inch” lines 
with eastern utilities cannot be made for 
at least two years. Manufacture of six- 
inch and eight-inch pipe will not be in 
volume production for several months, 
and estimates on larger sizes runs up to 
1950 for twelve-inch pipe. 

People in the East still have a long wait 
before any natural gas arrives in their 
area, and after it does arrive it probably 
will be sold to them mixed with artificial 
gas, and at higher prices for an equal 
amount of heat than they now are paying. 

But we may expect that more “Valen- 
tines” will be sent; that there will be dis- 
cussion of the great benefits that are to 
arrive on the East Coast with natural gas, 
and that the market will be thoroughly 
cultivated long before the gas arrives. It 
is encouraging to see some eastern dealers 
already taking steps to counteract the war 
of nerves that is about to be inflicted on 


Binghamton Gas Shortage 
Shifts FPHA To Oil 


FUELOIL WILL BE USED to heat 60 Federal 
Public Housing Authority emergency 
apartments for veterans now being erected 
in Binghamton, N. Y., City Engineer 
John A. Giles announced. 

The decision to use fueloil was made, 
the engineer explained, after the Bing- 
hamton Gas Works said that it would not 
undertake to heat the apartments with 
gas. Use of fueloil in the remaining 60 
PFHA apartments will mean that three 
different types of heat are furnished in 
the emergency apartments. 


© 


Sprigfield standardized Type M boilers 
are discussed in a folder available from 
Springfield Boiler Co., Springfield, III. De: 
signed for steam generator use, a meas 
urements and data table shows guaranteed 
maximum continuous capacities for the 
complete line, along with other pertinent 
information. A sketch shows interior con 
struction features and dimensions. 
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Deliveries. Telephone BArclay 7-8463. 





OIL PIPE PLASTIC 


FOR OIL, GAS, GASOLINE, 
AMMONIA AND FREON SYSTEMS 


Seals threaded joints and flanges with or 
without gaskets. Anti-seize; will not harden 
in the joint. Vibration resistant. Ready to 
use. Applicable at all presently used tem- 
peratures and pressures. 


One of KENITE’S Time-tested, Safe Chemical Heating Specialties. By 
makers of Kenbric Soot Remover. Ask your supplier or write us. Immediate 


KENITE LABORATORY, INC. 





83 MURRAY ST., NEW YORK 7,N. Y. 


the market. 








PEHHEAT 






The Modern Stee! 
OIL or GAS BOILER 


HOT WATER THE YEAR ’ROUND 


TOPS IN EFFICIENCY 
LOW IN COST 


Large Seamless Vertical Fire Tubes and Woter 
Tubes, Embodying a New Scientific Develop- 
ment, Facilitate Swift and Economical Heating 


American Oil Burner Corporation 
Manufacturers of Oil Burners 
and Steel Boilers 
COOPERSBURG, PA. 
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M &L OIL PREHEATERS— 
SUCTION BELLS & TANK HEATERS 


ARE SPECIFIED BY MANY MAJOR OIL BURNER 
MANUFACTURERS THROUGHOUT THE JU. S. 


IF YOU WANT DEPENDABLE PERFORMANCE 
IN YOUR HEAVY OIL BURNING SYSTEM WRITE 
FOR BULLETIN #740. 


MANNING & LEWIS ENGINEERING CO. 


28-42 OGDEN ST. NEWARK 4, N. J. 














Manufacturers 


Conversion 8urners, Boiler 
Units, Furnace Units and 


Direct-Fired Conditioners 
















of Rexoil 


Rexoil Burners have the 
confidence of over 60,000 
users. That's why “you're 
RIGHT with REXOIL”... 
the line that's easy to sell 
and STAYS SOLD! 












REIF-REXOIL, Inc. 
35 Carroll St. Buffalo, N. Y. 
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Convention Plans Complete 
(Continued from page 62) 


be taken up by entertainment plans al- 
most entirely outside the hotel. 

At New York, A. E. Hess, managing 
director of the institute said, “The Con- 
vention Committee has recognized from 
the outset of planning that there are many 
men in the oil burning industry who re- 
gard 1947 as the conversion year in the 
distribution side of the business. The con- 
version will be from order taking to active 
selling and this change can be apparent by 
early summer. Speakers at the convention 
have been chosen from among the most 
competent in their fields and their think- 
ing will be of real assistance to the indus- 
try in the planning which must be done 
for both the immediate and long pull fu- 
ture. Our manufacturers have tremen- 
dously increased capacity with which to 
meet the best domestic demand the indus- 
try has ever enjoyed. There also is an ex- 
port demand of no small proportions 
which hasn’t been touched yet. 


During 1946 there were built and 
shipped about six hundred thousand 
power driven oil burning units, of all 
‘types, which is about twice as many as 
were shipped in the best prewar year. 
The manufacturers’ facilities were not in 
full use because of shortages in materials, 
components and manpower. If these are 
overcome in 1947 it will be possible to 
turn out nearly a million units in power 
driven equipment. Another important 
branch of the industry, space heating 
equipment, should do equally well with 
its increased capacity. The installation of 
all this new equipment will place a con- 
siderable new demand on those interested 
in the refining and delivery of burning 
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teed Accuracy. 


903 Wrightwood Ave. 





fins Nezzhes 


Products of 26 years’ experience in the design and 
production of oilburners. Extreme Precision—Guaran- 


All Capacities and Angles 
“For those who want the best" 


Ace Cocnerating Engineers 


Chicago 14, Ill. 
OSCAR C. SCHROEDER, Owner 


quantity, large or small. 
y,” if ” 
4,” 114” 


12305 Turner Ave. 











DOUBLE OUTLET... 


TANK VENT CAPS 


These iron body caps are fitted with mesh screen securely 
held in position. We manufacture the following sizes and 
have available for immediate or early delivery in any 


O'HALLORAN INDUSTRIES 


Phone HOgarth 2122 
Detroit 4, Michigan 














oils but there is no concern about their 
ability to meet the requirements once 
those requirements are defined. The pres- 
ent heating season has seen no sign of fuel 
shortage for any building, or home, 
equipped with fueloil and the flexible oil 
pipe line, on wheels to the consumer, is 
making a grand record of satisfaction. 
However, it is broadly recognized that the 
activities of any one branch of the oil 
burning industry can have an effect on all 
the other branches and that it is well to 


best attended convention which OHI has___ to 30 hp, 840-4200 sq. ft. radiation, 100 
ever sponsored in a year in which equip- lbs. working pressure. 


ment is not to be shown during the con- _ sketches, 


Diagramatic 
specifications and 


vention days. The “tops” in the industry working features are given for all models 
will be in Atlantic City during the last of the boiler, which is adaptable to firing 


week in March. 


by coal, gas or oil. 


© Wheelco Instruments Co., Chicago 7, 

Kewanee Boiler Corp., Kewanee, Ill, Ill., announces publication ‘of a bulletin 
describes the new Scottie Junior boiler in on the company’s line of portable pyrom 
catalog 99d. The boiler, designed for in- eters. Specifications for proper selection 
dustrial high pressure steam application, of extension holders, adapters and thermo- 


plan together for all. This adds up to the 


is available in six sizes, ranging from 6hp _ couple tips are listed in chart form. 








ECONO 


Model P (as shown) comes com- 
plete with all necessary fittings for 
gauge glass installation. 


Write for complete catalog show- 
ing screw-in models for all steam 
boilers equipped with cut-off tap- 


ping. 


THE ECONO PRODUCTS CO. 
250 Stuart St., Boston 16, Mass. 











Automatic 
Fusible Line Valve 


A combination shut-off valve and fusible 
link for oil burner installations. Self-con- 
tained automatic type—no chain, pulley, 
hook or weight required. Held open by 
fusible device against a spring. Can be 
manually operated—horizontal or vertical 
position. 

Globe type valve made from brass bar 
stock, metal to metal seat and disc con- 
struction. Easily installed—no adjustments 
required. 


Made in %”, 12”. 34” and 1” sizes. 


MOORE and KLING Inc. 


221 High Street Boston, Mass. 
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RESULTS 
COUNT! 


SIMPLEX OIL HEATING CORP. 
11 Park Pl., New York 7, N. Y. 

















Oilheating Statistics 


The entire statistical section of the January issue, 
plus four pages of details on burners installed and ci‘: 
breakdowns from the February issue, have been © 
printed in a single, convenient, 20-page pamphlet. 


Now Ready — 25c per copy 


To save billing and bookkeeping, please send 
check or stamps with order. 


GET YOUR COPY TODAY 


FUELOIL & OIL HEAT 


232 Madison Ave., New York 16, N. Y. 
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FUELOIL & OIL HEAT CLASSIFIED ADVERTISING 


{ Advertisements are payable in advance 75c a line; minimum 
2 charge of $4.50 for 6 lines or less. No advertising Agency 
Commissions. No discounts. 


NOTICE—Those writing to Box Numbers, address: c/o FUEL- 
OIL & OIL HEAT, 232 Madison Ave., New York, 16. 


pte )\—<OiL BURNER 
SUPPLIES 


Ask for our catalog illustrating, describing and pricing our complete line of 
quality materials for installation and repair of oil burners, stokers, heating 
equipment, You'll save money with our new tank valve, flame mirror, nozzle 
kit, vent cab, chambers, baffles, etc. We do’ not compete with our customers 
—we do not sell burners, stokers or major equipment, 11 years of quick, 
friendly service. Robert Barclay, Inc., 130 N. Peoria St., Chicago 7, Illinois. 





PRICE CALCULATOR for alcohol, turpentine, linseed oil, solvents, kerosene, 
fuel oils and gasolines. 250 charts ranging from .001 to .209 per gallon in 
tenth and quarter cents, Charts complete with standard $47.50. For fuel oil 
dealers we have Calculator ranging from .05 to .11 cents, in tenths only. 
61 charts complete with stand $27,50. Each chart shows amounts from 
1 to 999 gals. Any individual chart with celluloid holder $1. Degree Day 
Systems, Woodside, N. Y. 


LONG ESTABLISHED MANUFACTURER of heating products recommends 
their metropolitan New York sales representatives to amy manufacturer seek- 
ing large volume of business in this territory. Box 604. 


WANT OIL HEATING EQUIPMENT. Water heaters, floor furnaces, furnaces, 
conversion burners, space heaters, conversion burners for heaters and range 
stoves. Motors, fuel units and transformers for oil burner assembling. O. A. 
Moore Equipment Company, Lincoln 6, Nebraska. 


MANUFACTURERS SALES REPRESENTATIVES with organization over en- 
tire eastern seaboard, selling to more than 600 jobbers and many burner 
manufacturers, could do real justice to another oil-heating device. Substantial 
volume guaranteed. Manufacturers urged to contact us promptly. Box 584. 


ATTENTION: BOILER AND AIR-CONDITIONER MANUFACTURERS— 
OIL COMPANIES—OIL BURNER DISTRIBUTORS; Oil burners designed, 
developed and engineered to your specifications, Underwriters and Commercial 
Standard listing guaranteed, production set-up supervision, patterns, jigs, fixtures, 
service manual copy, etc., supplied when necessary. We specialize in pressure 
atomizing burners for the domestic field. Our laboratories, machine shop and 
engineering staff, located in the east are at your service. All replies will be held 
strictly confidential. Address Box 530. 


FOR SALE—One New Type R Todd Rotary Fuel Oil Burner, Motor 1 HP, 
Model C, 220 V.A.C., 60 Cycle, 3 Phase. Purchasing Dept., Central Laboratories, 
General Foods Corporation, 1125 Hudson Street, Hoboken, New Jersey. 


SALESMAN WANTED—for heavy oil burning equipment in metropolitan 
New York. Must be able to survey, estimate and close. Good opportunity for 
right man with experienced dealer, handling nationally known burner. ALL- 
BOROS UTILITIES CO., Kew Gardens, Long Island, New York. 


Oil burner castings completely machined and assembled including draft tube 
and stand $28.00 each lots of 25. GARDNER CO., 339 E. Maplehurst, Fern- 
dale, Michigan. 


VACUUM FURNACE CLEANERS in stock for immediate delivery. $115.00 
complete. Hazelton Mfg. Co., 51 Bristol St.,; Boston 18, Mass. Telephone 
Hancock 3928, 





Manufacturer desirous of obtaining coverage in New York and New Jersey 
states on heating equipment to be sold to oil companies, oil burner companies, 
and supply houses, should communicate with Distributor now calling on this 
trade. Send full particulars. Address Box 611. 


GRADUATE ENGINEER thoroughly experienced in research, design and pro- 
duction of domestic oil heating equipment at present employed as factory man- 
ager of prominent producer wishes to make an advantageous change. Address 
Box 612. 


FOR SALE—Fuel Oil and Burner Business Sales volume approximately 5,- 
000,000 gallons annually. Large fleet of trucks with modern equipment. Estab- 
lished 15 years. Location—Philadelphia. Write Box 613. 


DISTRIBUTORS WANTED. Opening is available for exclusive distributorship 
in mid-western states for proven automatic draft control for commercial and 
industrial as well as household installations. This control is extensively used in 
New England territory with outstanding results by way of fuel economy. Write 
Box 614. 


Experienced Installation & Service Man, for commercial, industrial and domestic 
oil burning systems in N.Y.C. Experienced handling fuel oil and servicing fuel 
oil equipment of all kinds. State salary, experience and when available. Write— 
Box 615. 


Oil Burner man, an opportunity in New York City for a conscientious man who 
is thoroughly familiar with both servicing and installation work (and can super- 
vise the activities of mechanics and helpers). State experience, salary. Write 
Box 616. 


Partner for a going installation and servicing domestic oil systems, expanding 
into fuel oil salesman, thoroughly experienced in servicing and installation work 
in New York City. Write Box 617. 


FOR SALE: 100 Rystrom Fuel Units, clockwise rotation. Will sell all or any 
part thereof. For further information write, Box 618. 


BRASS FITTINGS, COMPRESSION & FLARE TYPE also OIL WATER 
HEATERS for immediate delivery. Special prices in large quantities. Write: 
AMERICAN MANUFACTURING CO., P. O. Box 2172, Hartford, Conn. 


On Dec. 12, 1946, I ceased to be a general partner of Oil Devices, a limited 
partnership under the Illinois Act and am not liable for any past, present or 
future performance on the part of Oil Devices to third parties. Oil Devices 
assuming so far as I am concerned, all liabilities of the said partnership. BRUCE 
HAYTER. 


IMMEDIATE DELIVERIES on 2 in. 90 deg. cast iron ELLS; Draft regulators 
any size, any quantity, Vent caps, 50 or more; and Fill Boxes; 11 in. x 11 in. 
steel. Street Fuel Boxes, (4 weeks del.) 550 to 5000 gal. underwriters tanks, 
March del.; 4 wheel pipe cutters and Whistling Tank Fill Signals; Atlantic 
Steel Boilers up to 2100 ft. immediate del. JAMES MULDOON, 160 Fifth Ave., 
N. Y. 10. Chelsea 3-1717. 


Fast growing, well-financed distributor for YORK-HEAT equipment in the 
metropolitan area needs a Dealer Service Supervisor and Sales Contact Man. 
Must be familiar with layout of forced warm air and other heating installations. 
A position is also available to a young graduate engineer with sales ability, as 
assistant. Write details to BABCOCK EQUIPMENT CORP., 415 Lexington 
Avenue, New York 17, N. Y. MUrray Hill 7-7368. 


OIL BURNER IGNITION TRANSFORMERS for sale. Immediate delivery. 
Reasonably priced. 115 volt primary, 10,000 volt secondary. Phil Shorr, 4858 
Drexel Blvd., Chicago, Ill. 


IN STOCK: K-1056 Internal Bellows—B4Q7 Bellows—Replacement Fuel Units 
and Adapters for burners requiring special housing. Eveready Specialties Co., 
Inc., 1741 Coney Island Ave., Brooklyn 30, N. Y. 


OILBURNER MAN—An opportunity in Bellingham, Washington, for an alert 
man who is thoroughly familiar with both service and installation work. Ad- 
dress Box 619. 














No. 5 OIL BURNERS 


REDUCE HEATING COSTS... 
INCREASE YOUR PROFITS 


Burn No. 5 heavy fuel oil. Self 
contained, all electric. Self-lu- 
bricating. Many new exclusive 
features. Write for full details 


GOOD TERRITORIES OPEN 


C. L. RAYFIELD CO. 


2010-18 S. Halsted St., Chicago 8, Ill. 
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Silent Glow Oil Burner Corp. .. 

Simplex Oil Heating Corp. .... 144 

Skuttle Mfg. Co. 

Smith Co., Inc., The H. B. 

S.0.S. Products Co., Inc. 

Spencer Heater Division 

Standard Heater & Oil Eqpt. Co. 

Sundstrand Engineering Co. .... 140 

Sundstrand Pump Division .... 

Super Eiectric Products Corp. .. 
pee, ee 

Teesdale Mfg. Company 

Thatcher Furnace Company .... 

Therm Oil Burner Co. 

Thrash: & Co., Fi Ae. osice ec uyeu 

Titusville Sales Company 

Tork Clock Co., The 

Transatherm Distributors, Inc. .. 

Tuthill Pump Company 


ae | ee 
Viking Pup: Co; <.63.0% oe ca 120 
pees) see 
War Assets Administration .... 26 
Waterman-Waterbury Co., The .. 4 
Waterfilm Boilers, Inc. .....--+ 12 
Watts Regulator Company 
Wayne Home Egqpt. Co., Inc. .. 
Webber Co., Inc., A.R. .... 
Webster Electric Company ..-.- 
Westcott- Alexander, Inc. 
Williams Oil-O-Matic Div. : 
Wine ‘Bile. ‘Co. L. J. oc. 2 os 
a oe 
Yale & Towne Mfg. Co., The .. 


$< 





IGNITION ELECTRODES IN QUANTITY—TO MEET THE INDUSTRY’S EXACTING NEEDS 


<DIELECTRIC PRODUCTS CO., INC. 


125 VIRGINIA AVENUE, JERSEY CITY 5, NEW JERSEY 
OIL BURNER IGNITION ELECTRODES, INSULATORS, CABLES, BUS BARS AND ASSEMBLIES 


March 
1947 








